Quality 

Combination  Door 


3-Tracli 
Ovorlap  Modal 


EXCELUM  is 
Americans  hottest, 
most  versatile  line. 
Four  windows  and 
two  doors  to  meet 
every  selling  situa¬ 
tion— and  customer 
desire. 


Fast  dependable  delivery  and  personal  service. 
EXCELUM  distributors  do  more  than  just  supply 
windows  —  they  really  help  you  to  sell.  Right  now, 
your  local  EXCELUM  distributor  has  a  hard-hitting 
promotion  package  all  ready  for  you  to  use.  Ask  to  see 
EXCELUM’S  proven  dealer  aids. 


Ua«tal«  N«w  Yorli;  Exc*lviii  of  CMiral  N«w  York, 
543  North  Solino  St.,  Syrocuto,  N.  Y. 


BUILDING  SPECIALTIES  &  HOME  IMPROVEMENT  DEALER,  Vol  b  No  7 


FOR  THE  FIRST  TIME 
A  TRIPLE-TRACK 
STORM  &  SCREEN 
WINDOW  WITH 


SCREENED-IN  TOP 
AND  BOTTOM  VENTILATION 

TAMPER-PROOF  SIMULTANEOUS 
ALL-SASH  LOCK 


It  s  the  great,  new 

FEDCO  "Tri-Mat-Lok’’  Window 


Just  as  the  remarkable  FEDCO  CONCEALED-HINGE  DOOR 
created  a  whole  new  concept  in  its  field,  so  do  we  predict 
that  this  new  window  will  dramatically  change  the  expecta¬ 
tions  of  the  entire  market.  FEDCO  has  achieved  two  impor¬ 
tant  firsts:  A  practical  method  of  providing  screened-in  top 
AND  bottom  ventilation,  and  a  locking  system  that  secures 
all  sashes  at  once  in  the  position  desired,  open  or  closed  .  .  . 
automatically  with  tamper-proof,  simple  ease. 


We  are  in  production  now  .  .  .  and  samples  may  be  seen  at 
the  plant.  We  suggest  an  early  visit  or  call. 


released 

^  ^  are  a  number  of  prod¬ 

ucts  and  units  reflecting  important  changes  and  improvements  in 
various  phases  of  the  industry.  These  will  be  introduced  without 
prior  announcement  at  the  coming  NERSICA  CONVENTION  In 
New  York  .  .  .  and  will  be  well  worth  the  trip  to  see. 


enlargement  of 
*  our  truck  fleet,  FEDCO  can 

now  deliver  anywhere  at  nominal  cost  and  without  the  inconve¬ 
niences  of  pickups.  Special  bodies  designed  at  great  cost  eliminate 
damage  in  transfer  of  windows  and  doors. 


FEDERAL  SCREEN  &  SASH  CO. 

85  E.  Merrick  Rd. 

Valley  Stream,  L.  I. 

Send  details  on  FEDCO 

(  )  WINDOW  (  )  DOOR  for 
(  )  DEALER  (  )  DISTRIBUTOR  (  )  OTHERS 
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Stays  flexible 


mVtIVGTOIM  Ynsvlator 

DIVISION  OF  MINNESOTA  MINING  &  MANUFACTURING  COMPANY 

25  ARGYLE  TERRACE,  IRVIMGTOM  tl,  M.  i.  •  PLANTS:  IRVINGTON,  N.  M.;  MONROVIA,  CALIF.; ^HAMILTON,  ONTARIO.  CANADA 
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Cover  of  the  Month 

Our  cover  this  month  shows  an  attractive 
ranch  type  home  in  Wontaqh,  L.  I..  New  York. 
Twenty  DH  aluminum  combination  storm  and 
screen  units.  1  picture 
window,  storm  sash,  3 
combination  aluminum 
doors,  and  8  combination 
basement  storm  windows. 

The  installation  was 
made  by  the  Corona 
Storm  Window  Co..  37- 
90  103rd  Street,  Corona. 

L.  I.,  N.  Y.  The  double 
hung  combinations  are 
of  the  overlap  type  and 
were  chosen  because  of 
their  attractive  appear¬ 
ance  on  this  type  of  home.  All  the  windows 
and  doors  shown  were  manufactured  by  An¬ 
drea  Mfg.  Co.  of  183  Horton  Avenue.  Lyn- 
brook.  L.  1.,  N.  Y. 
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«»C0,  OHIO 

GentfURM; 

PleciM  <404^  staff  4(1  5TQ-|[ittk: 

I  am  fltftrtiM  ixd 
deoltc^  P  dHtributafsW^  {23 


Here  are  Americans  best-by-far  Aluminum  Combination  Windows 
and  Doors  .  .  .  best  in  appearance  ,  .  .  best  in  construction 
.  .  .  best  in  efficiency  .  .  .  and  by  far  the  best  in  sales! 

The  STO-A-CO  Triple  Track  Window  is  the  most  versatile  com¬ 
bination  window  on  the  market.  Its  reputation  everywhere  is 
unsurpassed. 

The  STO-A-CO  Double  Track  Window,  "Companion"  to  the 
famous  STO-A-CO  Triple  Track  Window  enables  you  to  sell  a 
complete  STO-A-CO  installation  at  low  prices .  . .  with  high  profits. 
The  STO-A-CO  Combination  Door  offers  more  year  'round  protec¬ 
tion  —  comfort  —  convenience  —  plus  streamlined  beauty  .  .  . 
a  beautiful  door  that  does  not  have  the  usual  heavy,  unattractive 
door  appearance. 

All  STO-A-CO  products  ore  made  of  sturdy,  extruded  aluminum 
and  backed  by  a  factory  "Bond  of  Protection".  They  are  precision 
built  to  render  years  of  service-free  operation. 


if  you  ore  interested  in  merchandising 
a  notionolly  known  quality  line  of  com¬ 
bination  windows  and  doors  that  will 
show  you  a  better-than-average  profit, 
MAIL  THE  COUPON  TODAY. 


OTY  «  STATE 


nione-Woylond,  Ohio  2481 
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division,  overy  facility 
ipony  sfonds  roody  to  serve  ^ 
e  needs  pflfig  business  ond  smoll  olike.  You'll  find  it's  food 
bu|||iiess  to  re^on  Alumex  dependobility  ond  kn'^-how. 

Our  enfb^n  will  study  your  product,  sketches  or  ideos,  ond 
give  you  their  complete  ond  professional  recbipmendotions,  bosml 
on  their  mdny  yeors  of  work  ond  reseorch  in  the  extntSMM  fMd* 
Ultimote  success  or  foilure  of  your  product,  or  even  your " 

compony,  moy  octuolly  depend  on  the  type  of  high  quolity  ’ 
extrusions,  superior  finish,  close  tolerances,  lost  delivery, 

and  the  colibre  of  engineering  obility,  which  stonds  reody 
to  your  every  need  ot  Alumex. 


1 

ICA.N.V.  / 


160-16  JAMAfCA  AVI.,  JAMAICA, 


7796 


NEW  ENGLAND  W.\BURhlHAM  DI^T.  CO,,  I^C.  125  AlUn^  street,  boston,  mUsS  HAncock 
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MAMUFACTUeiNC 

COMPANY 


QUINCY,  PENNSYLVANIA 


Just  checking  my  inventory ! 


That’s  right  ....  When  you  are  a  part  of  the  Quincy  team  your  bank  book  is  your  inventory  record? 

Quincy  Distributors  are  not  required  to  stock  inventory— orders  are  sent  in  as  required,  and  shipped,  in¬ 
cluding  all  specials  completely  assembled  and  numbered  by  jobs  ...  all  their  efforts  can  be  concentrated  on 
sales  because — they  have  no  assembly  plant  or  warehouse  with  its  problem  of  labor,  obtaining  materials,  un¬ 
known  and  hidden  losses. 

Quincy  Distributors’  money  is  in  the  bank,  not  in  obsolete  equipment  and  unbalanced  inventories.  They 
have  the  answer  to  today’s  highly  competitive  sales  market.  They  do  not  depend  solely  upon  their  retail  sales 
force  but  have  the  extra  protection  only  a  group  of  prosperous  dealers  can  afford. 

Certainly  that’s  good,  BUT  what  about  our  products? 

FIRST  with  an  aluminum  3-track  storm  window  in  1946— the  Quincy  Tripl-Glide — its  popularity  still 
growing.  FIRST  with  an  aluminum  3-track  circle  head  window  in  1947 — not  pieced  together  but  formed  to 
the  required  radii  in  one  continuous  section.  FIRST  with  an  aluminum  storm  door  with  one  large  light  in 
1948 — the  Quincy  “Clean  Face’’  Door — recognized  by  competition  as  the  finest  combination  door.  FIRST 
with  an  aluminum  jalousie  door  in  1953 — the  outstanding  Quincy  Jalousie  Door — the  FIRST  self-storing 
storm  door  .  .  .  and  again  FIRST  with  an  entirely  prefabricated  all-aluminum  and  glass  porch  enclosure — the 
Quincy  Jalousie  Wall. 

This  record  of  aggressive  approach,  plus  the  insistence  always  upon  quality  in  our  products  .  .  .  and  the 
heritage  of  75  years  of  integrity  and  skill  in  manufacturing,  we  feel,  is  the  answer  for  the  dealer  or  distributor 
who  is  aware  of  the  changes  that  must  be  made  today  if  he  is  to  be  successful  in  the  storm  window  field. 

Write  today  for  the  Quincy  Portfolio  of  photographs  telling  the  whole  story. 


Mmwtactvring  C*. 

Quincy,  Punniylvunia 
Please  send  me  the  whole  Quincy  Story. 


m  ^U44tC4/ . 

y  CLEAN  FACE  LINE  — 

Storm  Windows  •Storm  Doors  •Jalousie  Doors  •Jalousie  Walls 
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Company 
AddroM  . 


State 
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with  the  biggest 


dealer  profits 


in  the  biggest  new  industry 

is  the 


PRE-FAB 


nmaster 

aluminum  awning 
pre-fab  plan! 


V  V 


\  \ 


write,  wire  or  phone  collect 
for  the  Sun  master  Story 


Sunmaster  Aluminum  Awninf  Cumpany 
Haskell,  New  Jersey 

Please  rush  me  “The  Sunmaster  Story.”  . 


ZONE _ STATE 


I  AM  NOW. 


Increase  To  $3,000  For  Home  Repair 
Loans  Urged  By  Advisory  Committee 


A  PROGRAM  designed  to  main- 
tain  home  building  at  a  pace 
of  more  than  1,000,000  units  an¬ 
nually,  and  pave  the  way  for  the 
gradual  withdrawal  of  the  Govern¬ 
ment  from  home  financing,  was 
delivered  to  President  Eisenhower 
recently. 

The  report,  a  massive  document 
touching  on  all  phases  of  the  hous¬ 
ing  problem,  was  delivered  to  the 
President  by  a  special  advisory 
committee  he  set  up  last  summer 
to  make  recommendations  which 
he  could  include  in  his  recommen¬ 
dations  to  Congress  for  housing 
legislation  next  month. 

Included  in  the  committee  pro¬ 
posals  were  suggestions  for: 

If  Liberalization  of  mortgage  in¬ 
surance  on  low-cost  housing  in¬ 
cluding  forty-year  mortgages  on 
inexpensive  homes  without  a  down 
payment. 

If  Encouragement  of  slum  clear¬ 
ance  and  rehabilitation. 

If  Establishment  of  a  national 
mortgage  corporation.  Federally 
chartered  but  privately  financed. 
This  would  perform  the  functions 
of  the  Federal  National  Mortgage 
Association. 

The  committee,  which  is  headed 
by  Albert  M.  Cole,  head  of  the  Fed¬ 
eral  Housing  Administration,  rec¬ 
ommends  the  establishment  of  an 
“urban  renewal”  loan  and  grant 
fund  to  encourage  communities  to 
undertake  slum  clearance  and  re¬ 
habilitation  programs.  The  propo¬ 
sal  includes  a  suggestion  for  a  new 
Federal  housing  administration 
mortgage  insuranci-  provision  to 
provide  liberal  mortgage  insurance 
V  terms  to  rehabilitate  dwellings 
and  build  new  housing  in  urban  re¬ 
newal  areas,  with  maximum  rents 


set  on  rental  projects  in  line  with 
the  housing  agency’s  rental  pro¬ 
cedures. 

Emanuel  M.  Spiegel,  president 
of  the  National  Association  of 
Home  Builders,  called  the  program 
a  “bold,  progressive,  visionary” 
and  practical  document. 

With  regard  to  the  committee’s 
recommendations  as  a  whole,  how¬ 
ever,  Mr.  Spiegel  said  that  if  Con¬ 
gress  approved  the  proposals  “the 
end  result  will  be  that  up  to  2,000,- 
000  families  annually  will  have  a 
new  or  rehabilitated  home.” 


COMPETITION  has  increased 
steadily  in  the  aluminum  in¬ 
dustry  during  recent  months,  but 
the  aluminum  producers  are  con¬ 
fident  that  they  will  take  the  ad¬ 
justment  in  their  stride  without 
curtailing  primary  output.  Cur¬ 
rent  problems  are  regarded  merely 
as  normal  growing  pains. 

Next  year,  Alcoa  will  have  a  pro¬ 
duction  capacity  of  1.25  billion 
pounds,  at  least  50  million  pounds 
more  than  in  1953.  But  the  com¬ 
pany  is  still  eager  to  get  the  600,- 
000  tons,  or  1.2  billion  pounds,  of 
imported  metal  from  the  Aluminum 
Co.  of  Canada,  under  a  contract 
which  runs  from  1953  until  1958. 

These  imports  have  beei  blocked 
by  action  of  the  Department  of 
Justice,  which  has  sought  cancella- 


‘If  Congress  enacts  the  com¬ 
mittee’s  recommendations  into  law, 
and  provided  financing  is  available 
in  adequate  volume,”  Mr.  Spiegel 
said,  “it  is  reasonable  to  assume 
that  the  industry  can  maintain  its 
present  volume  of  1,000,000  new’ 
units  per  year  with  emphasis  on 
homes  for  low  income  buyers.” 

He  added  that  the  industry  also 
could  new-condition  up  to  250,^0 
housing  units  annually  through 
the  trade-in  process  and  put  them 
back  on  the  market  for  low-income 
families,  and  rehabilitate  up  to 
750,000  units  through  urban  rede¬ 
velopment  and  other  programs. 

In  the  proposals  for  maintain¬ 
ing  and  improving  existing  hous¬ 
ing,  the  committee  suggested  that 
down-payment  and  amortization 
terms  for  F.  H.  A.  insured  mort¬ 
gages  on  existing  housing  be  equal¬ 
ized  with  those  on  new  construc- 
(Continued  on  Page  54) 


tion  of  the  contract.  The  fact  that 
Alcoa  still  wants  this  Canadian 
metal,  despite  its  own  increased 
supply,  is  cited  by  Alcoa  officials 
as  the  best  proof  that  they  do  not 
look  for  anything  more  than  a 
brief  hesitation  in  the  steady  up¬ 
ward  climb  of  aluminum  consump¬ 
tion. 

Capacity  of  the  American  alumi¬ 
num  industry  next  year  will  be 
slightly  over  three  billion  pounds, 
of  which  Alcoa  will  account  for  bet¬ 
ter  than  40  per  cent.  But  the  in¬ 
dustry  may  not  reach  the  three 
billion  figure  in  output,  for  some 
new  facilities  will  not  be  ready  for 
full  production  until  later  this 
year. 

If  the  so-called  third  round  of 
(Continued  on  Page  54) 
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It’s  More  Profits  in  ’54 
for  Dealers  of 
JIemhco  Jalousies 


by  GEORGE  W.  ALBRITTON 
Vic*  President 
Albritton  Engineering  Coip. 


VI  YOU  want  to  make  1954  a  really 
money-making  year  get  in  on 
the  tremendous  market  for  Alenco 
Jalousies!  Every  home  with  a  porch 
is  a  prospect.  New  homes  have 
added  sales  appeal  with  Alenco 
Jalousie  windows  in  bathroom, 
kitchen  and  den  or  porch.  Become 
an  Alenco  Dealer  of  the  Alenco 
Jalousies,  backed  up  by  the  Alenco 
Sales  Plan  —  the  combination  that 
brings  profits  to  you! 

The  ALENCO  Jalousie  is  a  quality 
window  competitive  in  price  and 
unconditionally  guaranteed  as  to 
materials  and  workmanship,  with 
the  important  features  listed  below 
for  you  as  a  Dealer.  They  require 
no  maintenance  for  a  lifetime  of 
trouble  free  service.  Our  produc¬ 
tion  schedule  allows  shipment 
within  24  hours  after  your  order  is 


received  on  any  of  the  36  stock 
sizes. 

Compare  your  cost,  suggested  list 
price.  Jalousie  quality  and  selling 
features  and  you’ll  agree  ’54  can  be 
your  money-making  year  with 
Alenco  Jalousies. 

Proof  of  profits!  Your  profit  on  the 
9  windows  alone  in  the  picture 
above  would  be  $160.56!  Plus  the 
additional  profit  on  the  materials, 
installation  and  related  items  you 
sell  the  home  owner. 


CHECK  THESE  ALENCO 
JALOUSIE  FEATURES: 

•  Sturdy  extruded  aluminum 
frame 

*  Easily  and  quickly  adjusted 
in  width 

•  Easily  assembled  with  only  8 
screws 

*  Storm-proof  construction 

•  Installed  by  conventional 
methods 

*  Easily  removable  screen 

•  Trouble-free  operation 

*  Available  in  36  stock  sizes 

Make  your  plans  today  to  be  an 
Alenco  Dealer! 

Get  in  on  the  tremendous  Spring 
and  Summer  Market.  ALENCO 
Jalousies  are  money-makers! 
Advertisement 


MAIL  THE  COUPON  TODAY 


Dept.  BS.  8 


ALBRITTON  JNOINEERINO  CORPORATION 
2501  Wroxfon  Rood,  Houston  5,  Texos. 


PImm  tend  m«  mor*  informption  pn  tlip  Aipncp  prpvtn  dppipr 
tpipt  pipn.  I  undprttppd  thpt  this  infprmptipn  wiH  bp  tpnt  fp  mp  wHbpvt 
cp«t  or  pblieptipn. 


NAME 


FIRM  NAME 

Addrp««. 

CITY. 


STATE 
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C-THRU  PATIO  CANOPY 


C-THRU  STORE  AWNING 
(SIDES  OPTIONAL) 


C-THRU  INDUSTRIAL  AWNING 


C-THRU  CROSS-MITER  DOOR 
OR  WINDOW  AWNING 
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C-THRU  ALUMINUM  AWNING  CO. 


424  W  IITH  ST.,  LOS  ANGELES  15,  CALIF 


S^\. 


is  a  prospect  for 

C-THRU  ALUMINUM  AWNINGS 


BECAUSE: 

The  C-THRU  AWNING  has  the  ad¬ 
vantage  of  being  the  most  versatile 
as  well  as  the  most  beautiful  of  all 
aluminum  awnings. 


C-THRU  AWNINGS  Scientifically 
Control  Light  A  Ventilation 


UGHT 

C'THRU'S  pat«nt«d  curvad  lowvart  braok 
up  hurah,  outtidu  light  which  Milun  your 
room  toft,  glorolott  and  diffutod.  No  moro 
droory  roomt  with  thit  oxclutivo  footuro. 

VENTILATION 

C-THRU'S  onginoorod  louvort  hoop  tho  tun 
away  from  your  windowt,  and  allow 
comploto  awning  and  room  vontilotion.  No 
dood  air  pockott  moont  tomporoturot  low- 
orod  at  much  at  17  dogroot. 


C-THRU  DOOR  CANOPY 
(SIDES  OPTIONAL) 


C-THRU  WINDOW  AWNING 


Its  exclusive  patented  fea¬ 
tures  combined  with  HIGH 
QUALITY  and  LOW  COST  as¬ 
sure  our  dealers  and  distrib¬ 
utors  of  a  fast  moving, 
money  making  product. 


yos,  itt  and  im/t 

for  ute  in  tnow  country. 


DISTRIBUTORS:  Writ*  or  wire  immodiota- 
ly  for  further  information. 

DEALERS:  Contact  ut  for  location  of  your 
naoratt  dittribvtor. 


C-THRU  PORCH  CANOPY 


NASH 

2  AND  3 

TKACK 

iXTRUDED 

ALUMINUM 

WINDOWS 


NASH  EXTRUDED 
ALUMINUM 
COMBINATION 
STORM  AND 
SCREEN  DOORS 


Silent,  Insulated,  Frictionless 
Finger-Tip  controllable  patented 
hardware  assures  lifetime  service 
and  tight  closure. 


DOOR  SWEEPS 


2  Track  Flange  Type  Window 

2  Track  Channel  Type  Window 

3  Track  Flange  Type  Window 

3  Track  Channel  Type  Window 

Combination  Doors 

Jalousie  Windows  and  Doors 

Casements 

Door  Grilles 

Door  Sweeps 

Aluminum  Thresholds 

Initials 

N  umerals 


MANUFACTURING  CO 


17  So.  Sevenrh  Avcni 
Long  Bronch,  N.  J. 
Long  Branch  6-6200 


DOOR  GRILLES 


U.  S.  Route  1,  Ncwork-Elizabeth  Li 
Elizabeth,  N.  J.  ELizabeth  4-4600 

9126  Harford  Road 
Baltimore,  Md.,  Boulevard  2222 

9  Livingstone  Street 
Dorchester,  Mass..  Avenue  2-3600 


See  how  NASH  (an  increase  your  profits! 


“from  1  window  to  a  Trallerlopdl" 

Whether  you  re  a  ^or^e  or  smalt  operator, 
the  NASH  K  D  PIAN  will  quichly  convince  you 
ol  a  NEW  and  MOOfflN  PROFIT  TCCdk^QUE,  \ 
for  the  Aluminum  Specialty  Field 


NASH  ALUMINUM  LTD. 

904  Bruce  St.,  Oshowa,  Otfario 
Oshcwa^-2219  \ 


cempeieni  enpineer&np,  laiOir»fcow  in  dnsisrn.  jurodnetlMi  and  t •rrien . . . 

...  the  "Pius"  values  to  consider  when  lining  up  with  a 
mdhufa<^rer.  Nash  gives  you  these  ond  morel 
,  With  more  dian  a  quarter  century  of  manufacturing 

experience,  Nash^s  highly  skilled  craftsmen  assure  precision- 
I  f  Fl  li  products  rtiat  make  for  eosier  sales  and  give  a 

1 1  I  I  housetime  of  comfort,  satisfaction  and  service. 


&  Home  Improvement  Dealer 


The 


Line 

"Equal  to  the  BEST; 

Better  than  the  REST" 


NOW,  after  8  YEARS  of  successful 
manufacturing  LISCO  begins  to 
Advertise. 


Our  products,  we  know,  are  only  as 
good  as  the  people  that  make  them, 
just  as  our  success,  as  progressive 

2  as  the  people  that  distribute  them. 

1  IF  you  feel  the  same  about  your 

K  organization  then  you  should  con- 

3  suit  LISCO,  for  together,  as  a  TEAM, 
we  could  go  far. 

o  WrIte-Wire-Phone  to  see  us  or  have 
our  sales  engineer  call  upon  you 
and  personally  show  you  Lisco's 
fine  products. 


(All  LISCO  Products  Are  100%  Extruded  Sections) 

LISCO  PRODUCTS,  Inc 

179  Liberty  Ave.,  Mineola,  N.  Y. 

Phones;  GARDEN  CITY  3-1390,  7-6965-66 


WHY?  Because  increased  manufac¬ 
turing  facilities  along  with  capable 
personnel  permits  us  to  SEEK  quali¬ 
fied  OUT-OF-TOWN  distribution. 

LISCO  has  no  select  "'deal"  or  ri¬ 
diculous  price  to  offer  the  prospec¬ 
tive  distributor.  We  expressly  feel, 
our  products  merits  should  be  seen 
and  not  just  printed  about.  We 
have  just  a  downright  good  product 
that  has  been  accepted  and  sold  for 
the  past  8  YEARS  and  which  will 
continue  to  sell  for  years  to  come. 


rpHlS  department  has  been 
watching  with  interest  the  de¬ 
velopment  of  new  gags  by  sales¬ 
men  who  follow  up  leads  from  bait 
advertisements.  The  latest  one  to 
come  to  our  attention  is  the  steel 
wool  gimmick.  The  prospect  is 
shown  the  absurdly  low  priced 
combination  window  that  was  ad¬ 
vertised  and  sold  on  it.  The  sales¬ 
man  puts  the  signed  contract  in 
his  pocket  and  starts  for  the  door. 
Just  before  leaving  he  turns 
around  and  says,  “Oh,  by  the  way, 
do  you  know  how  to  take  care  of 
this  window?” 

“Take  care  of  it?”  says  the  cus¬ 
tomer,  “no,  what  do  you  have  to 
do?” 

*  #  * 

The  salesman  then  takes  off  his 
hat  and  coat  and  jacket,  rolls  up 
his  sleeves,  and  goes  to  work  on  the 
window  with  a  wad  of  steel  wool, 
making  a  show  of  tremendous  ef¬ 
fort  as  he  pushes  the  steel  wool 
back  and  forth.  Finally,  out  of 
breath  and  wiping  the  sweat  from 
his  face,  he  stops  and  says  to  the 
astounded  customer,  “You  have  to 
polish  these  windows  like  this  at 
least  once  a  month.  Of  course,  we 
have  a  better  grade  of  window  wdth 
a  nice  permanent  finish  that  doesn’t 
have  to  be  polished  at  all.”  The 
customer  who  envisions  himself 
laboring  and  sweating  on  the  win¬ 
dows  once  a  month  is  then  easily 
induced  to  buy  the  better  windows 
which  he  could  have  gotten  in  the 
first  place  from  a  legitimate  dealer. 
*  *  * 

Those  who  talk  of  an  impending 
recession  cannot  look  to  the  hard 
facts  of  America’s  economic  posi- 

(Contiuued  on  Page  128) 
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How  ihe  ANDREA  team  produced- -- 

it^e  unique  PREFABRICATED  K.D»PL^^ 


PREFABRICATED  SUB-ASSEMBLIES  I 
MINIMUM  SET-UP  COSTSI 
LOW  ASSEMBLY  COSTI 


•  PREFABRICATED 
SUB-ASSEMBLIES! 

Ail  stops,  springs,  channels, 
guides,  and  hardware 

installed  at  plant. 


for  low  cost  K.D.  assembli|  and  distribution 


MINIMUM  SET-UP  COSTS! 

One  punch  press  used  for  ALL  peening  operations 
and  simple  welding  equipment  for  frame  assemblies. 

LOW  ASSEMBLY  COST! 

K.  D.  operator  merely  welds*  master  frame, 
assembles  glass  and  screen  inserts  and  then  simply 
racks  window.  .  . 


No  other  sub-agsomblg 


Andrea  all  extruded  aluminum  windows  and  doors  have  the  features 
that  make  sales  Easy  —  and  Profits  High! 


Sturdy  welded  frames  •  Interlocking  meeting  rails  *  Completely  self-storing  units 
Stainless  steel  hardware  *  Inserts  stop  in  any  position  for  controlled  ventilation  '  All-aluminum  screen 


Easiest-to-install  window  on  the  market  and  priced  to  beat  competition 


ANDREA  TRI-WAY 

for  Overtop,  Eoifern 
Blinciitop  or  Ranch  window 


ANDREA  3  CHANNEL 
WINDOW 

for  Overlap.  Eastern 
Western,  Bhneistop  and 
Ranch  window  openings 
4  ond  over  Sfee/  or  Aluminum 
Double-Hong  Prime  windows 

Ball  Bearing  Action  Guarantees 
Friction  Free,  Effortless  Operptiaa- 
Fully  Insulated  Meeting  Roils 
Insert  Rides  in  Its  Own  Channel 
and  Gives  Perfect  Weather  Seal 
New  Concealed  Safety  Loch  Stop 


with  welded 
frame  and 
*  c  /u  s I V e 
J  ball-bearing 
action 


3  CHANNEL 
RANCH  SLIDER 

Outside  Installation  for  Any 
Ronch  Sliders  Including 
Primary  Steel  ond  Aluminum  m 
Either  Overlop  or 
Biindstop  Installations  Coo  be 
Used  with  any  Primary  Ranch  Slider 


*  Wdding  oi 
•aty  low  toi 

operation  oi 

Any  volu 

your  mo: 
Join  the 

Choice 


for  Overlap,  Western 
and  Ronch  wrndow  openings 


openings  ond  over 
Steel  Or  Aluminum 
Double-Hung  Prime  windows 


„  window, 

ong  lofting  bwndv- 

. .  «"  I- 

,  delivery 


Andrea  has  a  product  to  satisfy  any 
\  of  your  door  and  window  applications. 


wrN»,  win,  pboee... 
[•get  Uf  amdna  §tntH  etoryg 


livery  "Vj 

ManhOmui  d  Mrmmm  (mkkmUm  lliiidiei  I  Own  ^ 

183  Horton  Avenue,  Limbrook,  L.  L,  N.  Y4  lYnbreok  3«8668,  LYnbrook  3>8584  ^ 

Mi  P  ft  O  D  If  C  r  S  P  f  SI  OflffO  WITH  P  It  O  f  I  T  S 


I 


ALUMINUM 

Storm  Windows 


PnnmH  By  mnieowiiers . . . 

Pnhmd  by  dealers 
BECAUSE  Seasea-all—md  ONLY 


Pot.  No.  357S470 


Th«  only  provod  dosign  for  complololy  wooHiorproofing 
ond  insulating  cosomont  windows  I 


ONLY  SEASON-ALL  COVERS,  SEALS  AND  PROTECTS  THE 
ENTIRE  FACE  OF  THE  PRIME  CASEMENT  WINDOWI 


Once  customers  learn  about  Season^all’s  patented 
built-in  Vinyl  weatherstripping,  they’re  quick  to 
appreciate  the  many  exclusive  advanuges  afforded 
by  this  unique  design. 

As  an  integral  and  permanent  part  of  the  Season-all 
Window,  the  Vinyl  weatherstripping  section  can’t 
pull,  tear  or  work  loose.  Its  feather-edge  design 
provides  the  flexibility  needed  to  prevent  cutting  of 
the  weatherstripping  under  pressure — a  common 
failure  with  ordinary  types.  This  weatherstripping 
seals  a// four  sides  of  the  opening  section  of  the  prime 
window,  and  fits  securely  to  the  casement  frame,  thus 
assuring  maximum  window  protection  and  insula¬ 
tion — even  in  badly  sprung  prime  windows.  Further¬ 
more,  each  Season-all  Storm  W’indow  has  a  special 


built-in  Vinyl  gasket  which  prevents  conductivity 
between  the  storm  sash  and  the  prime  window. 

Remember — no  other  make  offers  the  ’’Buy- Appeal” 
features  of  Season-all,  made  possible  by  Season-all’s 
exclusive  built-in  Vinyl  weatherstripping.  No  wonder 
every  Season-all  dealer  is  a  successful  dealer! 

QUICK  FACTS  on  Season-all 
Casement  Storm  Sash  I 

Permanent  outside  installation  •  Precision  mode  of  highest 
quality  materials  •  Open  and  close  automatically  with  the  prime 
windows  •  Never  need  be  removed — not  even  for  cleaning 
•Provide  the  ultimate  in  all-weather  window  protection  •  Proved 
performance  •  Built-in  Vinyl  weatherstripping  can't  rot,  crack, 
harden  or  deteriorate  in  any  way — will  last  the  life  of  the 
storm  window. 


I  L^BODUasi 


Nationally  distributed  by 

Season-all  Sales  Corporation 

7027  Apple  Avenue,  Pittsburgh  6,  Pa. 


.'■•'’o/utionory  . 

®  P*»-monent, 
"todem, ) 
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HOIV  ABOUT— 

MORE  PROFIT" 

miH  LOCK  VENT! 


IVRITE,  PHONE,  OR  WIRE 

BEFORE  THE  FRANCHISE  IN  YOUR 
AREA  IS  CLOSED: 

LOCK  VENT,  Incorporated 
'posf  Office  BOX  8732 
RICHMOND  26.  VIRGINIA 
Phone:  CHEST'S  R  256l' 


SHAKE  HANDS .....  .. 

friend.  Lock  Vent's  plus  in  the  profit  picture  is  a  good  old 
story  with  me.  Materials  cost  less  to  buy  and  less  to  put 
together.  The  finished  awning  is  "made  for  merchandis¬ 
ing"  with  all  those  plus  appearance  and  quality  features. 
Volume  sales  on  a  big  unit  margin  — That's  for  me  ! 

■fe 

HOW'S  THAT  FOR  YOU?  = 

dealer  franchise  open  in  your  area. 


ALUMINUM  AND  PLASTIC  GLASS  AWNINGS 


Ccnxlking  Compound 

The  adaptability  of  Lastikalk 
makes  it  ideal  for  a  wide  variety 
of  uses,  according  to  Donald  Stein- 
first,  General  Manager  of  Lastik 
Products  Company,  Pittsburgh. 

Among  the  many  purposes  for 
which  Lastikalk  has  proved  its 
value  are  industrial  sheds,  sky¬ 
lights,  conservatories,  garages, 
schools,  institutions,  office  build¬ 
ings,  and  homes.  It  can  be  used 
for  either  new  or  old  buildings. 


Examples  of  “big  jobs”  for 
which  La.stikalk  was  selected  are 
the  National  Life  &  Accident 
Insurance  Company  building  in 
Nashville,  Tenn. ;  the  Potomac 
Electric  Power  Building  in  Wash¬ 
ington,  D.  C. ;  and  the  Northwest¬ 
ern  Bank  Building,  Minneapolis, 
Minn. 

Adding  to  Lastikalk’s  versatility 
is  its  proper  adhesion  to  almost 
any  building.  It  is  specified  for 
wood,  brick,  stone,  stucco,  iron, 
steel,  glass,  and  concrete. 

While  it  preserves  window  and 
door  frames,  I^stikalk’s  exclusive 
formula  prevents  stain  of  any  kind. 
Instead,  Lastikalk  adds  to  the  ap¬ 
pearance  of  the  building,  by  its 
color  harmony.  It  may  be  obtained 
in  standard  or  special  colors  to 
match  am’  surface. 


Storm  Wizard  Windows 

The  finest  quality  or  architec¬ 
tural  aluminum  is  used  in  the 
entire  line  of  STORM  WIZARD 
products  for  summer  and  winter 
weather  protection,  made  by  B  &  G 
Manufacturing  Company,  Pitts¬ 
burgh. 

Included  in  the  STORM  WIZ¬ 
ARD  line  are  a  combination  storm 
and  screen  door,  a  new  “floating” 
triple  track  window,  a  self  storing 
window  with  screen,  a  casement 
window  with  a  patented  “Magic 
Hinge”  which  keeps  the  panels 
within  easy  reach  for  cleaning  at 
all  times,  a  roto  casement  screen, 
a  jalousie  “awning”  door,  and  a 
utility  basement  window.  The 
screens  used  in  these  products  are 
of  fine  aluminum  mesh.  The  glass 
is  double  strength,  clear  vision. 

*  *  * 

New  Product  Offered  to 
Specialties  Dealers 

A  new  product  with  high  .sales 
and  profit  potential  is  now  offered 
for  the  fir.st  time  to  Building  Speci¬ 
alties  dealers.  The  Craig  Fold-A- 
Stair*,  a  patented  Di.sappearing 
Attic  Stairway  manufactured  by 
Craig  Wood  -  Products  Company, 
Columbus,  Georgia.  This  Stairway 
is  installed  in  a  26"  x  54"  opening 


If  further  information  is  desired 
about  articles  appearing  in  the 
pages  of  this  magazine  send  a  card 
or  a  letter  to  the  editorial  depart¬ 
ment. 


in  the  ceiling  of  a  house  and  can 
be  easily  pulled  down  when  needed, 
then  pushed  up  again  into  the  ceil¬ 
ing  opening  when  not  needed,  com¬ 
pletely  out  of  the  way.  With  so 
many  of  the  houses  now  being  con¬ 
structed  and  those  erected  over  the 
past  ten  years  without  basements, 
some  handy  method  for  reaching 
the  valuable  storage  space  of  the 
attic  is  a  necessity.  The  Fold-A- 
Stair  makes  the  wasted  space  of 
the  attic  of  “real  dollars  and  cents” 
value  for  storage  or  added  living 
space. 


The  Fold-A-Stair  requires  very 
little  space  and  can  be  installed 
in  a  hallway  or  a  large  closet.  This 
attic  stairway  is  specially  designed 
for  houses  having  low  attic  head- 
room,  only  36"  height  being  need¬ 
ed.  Installation  is  simple  and  easily 
done,  even  where  it  is  necessary 
to  cut  an  opening  in  the  plastered 
ceiling.  The  Craig  Company  sup¬ 
plies  dealers  with  complete  infor¬ 
mation  and  directions  for  handling 
all  types  of  installations.  The  cost 
to  the  home-owner  purchaser  will 
vary  due  to  different  installation 
conditions  and  varying  labor  rates, 
but  the  selling  price  ranges  from 
$80  to  $95  for  a  completely  in¬ 
stalled  job. 

{Continued  on  Page  56) 
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CAPITOL'S  HorrMbiirg  ploiit  is  now  timilMC  Mit 
HiaM  doors  tastor  and  bottor  Hmm  ovor.  if  yoo^ro 
boon  dlsoppointsd  obont  fottbif  froncbisod  bo* 
foro,  it  wll  poy  yoo  to  communkato  with  iss  ogolo 


TART  THE 
NEW  YEAR 

RIGHT ! 


L£T  YouA  CASHSMLBS 

ee  YOUR.  ^u/PE 


CAPITOL 

Mfg.Co.,Inc. 

909  Bridge  Street 
N«w  €Snmb«rlcmd«  Pa. 
Harrisburg  4-3143 


Lost  year,  yoor  combinotioii  door  soles  cou/d  hove 
many  times  more  profitable  thon  it  was  •—  unless 
you  were  corrying  CAPITOL  If  you  were,  your 
door  soles  occounted  for  o  large,  trouble-free  slice 
of  gross  soles  —  and  your  net  profit  per  sole  was 
probably  greofer  than  any  other  item  in  your  line. 


THERE'S  GOOD  REASON!  Copitol  Doors  hove  token 
unchallenged  leadership  of  the  field  in  quality 
combination  doors  thot  sell  on  performonce  and 
popular  price.  We  do  it  by  lorge  purchasing  of  bosk; 
materiols,  modern  moss-production  methods  ond 
quantity  distribution  over  a  wide  areo  vio  our  own 
trailer  fleet.  You  enjoy  the  many  advontages 
directly  due  to  this  method  of  operoHon. 


Whether  you  are  a  corlood-lot  buyer  or  less, 
CAPITOL  can  serve  you  by  on-time  delivery  ot  a  price 
.  .  .  ond  by  furnishing  you  with  the  best  of  all 
combination  doors  within  shouting  distonce.  Get  your 
1954  sales  story  off  to  a  good  start!  CAPITOL-ixe! 


&  Home  Improvement  Dealer 
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THIS  IS  IT!! 


Photographs  Don’t  Lie  Mj 

From  this  actual  Picture  of  the 

First  Model  of  the  HOLDEN  WINDOW 


a.  The  Locking  Handle  of  the  Primary  Window 
clears  the  HOLDEN  WINDOW! 


b.  There  is  ample  clearance  for  the  Roto-Handle 
of  the  Primary  Window  —  no  interference  here! 

c.  Note  the  neat,  trim  appearance  of  the  HOLDEN 
WINDOW! 


1  want  to  again  thank  the  many 
DiNtributors  who  have  already 
written  to  me,  and  to  urge  all 
those  who  are  interested  to 
apply  for  territory  immediately. 
START  LIVING— SPEND  3c. 


J.  MINSHALL  HOLDEN 


BROOKHAVEN  ROAD,  WALLINGFORD,  PA 


BOOTHS  56  and  57 


Visit  Us  At  The  1954  NERSiCA  Show  —  Stotler  Hotel,  New  York 
March  22,  23,  and  24  —  and  see  for  yourself 


*  Engineered  for  trouble-free 
operation. 

*  Heavy  duty  extrusions  throughout. 

*  Permanent  outside  installation. 

*  Nothing  to  remove  when  cleaning 
glass. 


^  ^  with  the 
FULL  LENGTH  PIANO  HINGE 
and  SPECIAL  EXTRUDED  KOROSEAL 

WEATHER  STRIP  CHANNEL 


THE  SALES  LEADER 
ACROSS  THE  NATION 


NATIONAL/ Y  DISTRIBUTED  BY 


Inquiries  for  Franchise  privi¬ 
leges  are  invited  from  well¬ 
rated  and  fully  established 
storm  sash  dealers  and  dis¬ 
tributors. 

MANUFACTURED  RY 
JIRITH  MANUFACTURING  CO.,  Inc. 


ALUMINUM  COMBINATION 
STORM  WINDOWS 
i  AND  SCREENS 


JERITH  SALES  CO 


202S  E.  ROSTON  STREET 
PHILADELPHIA  2S.  PA. 
TELEPHONE:  GArFIELO  3-1407 


"The  Monarch  of  Them  AH' 
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KiTrAUR 


Name 


Address. 


LERS 


BOOSTS 


SALES  FOR  USED 


CA 


DEA 


MAKES  A  STRIKING  STORE  FRONT 


ERECTION  TIME 


MINUTES 


F.H.A.  financed,  your  customers  con 
buy  it  for  no  money  down.  There's  a  big, 
wide-open  market  waiting  for  you. 

Act  now!  Write,  wire  or  phone  for 
full  information  and  become  a 
factory-authorized  Markee 
dealer  or  distributor 
—TODAY! 

MAIl  YOUK  ORDER  HOWI 


MARkEE  CORPORATION 

OF  AMERICA 


4045  N.  W.  29th  STREET  •  MIAMI,  FLORIDA 


FOR  DRIVE-IN  RESTAURANTS 


MoHiee  Coip.  of  America— Dopt  BS>I  1 

404.1  N.W.  29111  Street  ^ 

Mi<Mt,norida 

O  Flea**  niih  {  )  Amer.con  Corpoi^ 

Q  Pleose  tend  me  com|>l*te  information 
obout  your  American  Carport. 


-Zone _ State . 


Start  the  ({ear  with  a  ^A||G 


STOCK  THE  Bl 

AMERICAN 
CARPORT 

>victe 

100%  PROFIT 


Territories  now  open  for  the  biggest 
profit-maker  in  25  years — The  American 

K-D  Carport — demanded  by  home-owners, 
used-car  dealers,  hotels,  motels,  trailer  courts 
and  builders — a  "hot”  item  that 
brings  immediate  profit. 


&  Home  Improvement  Dealer 


CRAM*  fiftRAGt  DOORS. 

/...W  " 


Customer  m 


Builders,  architects  and  homeowners  everywhere  want  Graham  garage  doors.  Spec¬ 
tacularly  beautiful,  Graham  doors  blend  with  modern  architecture  .  .  .  belong  with 
today's  homes! 


ARCHITECTURALLY  CORRECT  .  .  .  ARTISTICALLY  DIFFERENT ! 


If  you  are  now  handling  only  conventional  panel  doors,  add  GRAHAM  flush  doors  to 
your  line  ,  .  .  then  watch  your  sales  increase! 


Some  di%tribuforthip% 
available.  Write  today 
for  illustrated  folder 
and  complete  information. 


Conventional  4  and  5  sectional,  panel  doors  available,  tool 


DOOR  CO. 
HEnderson  2-1200 


ROLLING  WITH 


coM/v^y,  i\c  \ 


CLEVELAND  3.  OHIO 


EVERYONE  IS  SELLING  ROLAGLASS  WINDOWS 

FOR  BIGGER  PROFITS! 


Alert  dealers  who  aim  at  extra  sales  profits  .  .  . 
sell  ROLAGLASS  inside  storm  windows!  The 
famous  ROLAGLASS  features,  such  as  simplicity 
of  operation — easy  installation — smooth  gliding  on 
rollers — control  of  room  condensation — keeping 
cold  air  out  and  warm  air  in — all  contribute  to  com¬ 
fort  in  winter  and  summer.  Remember,  ROLA¬ 
GLASS  windows  can  actually  be  washed  from  the 
inside. 

The  name  ROLAGLASS  is  your  customer’s  guaran¬ 
tee  of  satisfaction.  Priced  to  sell  easily — at  higher 
profits  for  you.  Write,  wire  or  phone 


•  For  exceptional 
weather- ti^ht  seal¬ 
ing  and  easy  work¬ 
ing  features  there 
is  no  substitute  for 
ROLAGLASS. 
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GEAR  PfNS 


HEXAGONAL  OPERATOR  SHAFT 


DIE-CAST,  HEAVY  ALUMINUM  HOUSING 


WORM  SCREW 


COMPLETELY  WEATHERSTRIPPED 
SHIPPED  COMPLETE 
WITH  OPERATOR  BUILT  IN 
HEAVY  GAUGE  EXTRUDED 
ALUMINUM  CONSTRUCTION 


EXCLUSIVE  TERRITORIES  OPEN 


is  made  of  cadmium-plated, 
hardened  steel. 


of  hardened  steel, 
cadmium-plated. 


Same  pressure  flow  throughout 
entire  closing  and  opening  cycle. 
This  constant  pressure  gives  smooth, 
powerful  and  effortless  window 
operation. 


of  cadmium-plated  steel. 


is  made  of  cadmium-plated  steel.  Flat 
Acme  thread  is  tightly  rolled  on  solid 
rod  under  tremendous  pressure. 
Result  —  super-hard,  highly-glazed 
surface  for  smooth,  friction-free 
operation. 


Fully  Guaranteed 
Patent  Pending 


generated  with  precision,  made  of 
cadmium-plated  hardened  steel  are 
precision  cut  from  top  to  bottom  of 
teeth  and  specially  designed  so  that 
gears  will  mate  together  perfectly 
throughout  the  revolution. 


Air- Vue’s  Standard  Windows  Come 
Equipped  With  1  More  Ventilator  Than 
Those  of  Most  Manufacturers 


R.  B.  Leonard,  Inc. —  Dept.  BS-1 
5775  N.W.  35th  Court,  Miami,  Florida 
Gentlemen:  Please  give  me  full  facts  about 
the  Air-Vue  Aluminum  Awning  Window. 

Check  one:  Builder  Q  Dealer  HI 


NAME 


ADDRESS 


ZONE  . .  .STATE 


PHONE 


&  Home  Improvement  Dealer 


UNUSUAL  BUILDING  AND 
AWNING  REQUIREMENTS 
OFFER  NO  PROBLEMS  FOR 


4 


yentaire 


^enlaire 


FOR  RESIDENCES 


The  Ventaire  Company,  manufacturers  of  Ventaire 
(ventilated)  Aluminum  Awnings  is  seeking  qualified 
dealers  to  fabricate  and  sell  these  popular  permanent 
type  awnings. 


FOR  OFFICE  BUILDINGS 


1*  Superior  Awning  Construction  Features. 

2*  Simplicity  of  fabrication  and  installation. 

3*  Your  present  staff  can  produce  and  sell  a  large  vol* 
ume  of  Ventaire  Aluminum  Awnings.  Our  company 
is  an  accepted  leader  in  the  field  and  the  product 
has  wide  distribution.  There  is  no  limit  to  your 
sales  possibilities. 

4*  Minimum  investment  required.  Ventaire  is  not  in¬ 
terested  in  selling  a  high-priced  franchise  or 
machinery.  We  want  dealers  with  ambition  and 
enthusiasm  who  will  work  and  make  money  for 
themselves. 

5«  Ventaire  helps  you  sell,  with  advertising  allowances 
for  local  advertising  and  promotion.  We  supply  the 
mechanical  assistance  necessary  to  produce  the  awn¬ 
ings;  sales  aids  and  training  for  your  employees. 

6«  Ventaire  Awnings  are  nationally  advertised.  Leads 
from  your  area  will  be  forwarded  to  you  for  imme¬ 
diate  sales. 

You  can  build  a  profitable  Ventaire  Aluminum 
Awning  Business  in  your  area.  You’ll  enjoy 
large  profits  by  offering  the  finest  product 
in  the  field. 


FOR  COMMERCIAL  BUILDINGS 


For  complete  information,  telephone,  wire  or  write 
SALES  MANAGER. 


TELEPHdlfr  IMS51 
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ALUMINUM 
COMBINATION 
STORM  ^ 
WINDOWS  ^ 
AND  DOORS 


READY 


INSTALLATION 


OUTSIDE  B 
EXPANDER  ■ 
JAMB  1 

BOTTOM  I 
ADJUSTABLE  ] 
SILL 

3  S.  S.  HINGES 

AIR  ARM  & 
CHAIN  STOP 

2  GLASS  & 

2  SCREEN 
INSERTS 


FEATHER-LITE'S  COMPLETE  LINE  OF  ALUMINUM  COMBINATION 
STORM  WINDOWS  AND  DOORS  WILL  ENABLE  YOU  TO  NET 
BIG  PROFITS  ON  THOSE  BIG  JOBS. 

INQUIRE  TODAY  ABOUT  THE  LINE  WITH  THE  BIG  FEATURES 
.  .  .  FEATHER-LITEII 


EXTRUDED 


•  NATIONALLY 


ADVERTISED 


Eaitern  Division 
Feather-Lits  of  Pennsylvania 
2021  N.  63rd  St. 


Philadelphia  31,  Pa. 


SELF-STORING 


exclusive  territories  open  to 

^  •  ALERT  DEALERS  AND  DISTRIBUTORS 


DEPT  GS,  15889  SCHAEFER 


ETROIT  27,  MICH.  VErmont  6-2005 


&  Home  Improvement  Dealer 
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GEM'RLUM 

y^Cumtnum  T^umutoA 


an^e  nauA  in  lea^^an 

Get  your  share  of  this  profitable 
business!  They're  easy  to  install. 

Gem-Alum  is  a  complete  line  of  standard  size  and  custom  made 
aluminum  canopies  and  awnings  for  entrances,  windows,  terraces, 
and  porches.  This  is  your  fastest  selling  and  most  profitable  line 
because  Gem-Alum  awnings  are  roll-formed  from  pre-coated 
aluminum  with  low  cost  and  fast  delivery  to  you. 

Order  a  stock  of  these  standard  sizes.  - . - . - . 

Projection  DROPS  Lengths 

42  "  20 Vi"  23 Vi"  26 Vi"  29!/a"  48  ",  60  ",  72 ',  84" 

49 "  19"  22"  26  "  291/2"  48 ",  60 ",  72 ",  84" 

Writs  sr  wire  direct  to  our  factory. 

GENERAL  ALUMINUM  PRODUCTS  CORP. 

3949  S.  Federal  Street  Chicago  9,  Illinois 


Hints  To 
SALESMEN 


(Excerpts  from  “Selling  Talks,  by 
Royal  A.  Roberts.) 

“. . .  T^OMEN  are  individuals — 
»  »  first  and  always!  A  rou¬ 
tine  speech  is  a  mass  appeal.  Make 
your  talk  a  personalized  one  in¬ 
tended  only  for  that  one  housewife 
who  appears  at  the  door. 

“. . ,  Don’t  talk  the  jargon  of  the 
trade  to  the  Prospects.  What  do 
you  know  about  the  intricate  lan¬ 
guage  of  accounting,  insurance  and 
the  many  trades  ?  Use  simple,  clear 
English  and  paint  pictures  of 
Beauty  and  Profit  as  they  appear 
in  her  life — not  as  they  appear  in 
your  catalogues  and  balance  sheet. 


j  .  The  best  opening  greeting — 
before  you  have  said  a  word — is  to 
*  present  a  friendly,  natural  and 
good-humored  personality. 

. .  When  a  Housewife  makes 
Excuses  that  she  doesn’t  want  to 
make  improvements,  you  are  doing 
a  poor  selling  job.  Retrace  your 
selling  steps.  Better  yet,  when  you 
go  home,  restudy  your  product, 
yourself  and  your  customer’s  needs 
and  desires. 

. .  Objections  are  the  life  blood  of 
good  selling.  Let  the  housewife 
talk.  Answer  them  quietly  and 
with  confidence.  Don’t  win  argu¬ 
ments;  win  sales. 

“. . .  After  the  Housewife  is  the 
Husband!  While  selling  her,  you 
must  provide  her  with  reasons 
which  she  presents  to  him  before 
you  appear.  The  salesman  should 
sell  two  persons,  two  times. 

“. . .  Salesmen  should  like  people 
and  not  be  too  critical  in  his  evalua¬ 
tion  of  them.  They  may  appear  ig¬ 
norant  in  the  light  of  your  own 
knowledge  but  Can  You  Bake  a 
Cake  or  Repair  a  Watch? 

•  •  • 

“. . .  Try  to  avoid  forming  predeter¬ 
mined  opinions  on  how  Women  will 
{Continued  on  Page  30) 
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IN  the 


Wes' 


THERMOTITE 

STORM-SCREEN 
COMBINATION  WINDOWS 
ALL  WEATHER- ALL  ALUMINUM 

WELDED 

It's  a  sales  pitch  others  don't 
have.  When  you  say  "WELDED", 
prospects  listen.  It  says  "quality"! 
They  know  it  means  more  for  their 
money. 

PLUS  THIS 

Wedged  interlocking  meeting 
Is  on  all  inserts  means  "greater 
fuel  savings"  and  reduced  air 


seepage 


This  is  a  Basic  Two  Track  Window,  engineered  with  simplicity  as  the  keynot< 

No  springs — No  gadgets — No  trouble — No  service  needed. 


•  63S-T5  extruded  Aluminum 

•  THERMOTITE  (Pat.  Pend.) 

•  Welded  frames  (No  open  mitres) 

•  Wedged  interlocking  Meeting  rails. 


•  Self  storing  Aluminum  screens 

•  Positive  Cam  Lock 

•  Wide  sill  for  drop  sill  or  regular  sill, 
with  two  drain  joggles. 


•  Cut  on  f/2”  to  fit  off-standard  sixes. 

America’s  finest,  trouble  free,  extruded  aluminum,  self  storing  combination  window. 

Available  in  a$sembled  units  or  on  a  K.D.  plan  that  is  more  profitable  for  you. 

K.  D.  operators  need  not  weld  for  Maximum  Efficiency 

Coll,  write  or  wire 


STOW  WINDOW  CO. 

3350  Kent  Road  (Akron  Phone:  OVerdole  8>8271) 


Stow,  Ohio 


6t  Home  Improvement  Dealer 
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MANUFACTURERS: 

Give  Your  Customers 
Credit  Terms . . . 

Conserve  Your  Cash,  Too. 


Alert  manufacturers  are  meeting  stepped-up  competition  in  the  booming 
home-improvement  market  with  better  selling  terms  to  their  customers.  Right  now  several 
aluminum  fabricators  are  using  the  Commercial  Factors  method  to  handle  more  than 
a  million  dollars  of  volume  a  year.  You  can  capture  a  greater  share  of  your  market  with 
this  tested,  sales-stimulating  plan.  Here’s  how  it  works: 

OFFER  YOUR  DEALERS  MORE  COMPETITIVE  SELLING  TERMS 

To  help  you  land  more  orders,  convert  to  the  Commercial  Factors  method.  Offer  your 
distributor-dealers  30-day,  60-day  or  even  better  terms.  Our  service  allows  you  to  do  this. 
It  provides  cash  (100%  of  your  approved  accounts)  when  you  ship.  Besides,  when  we 
approve  your  order,  we  assume  all  credit  risks. 

You  don’t  have  to  burden  your  operating  capital  with  the  job  of  carrying  your 
customers  30  or  60  days.  We  assume  that  burden.  You  don’t  have  to  become  involved  in 
time-consuming  credit  problems.  Credit  checking  is  our  problem! 

CONCENTRATE  ON  MAKING  AND  SELLING 

Commercial  Factors’  service  lets  you  pour  all  your  time  and  energy  into  your  two  most 
important  jobs — making  and  selling.  It  does  away  with  much  of  the  clerical  operations  of 
credit  bookkeeping  and  collection.  Very  often  the  savings  in  clerical  costs  alone  will 
more  than  offset  the  costs  of  our  factoring  service. 


FACTORING  BENEFITS  BOTH  MANUFACTURER  AND  DEALER 


MANUfACrURtR 

1.  Frees  cash  to  take  discounts  and  buy  advan¬ 
tageously. 

2.  Permits  longer  production  runs  because  of  larger 
orders  thru  better  selling  terms. 

3.  Cuts  handling  costs  because  dealers  can  take 
larger  orders. 


DISTRIBUTOR-DtALBl 

1 .  Enjoys  lower  unit  cost  due  to  quantity'  discounts 
and  lower  freight  charges. 

2.  Lets  dealer  stock  a  more  complete  line  for  im¬ 
mediate  delivery. 

3.  Thanks  to  better  terms,  dealer  has  liquid  oper¬ 
ating  cash  rather  than  funds  frozen  in  inventory.  . 


Wire,  write  or  call  us  today  at  one  of  the  addresses  below  for  information  on 
how  our  pl<m  con  benefit  your  sales  and  reduce  your  clerical  costs. 


IN  MtW  YORK 

MR.  G.  D.  MORAN 
2  Park  Ave.  * 
New  York  16,  N.  Y. 
Murray  Hill  3-1200 


IN  BOSTON 

MR.  T.  HEASLIP 
106  Massoit  St. , 
Waltham  54,  Mass. 
W'altham  5-8322 


IN  THE  SOUTH 

MR.  W.  GILLIAM 
3025*Hanson  Drive 
Charlotte,  N.  C. 
Charlotte  5-5452 


Commercial  Factors  Corporation 
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mP££  TPACH 

ALUMINUM 

COMBINATION 

STORM  and  SCREEN 

WINDOWS 


with  REVOLUTIONARY 

PIVOT  CONTROL 


Winstrom  Windows  are  taking  the  country  by  storm. 
They  incorporate  every  desirable  quality  feature 
for  customer  saitsfaction  .  .  .  and  exclusive  new 
Pivot  Control  too!  Winstrom  allows  blind  stop  in¬ 
stallation,  has  telescopic  expanders  on  all  sides  and 
is  made  of  extruded  aluminum  with  a  beautiful 
satin  finish  overall.  Once  these  easy-operating,  long- 
lasting,  trouble-free  features  are  demonstrated  a 
sale  is  sure. 

Delivered  when  desired  by  our  own  trucks  in  eleven 


Eastern  states.  Winstrom  windows  are  individually, 
protectively  packaged  and  shipped  on  a  two  week 
delivery  schedule.  Trained  field  men  are  at  your 
disposal  to  aid  in  sales  and  installations.  Dealers 
are  notified  in  advance  of  delivery.  Mailing  pieces, 
demonstration  samples,  point  of  sale  material,  ad 
mats  and  home  show  display  kits  are  available  on 
request.  Winstrom  Products  are  nationally  adver¬ 
tised  and  have  The  Good  Housekeeping  Seal  of 
Approval.  Written,  registered  guarantees  provided. 


WINSTROM  CASEMENT  WINDOWS 
All  extruded  aluminum  with  beauti¬ 
ful  satin  finish.  Complete  interlock 
weatherstripping,  has  expanders  on 
all  sides  and  finger  tip  control. 
Enables  one  trip  installation. 


WINSTROM  TRIPLE -SHI  ELD 
INVISIBLE  HINGE  DOOR 

Available  in  two  or  one  lite  set-up, 
this  finest  of  all  extruded  aluminum 
doors  is  completely  weathe*‘3tripped. 
Ask  to  see  this  exclusive  no  sag 
mortise  tenon  corner  construction  for 
service-free  operation. 


Write,  wire  or  telephone  today  for  the  profit-making  facts! 


MANUFACTURING  CORPORATION 


A  DIVISION  OF 
SUBURBAN  BRONZE 
CORPORATION 


15-40  127th  STREET,  COLLEGE  POINT  56.  N.  Y.  Tel.;  FLUSHING  3-5550 


<St  Home  Improvement  Dealer 
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TRIPLE^ 
TRACK 
ALL  ALUMINUM 
COMBINATION 


Presents  <r  K  Q  PUr 

that’s  More 
ProfitaUe 

FOR  YOU! 


i 


. . .  WHY? 

-  because  it's  the 

SET-UP  YOU’VE 
BEEN  LOOKING  FOR! 

The  JUNIPER  TRIPLE  TRACK 

all  aluminum  cambinotian 

STORM  S  SCREEN  WINDOW 
ftATURtS: 

•  63ST-5  extruded  aluminum. 

•  U-Shape  telescaping  expander  sides  and  sill. 

•  Tubular  construction  —  Forming  Insulated  area. 

•  Automatic  adjustment  to  any  prime  frame 
— simplifying  efficient  installation. 

•  Automatic  weatherlock  tongue-in-groove  TRACK  de¬ 
sign  .  .  .  not  channel. 

•  Self-storing  inserts.  •  All  aluminum  screening. 

Absolute  ventilation  control  from  top  or  bottom. 

Inserts  raise  or  lower  to  any  position  .  .  .  and 
STAYI 

Gadget-Free,  Nothing  to  go  out  of  order. 

FREE  from  UNNECESSARY  call  bocks. 

★  ALSO  AVAILABLE  IN  ASSEMBLED  UNITS 


ALUMINUM  PRODUCTS.  INC. 


General  Office:  716  Glenmore  Ave.,  Brooklyn,  N.  Y. 
factory:  322-324  Elton  St..  Brooklyn  S,  N.  Y. 
TELEPHONE;  TAylor  7-3S19 


TRIPIE  TRACK 
elimmot*»  cKQngepvMrtl ' 
- ' 

m 


SCREEN  INSERT' 


GLASS  INSERT 


Prompt 

Dependable 

Deliveries. 


Hints  to  Salesmen 

^  {Continued  from  Page  26) 

act;  and  Men,  also.  Fundamentally 
basic  appeals  and  desires  are  com¬ 
mon  to  each.  A  fine  regard  for  eti¬ 
quette,  a  compliment  and  thought¬ 
fulness  are  liked  by  women.  Men 
'  are  likewise  appreciative.” 

Attributes  of  a  Good  Salesman 
I  to  His  Company 

I  1.  Sincere  interest  in  his  Firm  and 
Product. 

2.  Loyalty  to  his  Firm  when  times 
are  rough. 

2.  Doesn’t  misrepresent  product, 
material  or  workmanship  to  the 
detriment  of  his  firm  and  Indus¬ 
try. 

4.  Uses  the  Honest  Salesman  as 
his  example  for  imitation;  not 
the  chiseler  and  fly-by-night  op¬ 
erators  and  their  questionable 
operations. 

5.  Sells  the  secondary  lines. 

6.  Acts  always  as  the  Honest  and 
Helpful  representative  of  an 
Honest,  Reliable  Company. 

•  •  • 

j  Attributes  of  a  Good  Salesman 
to  His  Customers 

1.  Assists  them  in  satisfying  their 
needs  —  Advises,  counsels  and 
helps. 

2.  Doesn’t  oversell  nor  high  pres- 
j  sure. 

j  3.  Takes  an  interest  after  the  .sale 
j  — checks  on  terms  of  contract 
to  see  if  customer  is  protected 
I  and  .satisfied. 

I  4.  Promotes  confidence  in  minds  of 
Customers  that  they  are  dealing 
'  with  a  Reputable  Firm  and  In- 
'  dustry. 

I  5.  If  leads  are  given  by  Customers, 
their  stipulations  are  not  vio¬ 
lated. 

1  6,  Calls  back  at  stated  intervals  to 
I  maintain  business  friendship 
I  and  interest  in  ^he  Customer. 

The  Attributes  of  a  Good  Firm 
I  toward  its  Salesman 

i  It  selects  Dependable  and  Honest 
Salesmen,  as  fellow-workers. 

I  It  gives  good  training  before  the 
men  start  to  sell. 

{Continued  on  Page  62) 
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Your  Profit  Up  To 

250% 

Markup 


Q  I  want  Dealership 
Name . 


Vee-Breeze  interlocking  panel  design  provides  an  awning  roof  entirely  free  from 
any  possible  leakage.  A  unique  louvre  design  allows  an  abundance  of  air 
circulation  while  providing  maximum  protection  against  all  weather  conditions. 
With  these  qualities,  in  addition  to  the  enduring  beauty  of  the  high  gloss  baked 
enamel  finish,  Vee-Breeze  awnings  sell  themselves.  Inquire  now  about  our  sales 
program  for  dealers. 


VEE-BREEZE 

ALUMINUM  AWNINGS 


628  Huron  St.  Toledo  4,  Ohio 


ADams  1116 


Awfiing'^f 


DEALERS: 

Vee-Breeze  gives  you  an  unbeatable  K.D.  deal  on  custom  made  ventilated 
aluminum  awnings.  A  skillfully  engineered  design  provides  for  ease  of  assembly 
and  simplicity  of  installation.  AND  THE  PRICE  IS  RIGHT  enabling  you  to  meet 
all  competition.  Take  on  the  Vee-Breeze  Awning  line  for  the  Spring  rush.  The 
profit  is  yours  for  the  asking. 

WRITE  TODAY  FOR  FULL  PARTICULARS! 


> 

f 


Date 


V 


UNIQUE  VENTILATION 


The  '^Ciulilhc*'  of  the  Business 


America's 
Finest  Fastest- 


ALLALUMINUM 
Combination 
STORM  and 
SCREEN  DOOR 


•  Fully  extruded. 

•  Single  lite  doors, 
two  lite  doors, 
self  -  storing 
doors. 

•  Aluminum  wire 
screen. 

•  Expander  on  sill 
— for  tolerances. 

•  Reenforced  cor¬ 
ners  for  life-time 
rigidity. 

•  Complete  with 
aluminum  en¬ 
semble  and 
stainless  steel 
hardware. 

ADVtRTISING 
MAT  t  RIAL 
AYAILABU: 
Cuts,  Mats, 
Litaratura! 


Cross  Section  View  of 
TRIPLt  TRACK  FEATURES 

1.  TOP  GLASS 

2.  SCREEN 

3.  BOTTOM  GLASS 

Complete  r' 
WEATHER-STRIRR/NG 


What*s  More 
The  ONLY 
WINDOW  LINE 
with  the 
FOLLOWING 
FAST-SELLING 
SUPERIOR 
FEATURES 


paramount 

ALL-ALUMINUM 

cniiiNT  Mr 


NCWLY  IMPROVED', 

paramount  I 

TRIPLE  TRACK\ 

I 

all-aluminum  combination  * 

STORM  &  SCREEN  I 

WINDOWS  I 

with  built  in  weatherstrip  I 

•  TRIPLE  TRACK  I 

Not  Channel  • 

•  EASY  INSTALLATION  | 

Service  Free  I 

•  TWIN  VENTILATION  | 

Sashes  Raise  or  I 

Lower  to  Any  Level  I 

•  CHANGEOVER  NEVER  NECESSARY!  | 

Make  Self-Storing  Obsolete  I 

•  POSITIVE  100%  WEATHER  STRIPPING  I 

•  HEAVY  EXTRUSIONS  i 

Truly  the  window  and 


EXCLUSIVE 

FULL 

LENGTH 

PIANO 

HINGE 

Feature 


Some  other  Outstanding  Selling  features 


1.  Full  Lcnith  PIANO  HINGE. 

Permits  sxsisr  tleanini  from  the 
sutsido. 

2.  EXTRA  HEAVY  EXTRUSIONS 

(it63  ST.  S  Alloy  Extruolono). 

3.  SPECIALLY  DESIGNED  SPONGE 
RUBBER 

To  offett  a  porfett  ooal  botwoan 
Caoemont  window  and  otorm  win¬ 
dow.  Eliminatoo  Window  Condon- 
oation. 

4.  FULLY  EXTRUDED  Weather 

Strippint  inotallod  on  each  Win¬ 


dow  Vent  openinf  for  peoitive 
oeal. 

5.  Specially  deiipnod  rubber  extrusion 

to  (oal  and  toture  ilati  in  plate, 
for  permanency.  And  permittint 
simple  replacements  of  broken 
flats  by  home  owners. 

6.  Detianed  fer  Sinfle,  Double  thick 

and  Demiplate  far  Picture  Win¬ 
dows. 

7.  Contrellod  ventilation. 

8.  Drnft  Free. 

9.  Reenforced  far  permanent  rigidity. 

10.  Priced  Rifht. 


door  line  that  is  3  ways  better! 

3.  KEEPS  PROFITS  INTACT  FOR  YOU  DUE  TO  NO  CALL-BACKS. 


Presents  the  a  a 

p 


prnlliirt  of 
Alnmittitm 
^kiUrraft 


”  wmow 

PICTURE 

formal 


The  K-D  PLAN  that  brings  you  . .  . 

Outstanding  GREATER  PROFITS 
•  Outstone/tng  LOWER  PRICES 
•  Oufstam/tno  HIGHER  DUALITY 
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Forecasters  Optimistic  About 
1954  Business  Prospects 


Predictions  on  future  business  conditions 
range  from  estimates  of  a  10%  dip  to 
5%  rise  above  level  of  1953 


"DUSINESS  forecasters  have 
come  out  with  a  wide  assort¬ 
ment  of  predictions  about  eco¬ 
nomic  conditions  for  1954.  The 
forecasts  range  from  a  low’  of  10 
per  cent  below’  the  1953  level  to  a 
high  of  5  per  cent  above  it. 

Forecasting  has  become  a  w’ell- 
organized  activity  with  many  of 
our  larger  corporations.  Their 
economists  study  individual  indus¬ 
trial  and  financial  trends  and  then 
estimate  the  effects  of  their  find¬ 
ings  in  each  sector  on  the  gross  na¬ 
tional  product,  disposable  personal 
income  and  personal  consumption 
expenditures. 

From  experience  the  companies 
know  how’  their  own  sales  are  likely 
to  be  affected  by  changes  in  the  na¬ 
tional  figures.  They  are  then  able 
to  make  plans  for  production,  per¬ 
sonnel,  inventories  and  financial 
needs. 


One  should  note  that  most  of 
these  projections  by  industrial 
economists  tend  to  be  ultracon¬ 
servative,  With  the  protection  of 
one  or  two  months  of  inventory 
and  a  willingness  to  raise  the  sights 
if  necessary,  they  are  far  safer 
in  predicting  a  dow’ntrend  than 
an  uptrend. 

Current  Debate 

More  and  more  the  current  de¬ 
bate  is  becoming  reminiscent  of 
the  thinking  at  the  end  of  1948. 
In  that  year,  it  will  be  recalled, 
business  men  vacillated  as  to  their 
prospects. 

They  felt  that  most  of  the  de¬ 
mand  dammed  up  by  wartime  re¬ 
strictions  had  been  satisfied,  that 
overcapacity  w’as  beginning  to  ap¬ 
pear,  that  a  business  “correction” 
was  overdue.  Finally  they  became 


convinced  that  a  recession  was  in¬ 
evitable.  They  cut  working  hours 
and  then  payrolls.  They  reduced 
their  inventories.  Demand  for  and 
prices  of  raw  materials  fell  to¬ 
gether. 

The  Federal  Reserve  Board  index 
of  industrial  production  dropped 
17  per  cent.  This  has  been  called 
the  “Inventory  Depression.” 

The  public,  however,  had  not 
been  let  in  on  the  secret.  While 
prices  fell,  the  purchasing  power 
of  the  pool  of  liquid  savings  be¬ 
came  greater.  The  people  did  not 
have  to  save  so  frantically  to  keep 
from  losing  ground.  They  con¬ 
tinued  to  spend  at  the  old  rate  in 
spite  of  a  noticeable  dip  in  per¬ 
sonal  income. 

Soon  producers  and  commercial 
houses  had  to  scramble  to  replace 
inventories  and  an  upturn  began. 
By  the  first  quarter  of  1950  even 
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employment,  which  had  lagged  far 
behind  other  factors,  had  returned 
to  its  pre-slump  rate. 

The  big  question  is  whether  this 
can  happen  again.  Some  feel  that 
it  can ;  that  as  long  as  personal  in¬ 
come  stays  high  and  the  public  is 
not  .scared  into  a  higher  rate  of 
.saving,  the  long-predicted  reces- 
.sion  will  be  deferred. 

What  are  the  figures  here?  In 
the  third  quarter  of  1952  total  per¬ 
sonal  income  was  at  an  annual  rate 
of  $271,400,000,000.  The  figure 
has  ri.sen  steadily  in  each  quarter 
since  then  and  in  the  correspond¬ 
ing  1953  quarter  was  at  a  rate  of 
$286,800,000,000. 

Personal  consumption  expendi¬ 
tures  have  also  risen  in  each  quar¬ 
ter  over  the  same  period  and  have 
advanced  from  an  annual  rate  of 
$217,200,000,000  to  $231,000,000,- 


000.  Savings,  after  dropping  in 
three  quarters,  bulged  again  in  the 
third  1953  quarter  but  amounted 
to  only  6.56  per  cent  of  personal 
income,  against  7.16  per  cent  in  the 
same  1952  quarter. 

Rising  personal  income  has  been 
supported  by  high  employment. 
Since  August  more  than  98  per  cent 
of  the  civilian  labor  force  has  been 
employed.  The  October  figure  was 
98.14  per  cent,  the  best  in  peace¬ 
time  hi.story. 

Hours  Cut 

Obviously  employers  are  laying 
off  workers  only  as  a  last  resort. 
In.stead,  they  have  been  cutting 
hours.  These  have  been  tending 
downward  most  of  the  year.  They 
hit  bottom  at  an  average  of  39.6 
hours  a  week  in  manufacturing  in¬ 
dustry  in  September  but  rebounded 
to  40.3  in  October. 


Average  weekly  wages  include 
overtime.  In  September  they  fell 
in  manufacturing  industry  to 
$70.49,  the  lowest  figure  since  No¬ 
vember  of  last  year,  but  they  re¬ 
covered  in  October  to  $71.73,  the 
highest  since  March  of  this  year. 

The  gloomy  element  in  the  fore¬ 
casts  seems  to  come  primarily 
from  fears  for  developments  in 
“real  inve.stments,”  in  inventories, 
in  Government  spending  and  in 
the  market  for  consumer  durable 
goods,  notably  automobiles. 

Ever  since  the  fall  of  1951,  pre¬ 
dictions  of  a  recession  have  been 
based  on  these  same  factors.  Pe¬ 
riod  by  period,  actual  results  have 
contradicted  the  prophets.  How¬ 
ever,  statistics  are  so  slow — for 
example,  data  on  investments  and 
inventories  are  not  yet  available 
for  October — that  the  prophets  are 
able  to  shrug  them  off  and  insist 
that  unreported  developments  are 
truly  baleful. 

Economists  w’ith  few’  exceptions 
agree  on  the  importance  to  the 
economy  of  new’  “real  investments” 
investments  in  goods  intended  to 
produce  more  goods.  Such  invest¬ 
ments  tend  to  create  future  in¬ 
come.  When  the  rate  or  real  in¬ 
vestment  falls  relative  to  gross  na¬ 
tional  product,  the  forecasters  ex¬ 
pect  a  decline  in  business  at  some 
future  time. 

New  Plants 

In  April  the  Department  of 
Commerce  estimated  new  plant 
construction  and  equipment  pur¬ 
chases  for  the  economy  as  a  whole 
at  an  annual  rate  of  $27,800,000,- 
000  for  the  first  half  year  and  at 
$27,000,000,000  for  the  full  year. 

The  first  half  year  without  sea¬ 
sonal  adjustment,  came  out  at  an 
annual  rate  of  $26,744,000,000. 
Then  the  third  quarter  came  in  at 
$7,408,000,000,  or  an  annual  rate 
of  $29,632,000,000,  by  far  the  high¬ 
est  in  the  history  of  this  .statistical 
series. 

Despite  the  prognostications, 
real  investments  have  not  yet 
.started  to  turn  downward. 


Unosnal  Terrace  Awning  Featnres 
Two  Onlrigger  Arm  Cnrtains 


The  interesting  looking  patio  cover  shown  above  was  sold  by  Leonard  Baker,  salesman 
of  Alumoroll  Products  Company  of  Rutherford  to  Mr.  and  Mrs.  Joseph  Darvin,  Clark's 
Town  Road,  New  City,  New  York.,  owners  of  the  house  above. 

They  wanted  their  beautiful  $10,000  terrace  covered  and  found  that  this  very  versatile 
type  of  awning  ideally  suited  their  unusual  requirements.  Designed  by  Mr.  Prank  Frangia- 
pani.  Manager  of  the  Company,  the  awning  has  two  outrigged  am  curtains  measuring 
seventeen  fMt  each  with  a  six  foot  extension  and  a  drop  of  three  feet — making  the 
overall  covercge  221  square  feet.  The  thirteen  foot  columns  are  of  V/%‘'  steel  O.D.  and 
are  concrete  filled.  The  hood  measures  17' 6"  and  is  all  aluminum  with  steel  angle 
folded  into  the  sides  of  the  hood  to  eliminate  sagging. 
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"Uy  Name's  Smith" 


Mm- :'-W6m  To  Get  An  htmiii 


By  L.  P.  KNIGHT 
Director  of  Soles 

Cleorview  Louvre  Window  Corp. 


(Fourth  in  a  series  of  articles  on 
good  salesmanship.) 

/^NE  of  the  most  important  steps 

in  the  sales  process  is  the  ap¬ 
proach.  The  moment  a  salesman 
comes  into  personal  contact  with 
a  prospect,  the  sales  approach 
begins.  During  the  approach  the 
prospect  will  form  his  all-impor¬ 
tant  first  impressions  of  the  sales¬ 
man.  Either  consciously  or  uncon¬ 
sciously  the  prospect  will  ob.serve 
the  salesman's: 

1.  Dress 

2.  Grooming 

8.  Posture 

4.  Facial  Expression 

5.  Speech 

The  importance  of  neat  clothes 
and  good  grooming  was  discussed 
in  an  earlier  article.  The  posture, 
speech  and  facial  expressions  of  a 
salesman  complete  the  prospect’s 
first  mental  picture  of  the  sales¬ 
man. 

Many  salesmen  do  not  realize 
that  sloppy  posture  and  actions  can 
make  a  profound  adverse  impres¬ 
sion  on  people.  Sloppy  posture  and 
a  sloppy  dress  go  hand  in  hand. 
As  you  walk  up  to  your  prospect, 
don’t  slouch  along  at  a  slow  pace. 
Hold  yourself  erect  and  stride.  The 
same  applies  as  you  walk  up  to  a 
prospect’s  door,  because  the  pros¬ 
pect  may  be  watching  you  from  a 
window.  Your  walk  and  your 
stance  should  denote  self  assurance 
and  an  alert  attitude. 


Customers'  eyes  ore  constantly  on  the  sales¬ 
man;  dress,  grooming,  posture  and  facial 
expression  are  important. 


I  have  seen  salesmen  lean  against 
a  wall  or  porch  column  while  wait¬ 
ing  for  the  prospect  to  answer  the 
door  bell.  Imagine  the  first  impres¬ 
sion  of  a  prospect  who  opens  his 
door  and  finds  a  salesman  slumped 
against  the  side  of  his  home.  Al¬ 
ways  stand  or  sit  erect  when  you 
talk  to  a  prospect !  It  is  practically 
impossible  to  command  attention 
unless  you  maintain  an  energetic 
attitude. 

There  is  only  one  correct  facial 
expression  for  a  salesman  to  use 


during  his  approach  —  a  smiling 
expression.  Someone  has  said  that 
a  smile  is  the  common  denominator 
of  friendship.  It  is  practically 
impossible  to  make  a  sale  on  any 
but  a  friendly  basis,  so  smile  to 
show  your  prospect  you  are  friend¬ 
ly.  Smiling  doesn’t  come  easily  for 
all  salesmen  .  .  .  some  have  to 
practice ! 

To  smile,  you  must  use  your  eyes 
as  well  as  your  lips.  Smiling  with 
the  lips  alone  is  nothing  more  than 
a  smirk  and  will  not  fool  anyone. 
The  best  way  in  the  world  to  get 
in  the  habit  of  smiling  is  to  prac¬ 
tice.  Don’t  repress  your  .smiles! 
Smile  at  every  opportunity.  Prac¬ 
tice  .smiling,  and  before  long,  gen¬ 
uine  smiles  will  come  naturally. 

Greet  your  prospects  with  a 
smile.  In  most  instances  your 
smile  will  be  returned,  and  your 
approach  will  be  on  a  basis  of 
friendship. 

Voice  Quality 

How  a  sale.sman  says  .something 
is  as  important  as  what  he  .says. 
By  this  I  do  not  mean  that  a  .sales¬ 
man  must  u.se  perfect  grammar. 
In  fact,  many  excellent  salesmen 
speak  broken  English  or  have  a 
heavy  accent.  In  some  ca.ses,  this 
helps  them  to  gain  and  hold  their 
prospect’s  attention.  Voice  quality 
is  the  important  thing. 

The  quality  of  your  voice  de¬ 
pends  on  several  things  —  tone, 
pitch,  inflection,  rate,  enthusiasm. 
Your  voice  has  a  natural  pitch,  and 
you  should  not  try  to  change  it. 
Watch  the  tone  and  inflection  of 
your  voice,  however,  as  this  can 
change  the  entire  meaning  of  v^hat 
{Continued  on  Page  66) 
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Wei  I -designed  gates 
make  any  entrance 
area  stand  aut  as  evi¬ 
dence  af  gaod  living 
and  insistence  on  the 
best. 


By  Abe  Scnier,  President 
Tennessee  Fabricating  Co. 


(This  is  the  last  in  a  series  of  ar¬ 
ticles  by  Mr.  Sauer  on  the  appli¬ 
cation  of  ornamental  iron  in 
today's  specialty  industry.) 

Are  you  selling  ornamental  iron 
or  are  your  customers  buifing 
it  from  you  ? 

That  question  may  appear  a  bit 
ambiguous,  but  I  do  not  hesitate  to 
say  that  once  you  begin  selling  or¬ 
namental  iron  instead  of  just  let¬ 
ting  your  customers  buy  it,  you  will 
multiply  your  annual  iron  volume. 

Mix  a  little  imagination  with 
some  positive  selling  and  a  well- 
kept  customer  call-back  file  and 
there  is  no  reason  why  you 
shouldn’t  do  a  real  ornamental  iron 
business  and  enjoy  the  profits  that 
go  with  it. 

An  Ohio  dealer  who  is  aware  he 
can  make  excellent  profits  with  his 
ornamental  iron  line  stands  out  as 
one  of  a  host  of  examples  of  good 
ornamental  iron  selling.  When  I 
last  saw  him  he  had  his  third  orna¬ 
mental  iron  order  from  the  same 
customer  in  less  than  two  years’ 
time. 

His  first  sale  to  this  customer 
was  replacement  of  some  rotted 
porch  posts  with  ornamental  iron 
columns  and  brackets.  When  he 
completed  the  job  and  was  standing 
in  the  front  yard  with  the  home 
owner,  the  latter  remarked  that  the 
following  spring  he  planned  on 
adding  a  patio  at  the  rear  of  the 
house. 

The  dealer  made  a  written  note 
of  it  for  his  call-back  file  and  early 
the  next  spring  was  back  at  his  cus- 


Homet  can  be  given  a 
distinctive  exterier 
appearance  by  indi¬ 
vidual  window  bolco- 
nies. 


World's  most  talked 
of  ornamental  iron  in¬ 
stallation  graces  the 
Pontalba  building  in 
New  Orleans.  More 
than  100  years  old, 
it  is  America's  first 
apartment  building. 
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Money  By 

New  Uses  for  Ornamental  Iron 


in  wall  width.  The  open  grille  worke  wf^ite^omes  are  the  greatest 
affords  full  ventilation  of  the  rooms  ^  users  of  ornamental  iron  from  a 
and  it  costs  much  less  than  a  regu-  volume  standpoint,  don’t  overlook 
lar  wall  six  to  eight  inches  in  commercial  work 
width.  The  last  half-d 

In  addition  to  providing  irifir^fT|l  rnmmrrrinl  | 

'st  peak  in  5 
Churches, 


An  ordinary  sign  gains  beauty  and  atten¬ 
tion  by  a  frame  of  ornamental  iron. 

tomer’s  house  to  talk  about  a  patio 
which  included  ornamental  iron 
columns  supporting  an  overhang¬ 
ing  roof.  He  made  sale  No.  2. 

When  I  visited  him  late  last  sum¬ 
mer  he  pulled  the  third  order  from 
this  customer  from  his  pocket.  His 
customer,  he  had  learned,  was  re¬ 
modeling  the  dining  and  living 
room  areas. 

The  dealer  called  and  showed  the 
customer  that  if  12-inch  shelves 
and  an  arch  between  the  two  rooms 
were  removed  and  replaced  by  or¬ 
namental  iron,  additional  space 
would  be  gained  for  each  room.  At 
the  same  time  the  ornamental  iron 
would  form  a  distinct  divider  be¬ 
tween  living  and  dining  areas. 

These  three  sales  to  one  cus¬ 
tomer  constituted  receipts  in  excess 
of  $2,600.00  in  less  than  two  years. 

Ornamental  iron  has  many  ad¬ 
vantages  when  used  for  interiors. 
When  used  as  a  room  divider,  it 
saves  a  minimum  of  eight  inches 


portunities  for  color  decoratio'ff* 
such  an  ornamental  iron  room  di¬ 
vider  can  be  fabricated  in  a  variety 
of  shapes  and  arches  that  could  not 
be  accomplished  with  other  ma¬ 
terials  at  anything  near  the  same 
price. 

Interior  Use 

Railings,  bannisters,  framing  of 
nooks  and  alcoves,  and  framing  of 
room  entrances  are  all  good  orna¬ 
mental  iron  ideas  for  interior  use. 

There  are  many,  many  ways  in 
which  ornamental  iron  can  be  used 
on  exteriors  in  addition  to  the  ob¬ 
vious  railings,  columns  and  brack¬ 
ets.  Fencing,  gates,  car  ports, 
patios,  and  individual  window'  bal¬ 
conies  are  all  excellent  uses  for  or¬ 
namental  iron. 


tory. 


years  have 
i^ing  at  its 
nation’s  his- 
pitals,  motels. 


Heavy  bookcases  and 
an  arch  were  replaced 
by  this  ornamental 
iron  divider.  Addi¬ 
tional  space  was 
gained  in  each  room 
by  use  of  this  attrac¬ 
tively  design  iron¬ 
work. 


% 


nd  buildings  of  every  type  have 
^sed  orii^m^l^l  iron  on  exteriors 
nd  interi^ll^V 

Here  are  just  a  few  of  thousands 
of  examples: 

Of  six  new  motels  built  in  my 
home  town  of  Memphis  in  the  past 
15  months,  all  six  have  made  ex¬ 
tensive  use  of  ornamental  iron. 

Almost  every  church  that  has 
been  built  in  Memphis  since  1947 
has  used  ornamental  iron  work. 

Of  37  Mid-South  hotels  remodel¬ 
ing  their  lobbies  and  other  public 
areas,  34  used  ornamental  iron¬ 
work  of  some  type. 

Advertising  signs  are  using  or¬ 
namental  iron  in  more  and  more 
(Continued  on  Page  74) 

Photos  courtesy  Tennessee  Fabricating  Co. 
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Where,  When  and  How 

Dealer  Advertising  Pays  Best 


By  CHARLES  J.  CAUDLE 
Charles  I.  Caudle  Associates 
New  York 


(This  is  the  second  in  a  series  of  articles 
on  the  problems  of  advertising  confront¬ 
ing  the  Home  Improvement  Dealer  and 
Manufacturer.  They  are  being  written 
by  Mr.  Charles  J.  Caudle,  head  of 
Charles  I.  Caudle  Associates,  a  New 
York  public  relations  and  advertising 
firm.) 

IN  the  opening  article  of  this 
series  we  gave  you  an  outline 
of  the  functions  and  purposes  of 
advertising  —  what  it  can  do.  In 
this  article  we  will  set  forth  in 
catalogue  form  the  basic  advertis¬ 
ing  tools  used  to  perform  the  jobs 
required  of  advertising.  Subse¬ 
quent  articles  in  the  series  will 
elaborate  in  greater  detail  the  uses 
and  relative  advantages  of  each 
tool. 

We  have  limited  the  list  to  tools 
that  can  be  u.sed  most  effectively 


at  the  local  level.  Media  such  as 
magazines  and  “network  radio  and 
television”  have  been  eliminated  as 
being  inappropriate  for  use  by  the 
Home  Improvement  Dealer.  We 
will,  however,  devote  at  least  1 
future  article  to  advertising  tools 
that  can  be  used  to  good  advantage 
by  manufacturers. 

Let’s  now  take  a  look  at  our  list 
of  advertising  tools: 
NEWSPAPERS : 

This  is  the  advertising  medium 
Home  Improvement  Dealers  prob¬ 
ably  turn  to  first  and  most  fre¬ 
quently.  Its  basic  advantages  are 
as  follows: 

Local  Advertising 

Home  Improvement  Dealers  sell 
locally  and  it  therefore  pays  them 
to  advertise  in  the  medium  most 
commonly  accepted  as  the  trans¬ 
mitter  of  local  news  and  informa¬ 
tion.  People  turn  to  their  news¬ 
paper  for  news,  service  informa¬ 
tion,  and  to  plan  their  shopping  in 
the  comfort  of  their  home.  The 
Home  Improvement  Dealer  that 
slants  his  sales  message  within  the 
framework  of  these  consumer  atti¬ 
tudes  benefits  by  talking  to  a  re¬ 
ceptive  audience.  In  short,  make 
your  ads  either  Newsy  (viz.,  an¬ 
nouncement  of  a  .sale).  Informative 
(viz,,  “how  to  cut  fuel  bills”),  or 
Helpful  (viz.,  what  to  look  for 
when  buying  any  given  product. 

Newspapers  are  the  fir.st  to  real¬ 
ize  their  local  role  by  giving  local 

< - ► 

"It  poys  to  advertise,"  but  be  sure  you  ad¬ 
vertise  where,  when  and  how  it  pays  best. 


merchants  a  reduced  advertising 
rate. 

Newspapers,  being  a  printed 
medium,  are  most  adaptable  for 
a  more  complete  explanation  of  a 
product  that  may  be  of  a  technical 
nature.  The  con.struction  of  an 
aluminum  window  frame,  for 
example,  is  easier  shown  than 
spoken. 

Newspaper  ads  should  be  rich 
in  pictures  and  diagrams.  More 
explanation  points  and  less  excla¬ 
mation  points  bring  more  sales  per 
advertising  $. 

In  newspapers  and  in  your  local 
telephone  directory  is  probably  the 
least  expensive  and  most  produc¬ 
tive  promotion  you  can  do.  But 
don’t  rely  on  directories  to  do  your 
entire  job  and  don’t  expect  direc¬ 
tories  to  produce  overnight.  Write 
a  short,  brief  message,  or  group 
of  messages,  and  run  it,  or  them, 
for  at  least  3  months  in  the  classi- 
(Contivned  on  Page  76) 
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Morse  hod  some  foncy  figuring  on  this  job,  with  three  different  John  Morse  (left)  and  office  manager  Som  Frame  in  the 

slants  for  his  awnings.  Notice  artificial  stone  siding,  and  latter's  office.  Notice  wall-passage  for  quick  communication 

aluminum  combination  door.  to  Morse's  room. 


Pennsylvania  Dealer  Gets  His  Leads 
From  Plain,  Old-Fashioned  ''Door  Knocldng^^ 


By  O.  J.  MARK 
Special  Correspondent 
Building  Specialties 


Not  only  does  this  dealer  not 
have  an  impressive  store  front. 
He  has  no  front  at  all.  You  have 
to  climb  up  a  flight  of  wooden  slat 
stairs  to  his  loft  above  a  motor 
transport  company  garage.  And 
even  in  the  comparatively  compact 
town  of  Easton,  Pa.,  most  of  the 
old  residents  are  stumped  when 
you  ask  for  directions  to  Apple  and 
Pine  Streets,  where  the  Morse 
Service  Company  is  located. 

John  Earl  Morse,  the  32-year- 
old  Dartmouth  graduate  who  with 
his  elder  brother  Robert  founded 
the  company  five  years  ago,  has 
no  ambitions  to  see  his  firm  in 
neon  lights  on  Main  Street.  This 
is  the  third  garage-office  he  has 
occupied,  and  now  that  Robert 
Morse  has  gone  ahead  to  get 

&  Home  Improvement  Dealer 


elected  mayor  of  Easton,  John 
feels  he  can  carry  on  well  enough 
where  he  is.  He  gets  enough  leads 
out  of  local  newspaper  ads,  cus¬ 
tomer  recommendation,  and  plain 
old-fashioned  door-knocking  to 
keep  his  two  installation  men  busy 
full  time,  not  to  speak  of  the  sub¬ 
contract  installations  in  the  neigh¬ 
boring  counties. 


InstollaHon  of  p'asfic  awnings,  against 
brick. 


Having  done  well  with  Cham¬ 
berlin  combination  windows  and 
Apollo  aluminum  awnings,  Morse 
is  now  giving  a  big  play  to  the 
Ray-o-lite  fiber  glass  reinforced 
plastic  awnings.  He  sees  a  promis¬ 
ing  field  opening  up  even  in  con¬ 
servative  Pennsylvania  Dutch  ter¬ 
ritory,  where  people  are  beginning 
to  accept  color  in  their  home  im¬ 
provements.  Also,  the  first-cost, 
final-cost,  no-upkeep  argument  ap¬ 
peals  to  the  frugal  customers. 
Morse  has  the  franchise  in  four 
counties  of  ea.stern  Penn.sylvania 
and  two  of  western  New  Jersey, 
and  is  getting  ready  to  set  up  sub¬ 
dealer  arrangements  to  take  care 
of  the  growing  demand. 

He  finds  it  uneconomical  to  oper¬ 
ate  in  larger  than  a  50-mile  radius 
in  a  low-populated  area,  and  his 
operation  is  pretty  well  blocked  on 
the  west  by  the  Allentown-Bethle- 
hem  buying  region,  less  than  20 
(Continued  on  Page  82) 
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t  Above:  John  Zoppone,  left,  shown  congratulating  his  brother, 
A.  J.  Zappone,  right,  pres,  of  Keystone  Alloys  Co.,  Derry,  Pa., 
who  was  elected  President  of  NCSWDI. 


i  Below:  Robert  Agulnick,  (standing)  Alumatic  Corp.  of  Amer* 
ica,  Milwaukee,  Wis.,  elected  First  Vice-Pres.,  of  the  Associa¬ 
tion;  in  foreground,  two  representatives  of  ALCOA. 


4-  Left:  Nelson  A. 
Blair,  Notional 
Sales  Mgr.,  Storm 
Window  Dept., 
Eagle-Picher  Soles 
Co.,  Cincinnati, 
who  was  elected  to 
the  Board  of  Di¬ 
rectors  for  a  3- 
year  term. 


t  Above:  Allan  M.  Douglass  of  Ingersoll 
Products  Div.,  Borg-Worner  Corp.,  and 
Chairman  of  the  Board  of  NCSWDI,  ad¬ 
dressing  members  of  the  association. 


T  Above:  R.  S.  Saalfield,  left,  president.  Storm  Windows  of 
Aluminum,  Apco,  O.,  who  was  elected  director  of  NCSWDI 
for  1954.  Right,  Stanley  Kermish,  vice-president.  Building 
Specialties  &  Home  Improvement  Dealer. 


i  Below:  Left  to  right,  George  H.  Day,  II,  vice-pres.  Lumite 
Div.,  Chicopee  Mills,  N.  Y.;  Jack  Hutch,  pres..  Hutch  Mfg. 
Co.  Struthers,  O.;  Keen  Johnson,  former  Governor  of  Kentucky 
and  vice-pres.  of  Public  Relations  for  Reynolds  Metals  Co. 
who  was  one  of  the  speakers  at  the  meeting;  William  Volk, 
of  Lumite  Div.  Chicopee  Mills. 


Members  and  Visitors  Who 
Aiunal  NCSWDI  Meeting 


Attended  the  Recent 
in  Detroit 


t  Above:  leff  to  right,  George  Johnson,  Fred  Lansing,  and 
Kenneth  Schlegel,  of  the  Schlegel  Co.,  Rochester,  N.  Y.,  manu¬ 
facturers  of  wool  pile  for  windows. 


t  Above:  M.  R. 
McLary,  left,  dir. 
of  Engineering  and 
Research,  Inger- 
soll  Products  Div., 
Borg  -  Worner 
Corp.,  and  Wm.  R. 
Dewar,  right,  com¬ 
modity  mgr..  Ex¬ 
trusion  Div.,  Har¬ 
vey  Machine  Co., 
Cal. 


t  Above:  David  Scope,  president,  left,  and  Robert  Snow, 
sales  manager,  of  the  Kane  Mfg.  Corp.  of  Kane,  Pa., 
manufacturers  of  aluminum  combinotion  windows. 


t  Above:  A.  C. 
Howord,  Jr.,  Gen¬ 
eral  Works  Man¬ 
ager,  of  the  Eagle- 
Pic  her  Combina¬ 
tion  Window  Plants 
in  Dover,  N.  J. 


*-  Left:  Frank  (.Hor- 
ell,  president  of 
Season-all  Corp., 
Pittsburgh,  Pa. 


t  Above:  C.  M.  Flynn,  Jr.,  left,  of  C.  M.  Flynn  Mfg.  Co.,  De¬ 
troit,  Mich.,  and  Robert  D.  Buffington,  right,  general  sales 
manager.  Keystone  Alloys  Co.,  Pittsburgh,  Pa. 
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Fe<xther*Lite  Announces 
Removal  To  New  Offices 

Mr.  S.  A.  Miller,  Sales  Manager 
of  Feather-Lite  Manufacturing 
Co.,  announces  that  they  are  now 
in  their  new  executive  offices. 

New  facilities  were  built  to 
accommodate  the  present  increased 
business  and  for  future  expansion 
plans. 

Warehouse  and  service  depart¬ 
ment  are  attached  and  incorpo¬ 
rated  with  the  executive  and 
administrative  offices  located  at 
15889  Schaefer  in  Detroit.  The 
loading  dock  adjoins  the  offices  to 
service  the  fleet  of  Feather-Lite 
trucks  and  dealer  vehicles. 

A  modern  decoration  scheme  has 
been  carried  throughout  the  gen¬ 
eral  offices  and  administration 
suites.  Modern  office  furniture, 
carpeting  and  drapery  together 
with  the  lavish  use  of  wood  panel¬ 
ing  blend  for  a  harmonious  atmos¬ 
phere  of  warmth  and  friendliness. 
Air-conditioning,  excellent  light¬ 
ing,  comfortable  furniture,  modern 
office  equipment  and  pleasant  sur¬ 
roundings  lend  themselves  to  effi¬ 
cient  and  pleasant  working  condi¬ 
tions. 

Feather-Lite  is  now  manufactur¬ 
ing  a  complete  line  of  aluminum 
and  wood  combination  windows 
and  doors  for  all  types ;  basements, 
casements,  double  hung,  etc. 

Complete  manufacturing  is  done 
at  the  Feather-Lite  plants  shown 
in  photo.  The  newest  types  of 
machinery  have  been  installed  in 
the  Feather-Lite  plants  a  nd  super¬ 
vision  is  under  the  able  guidance 
of  Mr.  G.  “Art”  Burdick.  The 


Director  of  Purchases  office  is  cap¬ 
ably  handled  by  Mr.  F.  Rueben. 
Sales  Direction  is  under  the  effi¬ 
cient  direction  of  Mr.  S.  A.  Miller. 
The  Administration  is  under  the 
joint  direction  of  Mr.  A.  C.  Fried 


S.  A.  Miller 


and  Mr.  S.  A.  King,  co-owners  of 
Feather-Lite  Mfg.  Co.  and  pioneers 
in  the  storm  sash  field. 

«  iC  « 

Saufmann  Co.  Celebrates 
16th  Anniversary 

On  December  8,  9,  and  10,  the 
Kaufmann  Corporation  of  17210 
Gable  Street,  Detroit,  held  an  Open 
House  to  celebrate  their  16th  An¬ 
niversary.  Among  the  guests  were 
Kaufmann  dealers,  their  salesmen 
and  friends,  local  and  national  sup¬ 
pliers,  and  the  press. 

During  each  of  the  three  days, 
there  were  conducted  tours  through 
the  plant,  followed  by  entertain¬ 
ment  and  refreshments  in  the  new 
Kaufmann  display  room  adjacent 
to  the  plant. 

In  addition  to  a  display  of  all 
models  of  Kaufmann  aluminum 
doors,  windows,  porch  enclosures, 
jalousies  and  screens,  the  newest 
of  the  line,  the  Viewmaster,  Jr., 
aluminum  combination  storm  win¬ 
dow,  was  unveiled  for  the  inspec¬ 
tion  of  the  guests. 

{Continued  on  Page  44) 


Feather-Lite  Manufacturing  Co.'s  new  executive  offices,  158Q9  Schaefer,  Detroit. 
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^meniccCi.  0ut4taHditti^^€Uu€  itt 
S^t^Mded  ^tumUuUK  7(^iHdMf4> 

At  THE  LOWEST  PRICE! 


ir  Made  of  63S-062-T5 — the  best 
heat  treated  aluminum  extruded. 

if  Beautiful  beyond  compare. 

'A'  Priced  below  any  storm  window  of 
comparable  quality. 

if  Surpasses  all  others  in  selling  ap¬ 
peal  and  performance. 

if  Beveled  design — one  over  one — 
self  storing. 

if  A  DEALER’S  DREAM-''lt  sells 
on  sight.” 

A  De  luxe  Storm  Window 
at  an  Economy  Price! 


$5.95 


Operations  Available 

This  includes  semi-finished  materials  cut  to 
size.  Minimum  capital  required  plus  two  small 
machines. 


Write,  wire,  phone,  or  call  for  the  fastest-selling 
window  in  the  U.  S.  A. 


MAHONING  ALUMINUM,  INC. 

1027  MARKEt“sTREET  .  YOUNGSTOWN,  OHIO 

'  PHONE  Riverside  6-7598 


<S  Home  Improvement  Dealer 


43 


B.  S.  Reportei... 


(Continued  from  Page  42) 


Jamaica  Appoints 
Michigan  Distributor 

Mr.  J.  Eugene  Pieper,  General 
Manager  of  the  Jamaica  Sash  & 
Door  Company,  1655  Jericho  Turn¬ 
pike,  New  Hyde  Park,  Long  Is¬ 
land,  N.  Y.,  announces  the  appoint¬ 
ment  of  the  Win-Sum  Window 
Corporation,  13006  Greeley  Ave., 
Detroit,  as  the  exclusive  distribu¬ 
tor  for  Excelum  Aluminum  Prod¬ 
ucts  in  Michigan. 


Letter  Price 


Mr.  Lester  Price,  and  Mr.  Bob 
Wertman,  partners  of  Win-Sum, 
have  already  sold,  in  a  few  weeks, 
some  200  windows,  and  about  75 
doors.  Mr.  Pieper  is  confident  of 
having  picked  a  good  representa¬ 
tive. 

*  *  * 


E.  R.  Meyer,  previously  chief  ac¬ 
countant,  now’  becomes  Marbon’s 
treasurer  and  assistant  secretary. 
D.  Morris  Pratt  has  been  re-elected 
vice  president  and  sales  manager. 

*  *  * 


Security  Hardware  &  Storm 
Lock  Moves  To  New  Plant 

In  an  expansion  move.  Security 
Hardware  and  Storm  Lock  Mfg. 
Co.,  has  just  moved  into  their  new 
and  modern  factory  at  858  East 
29th  Street,  Brooklyn,  N.  Y. 

The  new  plant  embraces  more 
than  12,000  square  feet  of  space 
and  enables  the  company  to  per¬ 
form  all  of  its  operations  on  one 
floor.  New  and  modern  power 
equipment  has  been  installed  which 
is  destined  to  speed  up  manufac¬ 
ture  and  deliveries.  The  expanded 
facilities  enables  the  company  to 
concentrate  on  new  products  and 
product  development. 


Rob't  Shattuck  Appointed 
By  Borg-Wamer 

Promotion  of  Robert  Shattuck  to 
the  presidency  of  Marbon  Corp., 
Gary,  Ind.,  subsidiary  of  Borg- 
Warner,  w'as  announced  today  by 
Roy  C.  Ingersoll,  president  of  the 
parent  corporation.  Shattuck  pre¬ 
viously  was  vice  president  and  gen¬ 
eral  manager  of  Marbon.  As  pres¬ 
ident  he  succeeds  George  P.  F. 
Smith,  whose  retirement  from  this 
post  w’ill  permit  him  to  devote  full 
time  to  his  duties  as  president  of 
the  Norge  Division  of  Borg-War- 
ner. 

H.  Hunter  Gehlbach,  assistant 
secretary  and  assistant  general 
counsel  of  Borg-W'arner,  has  been 
elected  secretary  of  Marbon  Corp. 


Philip  Friedman,  President  and 
in  charge  of  production,  says  that 
they  are  now  in  full  production  of 
their  Security  Storm  Lock  for 
Jalousie  doors  and  that  production 
of  the  Knob-Lock  and  other  popu¬ 
lar  locking  devices  are  continuing 
at  an  accelerated  pace. 

According  to  Jack  Greene,  Sales 
Manager  and  Secretary,  sales  and 
di.stribution  will  continue  through 
major  door  manufacturers  as  well 
as  hardware  jobbers.  George 
Friedman,  Vice-President,  contin¬ 
ues  in  his  job  of  Purchasing. 

*  *  « 


Jamaica  Appoints 
N.  Carolina  Distributor 

The  Met-L-Vent  Awning  Co., 
208  South  McDowell  St.,  Charlotte. 
North  Carolina,  is  the  new  dis¬ 
tributor  in  that  state  for  Jamaica 
Sash  &  Door  Company  of  1655 
Jericho  Turnpike,  New  Hyde  Park, 
Long  Island,  N.  Y. 

Mr.  Fisher  W.  Allen  and  Mr. 
Leland  I.  Clarke  are  principals  of 
the  company,  which  has  dealer  fol¬ 
lowings  through  allied  lines. 


security 
handle  hardware 

MFC.  CO.  MFC  CO.  i»c 


Above,  first  photo:  Security  Hardware  and  Storm  Lock  Mfg.  Co.'s  new  factory;  858  East 
29th  St.,  Brooklyn,  N.  Y.  Second  photo  shows  the  company's  personnel;  seated  at  desk 
with  a  copy  of  Building  Specialties  is  Jack  Green,  sales  mgr.  of  Security  Hardware. 
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Alumatic  To  Unveil  New 
Products  at  Showings  in 
Febw  March 

Alumatic  Corporation  of  Ameri¬ 
ca,  Milwaukee,  will  unveil  several 
outstanding  new  products  this 
Spring  at  two  giant  “kick-off” 
meetings  in  February  and  March. 
All  dealers  in  combination  win¬ 
dows  and  allied  fields  east  of  the 
Allegheny  mountains  will  convene 
in  New’  York  at  the  Park  Sheraton 
Hotel  on  February  16th;  those  lo¬ 
cated  in  the  Middle  and  Far  West 
will  gather  at  Chicago’s  Sheraton 
Hotel  on  March  9th.  In  addition, 
Mr.  Joseph  Zitomer,  Alumatic 
President,  announced  that  present 
Alumatic  dealers  and  distributors 
will  gather  for  a  premiere  in  New 
York  on  February  15  and  Chicago 
on  March  8. 


Joseph  Zitomer 


With  the  promise,  “You’ll  Do 
More  In  ’54  With  Alumatic,”  as  its 
theme,  the  Milwaukee  firm  will  in¬ 
troduce  several  outstanding  new 
products  at  these  premieres  includ¬ 
ing  a  completely  redesigned 
ROYAL  aluminum  door,  and  a  new 
3  -  Channel  combination  storm  - 
screen  window  to  sell  at  competi- 
tively-low  prices.  This  will  be  a 
companion  item  to  Alumatic’s  suc¬ 
cessful  3-Track  De  Luxe  Window. 
Alumatic’s  new  “Pathw’ay  To  Prof¬ 
its”  plan  will  also  be  introduced  to 
the  attending  dealers,  showing 
them  how  to  “make  more  in  ’54” 
wdth  the  new’  Alumatic  plan  for 
more  dealer  profits.  In  addition, 
nationally  famous  guest  speakers 
will  talk  on  sales  and  technical  sub¬ 
jects  vital  to  everyone  in  the  indus¬ 
try. 

Mr.  Robert  Agulnick,  Vice-presi¬ 
dent,  announced  that  Alumatic’s 


Sheraton  Hotel,  Chicago 


completely  re-designed  ROYAL 
door  will  be  one  inch  thick  to  pro¬ 
vide  added  strength,  and  will  fea¬ 
ture  an  attractive  knob-type  latch. 
Many  other  new’  features  have 
been  added  including  an  ingenious 
“hidden”  hinge  assembly.  Asked 
why  the  ROYAL  dor  was  being 
altered  after  such  a  phenomenally 
successful  first  year  on  the  market, 
{Continued  on  Page  62) 

♦  *  • 

Pittsburgh  Coming 
Opens  Toronto  Ohice 

On  December  1st,  the  Pittsburgh 
Corning  Corporation  will  open  a 
branch  sales  office  at  57  Bloor 
Street,  West;  Toronto,  Ontario, 
Canada.  Mr.  E.  H.  Martin,  Jr., 
formerly  manager  of  FOAMGLAS 
low  temperature  insulation  sales, 
has  been  appointed  di.strict  man¬ 
ager  for  Pittsburgh  Coming’s 
Canadian  sales  operations. 


N.  Y.  Metal  Moulding  To 
Distribute  A-1  Wall  Tile 

The  New’  York  Metal  Moulding 
Company,  according  to  Benjamin 
Epstein,  president,  has  been  ap¬ 
pointed  exclusive  wholesale  dis¬ 
tributor  for  the  Metropolitan  New 
York  area  of  A-1  Plastic  Wall 
Tile,  product  of  the  A-1  Plastic 
Company,  Inc.,  Chicago,  Illinois. 

«  *  « 

H.  W.  Shelling  Appointed 
Comptroller  By  Alsco 

The  appointment  of  Harold  W. 
Shelling  to  the  position  of  comp¬ 
troller  at  Alsco,  Inc.,  Akron,  Ohio, 
is  announced  by  Emil  C.  Gross, 
treasurer  of  the  company.  Alsco  is 
the  country’s  largest  manufacturer 
of  all-aluminum  storm  windows 
and  doors.  ' 


Harold  W.  Shelling 


Shelling  has  had  a  number  of 
years  experience  as  an  accountant 
in  both  the  construction  and  public 
accounting  fields  prior  to  joining 
Alsco.  A  graduate  of  the  Univer¬ 
sity  of  Virginia  at  Charlottesville, 
he  has  six  years  military  service  to 
his  credit. 


{Continued  on  Page  49) 


Shown  above  (left)  is  Federal  Screen  &  Sash  Co.'s  new  plant  on  East  Merrick  Road,  Valley 
Stream,  N.  Y.  This  plont  is  devoted  entirely  to  the  production  of  Fedco  doors.  Right: 
partial  view  of  the  interior  of  Fedco's  new  door  plont. 
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Photo  courtesy  Yonnastoicn  Kitchens. 


A  valuable  kitchen 
selling  tool  is  the 
planning  device  shown 
here.  Every  unit  is 
duplicated  in  minia¬ 
ture  in  unbreakable 
plastic.  Floor  and 
walls  are  scaled,  and 
salesman  can  set  up 
the  customer's  kitch¬ 
en  in  minutes  to  help 
her  visualize  the  fin¬ 
ished  job.  Note  hon- 
dy  corrying  cose. 


Easy-to-Use  Planning  Devices 
Spur  Cnstom  Kitchen  Sales 


rpHE  USE  of  planning  devices  as 
an  aid  to  customer  -  kitchen 
sales  was  described  in  last  month’s 
article  in  this  series.  It  was  point¬ 
ed  out  that  the  American  house¬ 
wife  and  her  family  usually  have 
difficulty  in  visualizing  a  layout  of 
their  kitchen-to-be. 

If  the  salesman’s  approach  is 
merely  verbal  or  consists  only  of  a 
rough  and  haphazard  sketch  of 
“how  the  kitchen  will  look,’’  his 
chance  of  closing  a  sale  is  dimin¬ 
ished  considerably.  The  prospect’s 
inclination  to  buy  may  prove  just 
about  as  vague  as  the  salesman’s 
plan  of  the  proposed  kitchen. 

If,  on  the  other  hand,  the  sales¬ 
man  is  equipped  with  a  planning 


From  Data  Furnished  By 
Republic  Steel  Kitchens 
and 

Mullins  Mig.  Co. 


(Many  kitchen  manufacturers 
hove  evolved  kitchen  planning 
devices  which  hove  proven 
very  helpful  os  soles  aids.  This 
is  the  second  in  a  series  of  ar¬ 
ticles  on  such  devices.) 


device  that  gives  the  customer  a 
clear  and  graphic  visual  portrait 
of  the  new  kitchen — with  cabinet 
units  and  appliances  drawn  or  ar¬ 


ranged  in  miniature  to  scale — the 
possibility  of  a  sale  is  thereby  in¬ 
creased  immeasurably.  The  house¬ 
wife  can  then  actually  see  her 
kitchen ;  she  has  the  plan  or  model 
before  her  and  can  discuss  it  with 
her  family. 

More  and  more  dealers  have 
recognized  the  enormous  value  of 
this  and  are  taking  advantage  of 
the  numerous  planning  guides  pre¬ 
pared  by  manufacturers. 

These  guides  are  a  result  of  long, 
careful  work  and  experimentation 
in  the  kitchen  feld.  They  are  de¬ 
signed  with  clear  recognition  that 
the  housewife  has  a  fairly  good 
idea  of  what  she  wants,  what  she 
needs  and  what  would  look  attrac- 
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Summer  position  .  .  .  screen  down, 
storm  sosh  up. 


SASH 

Manufacturers  of  Extruded 
Aluminum  Sash  for  15  Years 

Announce  their  NEW  195tt 

TRIPLE 


TRACK 


WINDOW 


With  some  of  the  most  outstanding  quality  features  ever 
seen  in  a  campetitively  priced  aluminum  cambination  win¬ 
dow.  Exact  fit  is  assured  by  the  most  modern  methods  of 
manufacture  .  .  .  with  new  precision  equipment  in  our 
large  plant. 

ic  Side  and  Bottom  Expanders  — 
side  expanders  under  tension 

'k  Three  Tracks  —  Self-Storing  Screen 


k  Full  Screen  Optional 

k  Stainless  Steel  Hardware  —  Stainless  Steel  Lock¬ 
ing  Bolts  on  Inserts  and  Screens 

k  Geon  Glazing  —  Glass  Inserts  Weathersealed  and 
Insulated 

k  Insect  Proof,  Finger  Tip  Control,  Top  Ventilation, 
Draft-free  .  .  .  and  many  more  features 

k  top-notch  plan  of  protected  profits  for  dealers  .  .  • 
including  K-D  Plan  if  desired. 

Visit  our  Plant  &  See  for  Yourself!  Phorw,  Wire,  or 
Write  TODAY  for  information  &  descriptive  literature, 

TRMSPOKUTIOR  SRSH  CO.,  IRC. 


At  0  touch  of  the  finger.  Winter 
position. 


TOPTON,  PENN. 


Phone:  Topton  84 
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With  one  of  these  planners,  the 
housewife  can  actually  participate 
in  determining-  the  appearance  of 
her  kitchen-to-be  and  see  and  study 
it  before  she  buys. 

This  kitchen  planner  contains 
scale-model  floor  and  walls.  It  in¬ 
cludes  plastic  miniatures  of  sinks 
and  cabinets,  plus  miniature  doors, 
windows,  ranges  and  refrigera¬ 
tors.  Everything  is  scaled  one-half 
inch  to  the  foot. 


gins.  This  is  easy  because  minia¬ 
ture  doors,  windows  and  wall 
cabinets  simply  hook  on  the  upper 
side  of  the  planner’s  walls.  Sinks, 
counter  cabinets,  the  range  and  re¬ 
frigerator  may  be  put  in  any  de¬ 
sired  position. 

Work  Centers 

The  housewife  makes  her  selec¬ 
tion  from  a  large  number  of  sinks, 
wall  and  counter  cabinets.  As  in¬ 
structed  by  the  salesman,  she  need 
keep  in  mind  only  a  few  simple 
rules,  such  as  the  importance  of 
properly  locating  the  three  basic 
work  centers — refrigerator,  range 
and  sink. 


In  addition,  the  whole  family  can 
get  into  the  act,  with  each  member 
able  to  demonstrate,  in  scale,  ex¬ 
actly  what  his  ideas  would  look  like 
in  a  completed  kitchen.  This  is  fun 
for  the  family — and  a  real  stimu¬ 
lant  to  a  flnal  sale. 

As  the  homemaker,  with  the  as¬ 
sistance  of  the  salesman,  assembles 
her  kitchen-to-be,  she  may  see  ex¬ 
actly  how  well  it  is  made,  for  this 
particular  planner  kit  contains 
samples  of  the  colors  and  materials 
used  in  the  actual  unit  counter  tops. 

Once  the  final  kitchen  plan  has 
been  determined,  the  salesman  puts 
it  on  paper,  using  the  visualizer 
templates  supplied  with  the  basic 
planning  kit. 

The  floor  template  allows  every 
cabinet  and  sink  in  the  manufac¬ 
turer’s  line,  as  well  as  ranges,  re¬ 
frigerators,  doorways  and  window 
spaces,  to  be  traced  accurately  on 
a  scale-model  floor  plan.  The  wall 
template  similarly  traces  all  units 
of  the  assembly  on  walls  of  the  final 
kitchen  plan. 

When  completed,  the  final  plan 
provides  the  housewife  with  a 
“three  dimensional”  drawing  of 
the  kitchen  she  selected,  with  all 

{Continued  on  Page  86) 

Photos  courtesy  Mullins  Mfg.  Co. 


After  the  salesman  has  mea¬ 
sured  the  full-size  kitchen,  its  out¬ 
line  is  duplicated  in  scale  on  the 
planner.  Then  actual  planning  be¬ 


Helpful  measuring  rule  shown  here  expands  fo  a  length  off  148  inches  and  enables 
the  kitchen  salesman  to  measure  a  wall  quickly.  It's  an  inside  measuring  rule  that 
telescopes  into  a  compact  easily-carried  package  only  38  inches  long.  The  rule  is  not 
only  a  useful  tool,  but  indicates  to  the  customers  that  the  salesman  is  a  kitchen  planning 
expert. 


Another  selling  tool 
that  dealers  find  han¬ 
dy  is  this  plastic 
template.  With  it, 
the  salesman  con 
quickly  and  accurate¬ 
ly  provide  a  floor 
sketch  of  a  kitchen. 
Cut-outs  in  the  clear 
plastic  sheet  include 
all  sink,  cobinet  ond 
dishwasher  sixes; 
range,  refrigerator 
and  standard  door 
trim. 


five  in  her  own  kitchen.  To  neglect 
this  important  fact  and  have  the 
.salesman  “take  over”  the  entire 
planning  job  would  be  a  serious 
mistake.  Too  much  planning  on  the 
salesman’s  part,  is  quite  as  bad 
as  too  little  planning. 

The  customer  knows  what  she 
wants,  even  if  it  is  somewhat 
vague;  it  is  the  salesman’s  job  to 
step  in  and — with  the  help  of  his 
planning  device  —  bring  her 
“dream”  to  life.  He  takes  care  of 
all  the  necessary  practical,  mech¬ 
anical  considerations,  and,  as  an 
end  product,  gives  her  an  attrac¬ 
tive  scale-model,  a  visual  represen¬ 
tation  of  what  she  has  in  mind. 

Among  the  new  and  most  helpful 
planning  devices  available  to  deal¬ 
ers  today  are  several  that  repro¬ 
duce  an  entire  proposed  kitchen  in 
miniature. 
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B.  S.  Reportei... 


(Continued  from  Page  45) 


Jasco  Appoints  Rosper 
Ccmadion  Distributor 

Rosper  Products  Ltd.,  7210  Clark 
Street,  Montreal,  Canada,  has  just 
been  appointed  a  Canadian  distrib¬ 
utor  for  Jasco  Aluminum  Prod¬ 
ucts,  2099  Jericho  Turnpike,  New 
Hyde  Park,  L.  L,  manufacturers 
of  combination  screen  and  storm 
windows  and  doors. 


Dove  Rosenthal 


Officers  of  Rosper  include:  Mr. 
Joe  Pervin,  President;  Mr.  Dave 
Rosenthal,  Vice  President,  and  Mr. 
Sam  Rosenthal,  Secretary-Treas¬ 
urer.  Dave  Rosenthal  was  previ¬ 
ously  connected  with  Rusco  Com¬ 
bination  Windows  and  was  one  of 
their  top  producers  in  Canada. 

*  *  * 

Metal  Tile  Prod.  Co.  Holds 
Awning  Conference 

Metal  Tile  Products,  Inc.,  re¬ 
cently  was  host  to  more  than  75 
sub-manufacturers,  salesmen  and 
j?uests  at  the  first  annual  confer¬ 
ence  of  the  Hastings  Alumi-Awn- 
ing  Division. 

Mr.  Albert  Silvers,  whose  idea 
it  w’as  to  select  sub-manufacturers 
throughout  the  country  who  would 
be  licensed  to  use  Metal  Tile  dies, 
tools  and  fixtures  to  process  the 
spools  of  coated  metal  strips 
bought  from  the  plant,  has  an¬ 
nounced  that  many  new  units  will 
be  added  to  the  ones  already  in 
existence.  In  particular,  Norfolk, 
Detroit,  Baltimore,  North  Syra¬ 
cuse,  Chicago,  Bridgeport,  Denver, 


Little  Rock,  Kansas  City  and  Cin¬ 
cinnati  are  to  be  started  in  the 
near  future. 

In  addition,  there  is  a  sub-manu¬ 
facturer  in  Tilbury,  Ontario;  in 
Manila;  and  in  Liberia,  West 
Africa.  There  are  also  plans  for 
industrialists  from  Caracas,  Vene¬ 
zuela,  to  come  to  Hastings  to  ex¬ 
plore  the  possibility  of  joining  with 
the  company  as  sub-contractors  in 
various  parts  of  the  world. 

*  *  * 

Jim  Weis  Named  By 
Gen.  Aluminum  Window  Co. 

General  Aluminum  Window  Co., 
of  Newark,  N.  J.,  announces  the 
appointment  of  Jim  Weis  as  vice- 
president  in  charge  of  sales.  Mr. 
Weis  has  been  active  in  the  home 
improvement  field  for  the  past  20 
years,  and  in  the  aluminum  win¬ 
dow  field  since  1944. 


Jim  Weis 

His  previous  experience  in  the 
window  industry  has  been  at  all 
levels  —  retail,  distribution,  and 
manufacturing.  Mr.  Weis  is  pres¬ 
ently  engaged  in  expanding  the 
sales  territory  covered  by  General 
Aluminum  Window  Co.,  manufac¬ 
turers  of  Therm-O-Lite  3-channel 
windows  and  Therm-O-Lite  doors. 
Present  distributors  are  located 
throughout  the  East  and  Middle 
West. 

A  new  sales  office  will  be  opened 
in  the  Middle  West  early  in  1954. 
Mr.  Weis  has  also  initiated  a  new 
retail  sales  plan  designed  to  help 
Therm-O-Lite  dealers  meet  increas¬ 


ing  competition  with  a  forceful  ad¬ 
vertising  and  merchandising  cam¬ 
paign. 

*  «  • 

GuUdcrest  Sets  Up 
West  Coast  Warehouse 

Guildcrest  Company,  Chicago 
manufacturer  of  plastic  tile,  an¬ 
nounces  new  warehouse  facilities 
in  Oakland,  California,  under  the 
direction  of  R.  I.  Stone  Company, 
the  firm’s  California  representa¬ 
tive.  Tile  will  be  available  for  rapid 
shipment  on  the  West  Coast. 

Guildcrest  Company  is  the  man¬ 
ufacturer  of  CRESCENT  tile  in 
38  colors  with  the  famous  Crescent 
SEALLOCK,  Pearlescent  Tile, 
Guildcrest’s  8I/2"  x  8I/2"  tile  and 
their  new  THRIFTILE  line. 

Inquiries  are  invited.  Write  to: 
Guildcrest  Company,  Dept.  BS, 
2938  West  63rd  Street,  Chicago  29, 
Illinois. 

*  *  * 

Louis  P.  Knight  Appointed 
By  Cleorview 

The  appointment  of  Louis  P. 
Knight  as  Sales  Promotional  Man¬ 
ager  for  the  Clearview  Louver 
Window  Corporation,  of  Dallas, 
Texas  was  announced  recently  by 
J.  E.  Bush,  president. 

Mr.  Knight,  who  is  well  known 
in  the  jalousie  and  awning  busi¬ 
ness,  is  a  native  of  Alabama,  and 
attended  Alabama  Polytechnic  In¬ 
stitute. 

Formerly  employed  as  Director 
of  Sales  for  the  Albritton  Engi¬ 
neering  Corporation  of  Houston, 
Texas,  Mr.  Knight’s  sales  adminis¬ 
trative  experience  includes  the 
Superior  Aluminum  Awning  Com¬ 
pany  of  Atlanta,  Georgia  and  the 
Zephyr  Awning  Company  of  Hous¬ 
ton,  Texas. 

According  to  Mr.  Bush,  the  hir¬ 
ing  of  Mr.  Knight  is  the  first  step 
in  an  accelerated  nationwide  pro¬ 
gram  of  dealer  recruiting  and  as¬ 
sistance  by  the  Clearview  Louver 
Window  Corporation,  2625  Elm 
Street,  Dallas,  1,  Texas.  Clearview 
manufactures  glass  jalousies,  out¬ 
side  blinds,  awnings,  and  storm 
sa.sh. 

(Continued  on  Page  95) 
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By  SIMON  R.  PERLMUTTER 


For  the  past  few  years,  paintinK 
contractors  have  been  very 
much  perturbed  over  the  Do-It- 
Yourself  trend  in  the  paint  field. 
Currently  more  than  over  80%  of 
all  paint  consumed,  is  sold  to  peo¬ 
ple  who  do  the  jobs  themselves, 
and  the  painting  contractor  sees  a 
very  definite  threat  in  this  trend 
to  his  economic  existence  and  feels 
very  embittered  and  aroused  be¬ 
cause  his  bread  and  butter  is  being 
taken  away. 

A  leading  paint  manufacturer, 
writing  in  the  August  1953  issue 
of  the  American  Painter  and  Deco¬ 
rator  Magazine  gives  his  views  on 
this  subject,  brilliantly  outlines  the 
why’s  and  wherefore’s  of  this 
trend  and  gives  .some  very  con¬ 
structive  sugge.stions  to  the  paint¬ 
ing  contractor  on  how  to  capitalize 
on  this  movement, — thru  continual 
and  aggre.ssive  promotion  and  sell¬ 
ing.  In  .so  doing,  he  points  out  the 
astounding  fact,  that  home  im¬ 
provement  contractors  and  mastic 
coating  applicators  .sold  over  26 
million  dollars  worth  of  mastic 
jobs  in  the  Los  Angeles,  California 
area  alone  last  year. 

Apparently,  this  manufacturer 
is  very  much  impre.s.sed  with  the 
merchandising  known  how  of  home 
improvement  contractors,  although 
he  criticizes  some  of  their  exagger¬ 
ations  in  the  selling  of  ma.stic 


paints.  But  his  very  criticism, 
gives  us  the  key  to  real  success 
wdth  the  ma.stics  or  textured  coat¬ 
ings.  To  get  the  point  over  clearly 
and  to  drive  the  le.s.son  home,  I 
quote  .  .  . 

“Let  me  point  to  the  current 
astounding  success  of  the  mastic 
coating  applicators.  Here,  again, 
high-binding  methods  and  exagger¬ 
ated  advertising  claims  have  often 
been  u.sed.  Unfortunately  for  the 
promoters  (and,  probahUj,  fortun¬ 
ately  for  the  painters)  they  don't 
seem  to  realize  that  results  even 
more  tremendous  could  be  attained 
if  they  used  the  same  degree  of 
promotional  power  and  consistency 
with  a  clean  approach.’’ 

Big  Facts 

Getting  the  Big  Facts  over  and 
not  the  Big  Story  is  in  essence  of 
utmost  importance  to  continued 
success  in  this  field.  The  best  piece 
of  .sales  literature  ever  used  in  sell- 
inging  mastic  jobs  was  a  brochure 
published  by  the  Better  Business 
Bureau  of  San  Francisco,  entitled 
“Ma.stic  Not  Fanta.stic’’. 

One  contractor  told  me  that  his 
.salesmen  would  actually  go  over 
its  entire  contents  with  the  pros¬ 
pect  impressing  upon  him  that  al¬ 
though  Better  Busine.ss  Bureaus 
neither  endorse^  nor  condemned 
his  company  or  the  product  that 
they  used,  this  factual  finding 
bureau  nevertheless  recognized  the 
true  physical  and  chemical  prop¬ 
erties  of  this  type  of  paint  and 


rightfully  warned  the  consumer 
against  the  fantastic  guarantees 
with  which  mastic  jobs  were  sold. 
Basically,  the  only  case  that  has 
even  been  made  against  Mastics 
has  been  the  exaggerated  advertis¬ 
ing  claims,  the  indiscriminate 
recommendation  of  mastics  to 
every  type  of  surface  and  to  the 
meaningless  guarantees  issued  with 
mo.st  jobs.  Because  of  the  methods 
u.sed,  the  impression  was  created 
that  the  products  were  likewise 
exaggerated. 

It  is  mo.st  important  that  we 
understand  objectively  the  w'ay 
guarantees  have  been  used  and 
misued  in  the  .selling  of  resurfac¬ 
ing  jobs.  By  means  of  advertising 
and  employing  guarantees,  many 
organizations  harbor  the  illusion 
that  they  have  been  succe.ssful  in 
.selling  jobs  that  they  otherwise 
would  not  have  been  able  to  sell. 
These  people  have  been  .selling 
guarantees  and  not  the  product  or 
.service,  w'hen  the  products  .should 
have  been  sold  on  its  own  merits. 
The  writer  has  .studied  hundreds 
of  cases  of  this  kind  and  has  con¬ 
cluded  that  the  sale  could  have 
been  made  in  at  least  80%  of  the 
jobs  investigated  without  the  gim¬ 
mick  of  the  guarantee,  —  had  the 
salesman  really  been  conversant 
with  the  product  and  .service  he 
was  selling  and  quicker  with  fac¬ 
tual  sales  rebuttals.  ♦ 

An  analysis  of  most  of  these 
guarantees  boil  down  to  the  fact 
that  the  material  will  be  replaced 
(Continued  on  Page  88) 
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COLOR-STyUHG 

IN  om  tfioo  mm  combinations 


Awnings 

Shutters 

Door-hoods 

Patios 


Porch  Covers 

Walks 

Signs 

Store  Fronts 


Sell  a  package  deal  .  .  .  including  two  or  more 
of  the  eight  items  listed  above. 

Duro's  color-style  products  are  made  from  life¬ 
time  aluminum.  All  eight  products  are  made  from 
only  four  parts.  This  makes  it  easy  to  inventory 
and  do  a  K.  D.  job. 

With  the  Duro  line,  you  have  more  than  awn¬ 
ings  to  sell.  You  can  sell  a  complete  outdoor  color¬ 
styling  job  that  will  add  beauty,  individuality  and 
protection  to  any  house. 

Duro's  products  are  smarter  looking,  easier  to 
sell,  and  more  economical. 

The  line  includes  graceful,  trim  awnings,  curved 
door-hoods,  personalized  shutters,  and  blinds. 


Duro  makes  eight  incomparable,  beautiful  prod¬ 
ucts  from  one  four  item  inventory.  Small  warehouse 
space  is  required.  The  simplicity  of  the  curved 
awning  type-panel  cuts  the  cost  of  every  operation. 


Investigate  a  DURO 
franchise  today - 


r/AluVlN' 

•  1  •  J  ! 


PERSONALIZED  HOMES,  INC. 
Gardiner,  Maine 


DURO,  Box  316  Gardiner,  Maine 
Send  me  full  details. 

NAME . 

COMPANY  . 

ADDRESS  . 

CITY  . 


I  □  K.  D.  Distributor 


□  Dealer 
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One  of  Ekce  Home  Improvement  Co.'s  mail¬ 
ing  cords.  Cord  (shown  separated  hero)  is 
of  the  folding  type,  perforated  across  the 
center  of  easy  return  mailing. 


"Mailing  Cards  Bring  My  Best  Ad 
Results/'  Says  This  N.  Y.  Dealer 


By  FRED  HALL 
Special  Correspondent 
Building  Specialties 


Here  i.s  the  story  of  how  two 
salesmen  started  a  buildinpr 
specialties  business  on  January  1, 
1953,  and  in  ten  months  made  a 
huge  success.  It  is  truly  an  example 
of  American  enterprise  and  demon¬ 
strates  the  opportunities  in  our 
industry. 

Yes,  Ekco  Home  Improvement 
Company  was  started  in  New 
Rochelle,  N.  Y.,  a  wealthy  subur¬ 
ban  community  by  Chester  Eklund 
and  Norman  Schulman  because 
they  believed  in  the  products  they 
had  been  sellinjr.  They  were  both 
good  salesmen,  and  figured  that 
they  could  build  their  own  business. 

This  business  is  founded  on  the 
principle,  “The  house  that  service 
built,”  which  appears  on  every 
letter-head  and  order  blank  which 
they  use. 

They  have  completed  260  jobs 
in  ten  months  ...  a  record  that 


any  firm  can  be  proud  of.  They 
did  this  by  working  hard  them¬ 
selves,  with  one  salesman.  Now 
they  have  four  salesmen  and  are 
multiplying  their  business  every 
month. 


WMTI  M  V«T  MM  WtWMMI 

EKCO 

m  Mm  IVEME  M  MM 

IHOW  KXXM  OffN  THUtSOAr  TO  t  r  M 


MMONTHS 
TO  PAY 


This  reporter  was  told  by  these 
two  men  that  they  owe  a  vote  of 
thanks  to  BUILDING  SPECITL- 
TIES  &  Home  Improvement  Dealer. 
They  say  the  first  thing  they  did 
was  to  subscribe  to  the  Magazine, 
and  then  they  answered  all  likely 
looking  advertisements  in  it  and 
got  some  fine  lines.  They  now  sell 
aluminum  combination  windows, 
aluminum  doors,  jalousie,  alumi¬ 
num  awnings,  radiant  glass  heat¬ 
ers,  Venetian  blinds,  and  will  make 
up  screens  to  any  order. 

They  built  their  business  by  hard 
canvassing  and  the  following  up 
of  leads  which  they  obtain  through 
newspaper  advertising  and  direct 
mail.  They  say  that  their  mailing 
cards  are  the  most  results  of  all 
the  advertising  they  use. 

They  do  quite  a  substantial  bus¬ 
iness  with  custom  builders,  and 
are  now  planning  to  campaign  to 
{Continued  on  Page  94) 

Left:  an  Ekco  Improvement  Co.  newspaper 
ad,  original  fixe  6"  x  11". 
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is  YOUR 
‘witstionl 


*lf  you  or*  inforostod  in  this 
industry  —  YouVo  invitmdl 
You  owo  it  to  yourtolf 
to  toko  this  unusual 
opportunity  of 
hooping  obroast 
of  ovorything 
that’s  now 
and  difforont 
in  ’54! 


one 

J5,  attend  <t 


^MATIC 

2081  S.  56th  S 


2081  S.  56th  STREET 

Q  EASTERN  premiere  thowing  ^ 

I  wish  to  oltend  yoor  i— i  «A<ec'rEB>.i  u  •  — 

'  U  WESTERN  premiere  showing  ^ 

NAME . 

FIRM . 

CITY .  ZONE _ STATE 

I  will  alto  noad  Hckelt  for  the  following: 

NAME . title  _ 

NAME  . title 

NAME  TITLE 


&  Home  Improvement  Dealer 


. . .  with  your 

BIG  SELLING 
SEASON 


coming  up .. . 


make  sellmgEASY 


Air  Master 

ALLALUMINUM 

Casement 

STORM  WINDOWS 


MASTER  CRAFTED  OF 
THE  FINEST  MATERIALS 


EASIEST  to  sell,  to  install,  to  get  delivery  on. 
Draft  seal  weatherstrip  and  re-designed  stainless 
steel  hardware  for  positive  locking  action.  Primary 
and  window  can  be  cleaned  without  removing 
insert.  Quality  sells  it  —  keeps  it  sold ! 


WRITE  TODAY  .  .  .  FRANCHISES  OPEN 
FOR  QUALIFIED  DISTRIBUTORS 

IMMEDIATE  DELIVERY 
ANYWHERE  IN  U.S.A. 

HUGE  STOCKS  ALWAYS  ON  HAND 


ir  Master 


18th  and  Lehigh  Aves.,  Philadelphia,  Pa. 

Gentlemen; 

I  am  interested  in  a 

<  □  Distributorship  □  Dealership 

Name  . 

Address  . . 


Home  Repair  Loans 

(Continued  from  Page  10) 

tion.  At  present,  existing  housing 
insured  mortgages  are  limited  to  80 
per  cent  of  the  value  and  have  a 
maximum  period  of  twenty  years. 
New  construction  can  go  up  to  90 
per  cent  of  the  value  and  thirty 
years  in  the  lower-cost  brackets. 

The  committee  also  suggested 
an  increase  to  $3,000  from  the 
present  limit  of  $2, .500  on  single 
i  family  houses  for  repair  and  mod¬ 
ernization  loans  and  that  the  pe- 
!  riod  for  payment  be  increased  to 
I  five  years  from  the  present  limit 
j  of  three. 

On  two  to  four-family  structures 
the  present  maximum  of  $10,000 
;  would  be  retained  but  the  term  of 
I  repayment  would  be  extended  to 
i  ten  years  from  the  pre.sent  limit  of 
seven.  On  structures  accommodat¬ 
ing  more  than  four  families  the 
present  maximum  of  $10,000 
would  be  retained  but  the  term  for 
I  repayment  also  would  be  increased 
i  to  ten  years  from  seven. 


I  Aluminum  Supply 

(Continued  from  Page  10) 

expansion  goes  through — concern¬ 
ing  w’hich  there  are  serious  doubts 
I  at  the  moment — domestic  capacity 
would  rise  to  3.4  billion  pounds, 
and  there  w'ould  be  three  new’  pro¬ 
ducers — Olin  Industries,  Harvey 
Machine  and  Wheland  Co.  In  1950, 
the  capacity  of  the  industry  stood 
at  only  1.5  billion  pounds  a  year. 

The  doubling  of  the  industry’s 
,  capacity  w’ould  normally  give  the 
i  sales  executives  of  a  manufactur- 
I  ing  company  the  jitters,  particu¬ 
larly  since  they  face  somewhat  re¬ 
duced  defense  requirements  for 
the  near  term.  The  Department 
of  Commerce  has  indicated  that  194 
million  pounds  of  aluminum  w’ill 
be  "set  aside  from  the  total  supply 
for  the  first  quarter,’  to  meet  De¬ 
partment  of  Defense  and  Atomic 


Energy  requirements.  This  would 
be  41  million  pounds  less  than  the 
235  million  pounds  set  aside  for 
similar  orders  in  the  fourth  quar¬ 
ter  of  this  year. 

But  Alcoa  sees  a  full  year  in 
1954  for  primary  output.  This  is 
based  on  several  favorable  factors  : 
New  uses  are  constantly  being 
developed,  the  price  of  aluminum, 
20*  ^c  a  pound  for  ingots,  is 
sharply  competitive  with  copper 
and  other  metals ;  and  the  company 
is  widely  diversified  in  output  of 
finished  products,  so  that  any 
temporary  dip  in  some  lines  may 
be  fully  offset  by  other  new  uses. 

For  several  years — in  fact, 
ever  since  1939 — Alcoa  has  never 
had  enough  metal  to  supply  the 
market  and  its  officers  w’elcome 
the  opportunity  to  flex  their  .sales 
muscles  and  to  see  what  they  can 
really  do  in  a  competitive  market. 

Alcoa  Optimistic 

Here  is  what  Donovan  Wilmot, 
Alcoa  vice-president  in  charge  of 
product  manager  activities  and  dis¬ 
tribution,  says  about  the  outlook: 

“Alcoa  is  extremely  optimistic 
about  the  future  of  the  aluminum 
indu.stry.  Particularly,  we  are  opti¬ 
mistic  about  the  role  Alcoa  will 
continue  to  play  as  leader  of  a 
greatly  expanded  industry. 

“This  optimism  is  based  on  a 
confidence  in  our  experienced  per¬ 
sonnel,  diversified  facilities,  new 
plants  and  increased  research  ac¬ 
tivities.  In  addition,  there  are  a 
number  of  very  interesting  new’ 
uses  and  applications  for  alumi¬ 
num,  W’hich  give  strong  support 
to  an  optimistic  view’  of  the  future. 

“While  Alcoa  doesn’t  make  many 
end  products,  we  depend  on  those 
who  do  to  stimulate  business.  We 
feel  confident  that  these  customers 
will  continue  to  use  an  increasing 
amount  of  aluminum  in  their  prod¬ 
ucts — which  will  then  be  reflected 
in  the  basic  industry. 

“We  recognize  that  there  is  an 
adjustment  in  general  business 
(Continued  on  Page  62) 
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AIR  MASTER 


FRANCHISE 


Write  today! 


AIR  MASTER.  ISth  aad  Imklqk  Avm..  Philadelphia,  Pa. 

6«ntUm«n: 


I  «m  interested  in  e 


Q  Distributorship 


□  Deelership 


Meeetacterers  ef  Aleminein  Cenib^ecitlee  Stene  WIedews  •  Peers  | 
Screens  •  Cesemeet  Windows  •'  Slidine  Roncli  Type  Windows  | 


&  Home  Improvement  Dealer 


SELLING  A  FULL  LENGTH 

PIANO  HINGE 


SELLING  THE  EXCLUSIVE 

KEY  OPERATED 
KNOB  LOCK 


YOU  WON'T 
BELIEVE  IT... 


when  you  hear 


Air  Master  s 


low  price! 


GETTING 

IMMEDIATE  DEUVERY 


for  full  information  con¬ 
cerning  Air  Master's  profit 


making  plans  for  you. 


Getting  the  fastest  selling,  finest  quality 
door  ever  to  hit  the  market! 


A 


MasW 


r 


LEHIGH  AVENUE.  PHIUADELPH 


PA 


Bth 


SELLING  THE  ONLY  DOOR 
IN  THE  COUNTRY 


(' 

I 


HiW  Products— Ideas— Methods 

(Continued  from  Page  18) 


A  number  of  Building  Special¬ 
ties  dealers  over  the  country  are 
already  doing  a  large  volume  with 
the  Fold-A-Stair  and  find  that  it 
is  a  “natural”  to  go  along  with 
other  lines  handled.  Promotion  is 
done  through  newspaper,  radio  and 
direct  mail  advertising  along  with 
phone  and  direct  customer  contact. 

An  important  feature  of  the 
Fold-A-Stair  is  that  the  “univer- 
.sal”  model  fits  all  ceiling  heights 
of  9  feet  and  less,  making  it  un¬ 
necessary  for  dealers  to  carry 
varying  sizes  in  stock.  Each  unit 
is  packed  in  one  carton  and  weighs 
75  pounds. 

*Trade  Name 

*  *  * 

Midget  Impact  Press  Handles 
Variety  of  Operation 

Designated  as  the  Benoit  Mighty 
Midget  Press,  a  solenoid-operated 
bench  press  for  staking,  cutting, 
crimping,  riveting,  clinching, 
marking,  trimming,  stamping, 
blanking,  swaging,  perforating,  as¬ 
sembling,  and  other  operations  is 
now  being  marketed  by  Peacock 
Metal  Products,  Inc. 


The  machine  is  designed  to  de¬ 
velop  a  1-ton  impact  on  a  110-volt 
line  every  1  6  second  if  desired.  It 
is  activated  by  a  micro-switch  lo¬ 
cated  under  the  right  side  of  the 
base  and  arranged  so  that  the 
plunger  will  not  repeat.  An  adjust¬ 
able  screw  is  also  provided  for  con¬ 
trolling  the  depth. 


If  desired,  the  press  can  be 
furnished  with  a  foot  switch  as  ex¬ 
tra  equipment.  Moreover,  it  is  pos¬ 
sible  to  equip  the  machine  with 
two  switches  for  safety  purposes 
so  that  the  operator  must  use  both 
hands  to  complete  the  operating 
cycle.  A  Variac  control  unit  which 
controls  the  amount  of  impact  is 
optional. 

For  particulars,  write  to  Pea¬ 
cock  Metal  Products,  Inc.,  Dept. 
BS,  752  Hyde  Park  Avenue,  Hyde 
Park  36,  Mass. 

*  *  * 

Rigid  Tests  Given  To 
Hastings  Awnings 

To  test  a  standard  HASTINGS 
aluminum  awning  for  resistance  to 
wind  damage  and  snow  load  dam¬ 
age,  the  manufacturers.  Metal  Tile 
Products,  Inc.  of  Hastings,  Mich., 
arranged  for  scientific  studies  to 
be  made  at  Case  Institute  of  Tech¬ 
nology'  by  professional  engineers. 

A  standard  24”  wide,  24"  drop, 
24"  projection  Hastings  aluminum 
awning  mounted  with  the  standard 
brackets  was  tested  in  a  4'  x  2i/^" 
wind  tunnel.  A  wind  of  78  miles 
per  hour  (maximum  tunnel  speed 
with  the  awning  in  place)  was 
directed  at  the  awning  toward  the 
usual  underside,  and  a  wind  of  89 
miles  per  hour  was  then  directed 
at  the  awning,  toward  the  top.  In 
neither  case  was  distortion  of  the 
awning  visible,  and  absolutely  no 
damage  was  sustained. 

Further  static  tests  with  the 
awning  mounted  in  a  normal 
position  with  standard  brackets, 
showed  no  visible  distortion  of  the 
awning  under  the  weight  of  a 
220-lb.  man  standing  and  bouncing 
in  the  center  of  the  awning  roof. 

A  special  feature  of  Hastings 
aluminum  awnings  is  that  alum¬ 
inum  thumb  screw's  under  drip  cap 
make  it  easy  to  remove  the  awn¬ 
ings  at  house  painting  time. 


New  Line  of 
Aluminum  Awnings 

A  new  line  of  aluminum  aw'n- 
ings  made  by  Life-Long  Aluminum 
Awning  Company  is  now'  available 
for  distributors  and  dealers.  These 
aw'nings  have  a  patented  riveted, 
built-in  I-beam  frame  work  design¬ 
ed  to  eliminate  all  possibilities  of 
sagging,  and  has  reinforcing  gus¬ 
sets  in  the  corners.  The  individual 
over-lapping  slats  are  made  ac¬ 
cording  to  a  unique  design  that 
provides  100%  ventilation  and  am¬ 
ple  rain  protection.  Diagonal  slats 
on  the  ends  divert  water  outward. 


A  variety  of  shapes  and  sizes  is 
provided  to  meet  all  commercial 
and  residential  needs.  These  in¬ 
clude  convex  awnings,  concave 
panels  with  scrolled  ends,  porch, 
bay  window  and  car  port  awnings. 

Made  by  Life-Long  Aluminum 
Awning  Company,  Inc.,  Dept.  BS, 
215  South  Cincinnati,  Tulsa  3,  Ok¬ 
lahoma. 

•  *  ♦ 

New  Lock  Set  For 
Aluminum  Comb.  Doors 

A  new'  lock  set  has  been  made 
available  to  the  aluminum  combin¬ 
ation  door  industry.  Made  by  the 
Richard  M.  Decker  Company,  the 
new  lock  is  said  by  its  manufac¬ 
turer  to  be  the  only  one  having  in¬ 
side  and  outside  control.  The  key 
is  inserted  directly  into  the  knob 
and  it  may  be  locked  manually 
from  the  inside  and  opened  by  the 
key  from  the  outside.  It  can  also  be 
locked  by  the  key  from  the  outside 
and  opened  manually  from  inside. 

For  further  information,  write 
to  the  sole  distributor,  Ernest 
Porter,  United  Lock  Set  Corp., 
Dept.  BS  405  North  Main  St.,  Free¬ 
port,  L.  I.,  N.  Y. 

(Continued  on  Page  58) 
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THE  ALkom  SPECIAL! 

SEE  THIS  NEWEST  ADDITION  TO  THE  ALHOM  PROGRAM. 

I  A  WINDOW  DESIGNED  FOR  THE  BUYERS  MARKET 

I  AND  THE  DEALERS  PROFIT!  QUALITY  MAINTAINED! 


SEEING  IS  BELIEVING! 


K.  D.  PARTS 
FOR  FRAME 
SIZE  29"x55" 


$399 

IMMEdlATB 

dBumy! 

EXCLUSIVE 

FRANCHISES 

AVAILABLE! 


II 


CONTACT  US  NOW! 


'  ASSEMBLED 
SIZE 

29"x55" 

$995 

IMMBdIATB 

VBUmy! 

WRITE 
WIRE 
OR  CALL 
TODAY! 


ALUMINUM  HOME  PRODUCTS,  INC. 
BLOOM  AND  ARTHUR  STS. 
LOUISVILLE.  KENTUCKY 


6f  Home  Improvement  Dealer 


HEW  Products— Ideas— Methods 

(Continued  from  Page  56) 


North-east  Puts  Out 
New  Jalousie  Line 

According  to  John  Keyser,  Vice- 
President  of  North-east  Metal 
Products  Co.,  an  improved  line  of 
North-east  Jalousies  is  now  avail¬ 
able.  The  new  line  features  100 
stainle.ss  steel  weather-.stripping 
along  the  jambs,  plus  a  new  spe¬ 
cially  balanced  “Spring-Tite”  glass 
clip,  both  of  which  combine  to 
make  the  new  Jalousie  completely 
weather-tight. 

The  new  line  of  Jalousies  also 
includes  new  pla.stic  spline  glazing 
on  .storm  panels,  which  does  away 
with  the  necessity  of  returning 
panels  for  reglazing.  Installation 
men  can  now  handle  reglazing  calls 
right  on  the  job. 

Another  feature  included  in  the 
improved  North-ea.st  line  is  a  new 
extruded  .screen  .section,  which  re- 
ce.s.ses  and  overlaps  to  prevent  any 
po.ssibility  of  in.sect  entry. 

Looking  forward  to  the  1954 
sales  potential,  Mr.  Key.ser  .said : 
“The  North-ea.st  Jalousie  has  pio¬ 
neered  the  field  in  the  cold  weather 
areas.  The  jalousie  is  now  an 
accepted  item,  proven  to  be  as 
practical  as  it  is  attractive.  We 
look  for  the  market  here  in  the 
north  to  grow  bigger  day  by  day. 
VV’e  consider  our  bigge.st  .sales  a.s.set 
the  fact  that  we  have  never  re¬ 
ceived  a  .service  complaint.” 

4>  *  * 

Aluminum  Combination  Door 
Made  by  Fedco 

Now  in  large  .scale  production, 
an  aluminum  combination  door 
said  by  its  manufacturer.  Federal 
Screen  &  Sash  Company,  to  be  one 
of  the  finest  quality  products  in  the 
field  has  numerous  features  that 
will  appeal  to  both  consumers  and 
dealers.  Full  weight  of  the  alumi¬ 
num  alone  is  34  pounds.  An  im¬ 
portant  feature  is  the  patented 
concealed  hinges  made  from  ex¬ 


truded  aluminum  by  Fedco.  The.se 
are  .self  aligning  and  have  a  hinge 
pin  that  runs  the  full  length  of  the 
door.  The  Z  bar  or  door  buck  forms 
an  integral  part  of  the  hinges.  The 
0  G  design  of  the  buck  has  great 
eye  appeal  and  its  -Vh”  overhang 
beyond  the  door  face  forms  a  na¬ 
tural  rain  cap. 


The  door  frame  is  a  tubular  ex¬ 
trusion  1  1/16"  thick  by  3V-_>"  wide. 
The  inside  of  the  frame  is  cham- 
ferd  for  eye  appeal  and  moi.sture 
.shedding.  The  frame  is  .strength¬ 
ened  by  mortice  and  tenon  con¬ 
struction  with  internal  .steel  struc¬ 
tural  rods  specified  to  withstand 
20,000  pounds  tensile.  The  door  is 
guaranteed  not  to  sag  under  weight 
up  to  700  pounds  shear.  The  two 
mullions  are  of  heavy  tubular  con- 
.struction  designed  to  shed  water 
and  dirt  and  give  maximum  rein¬ 
forcement  to  the  door.  There  are  no 
rivets,  blots  or  fastening  projec¬ 
tions  of  any  kind.  The  skirt  at  the 
bottom  of  the  door  is  a  heavy  ex¬ 
trusion  for  the  purpose  of  break¬ 
ing  ice  and  avoiding  damage  to  the 
door  bottom.  It  also  .serves  as  a 
hou.sing  for  an  expander  which  al¬ 
lows  up  to  a  half  inch  of  adjust¬ 
ment. 

Tubular  Geon  Spline  in  the  lip 
of  the  buck  eliminates  metallic 
clash  and  serves  as  a  weatherstrip. 

The  extruded  aluminum  inserts 
feature  external  chamfer  to  .shed 
moisture.  The  glass  inserts  are  eas¬ 
ily  replaced  by  removing  a  white 
Geon  plastic  spine  which  can  be 


re-used  many  times.  The  screen  in¬ 
serts  are  anchored  with  pla.stic 
.spline  which  in  turn  is  covered 
with  white  Geon  spline  eliminating 
the  raw  appearance  of  screen 
edges  and  protecting  the  owner 
against  wire  points. 

The  kit  plate  of  special  herring¬ 
bone  design  is  of  .062  thickness  and 
is  mounted  in  and  reinforced  by 
grey  pla.stic  spline  which  elimin¬ 
ates  chatter  of  metal  against  metal. 

Also  available  is  a  new  door  with 
the  same  Fedco  frame  de.scribed 
above  but  with  sliding  .self-.storing 
inserts. 

Federal  Screen  &  Sash  Com¬ 
pany,  Dept.  BS,  85  East  Merrick 
Road,  Valley  Stream,  L.  I.,  N.  Y. 

:ic  *  ♦ 

B  &  G  Introduces 
Jalousie  Door 

The  Storm  Wizard  “Awning” 
Door,  the  first  Jalousie  on  the 
market  with  all-aluminum  con- 
.struction  including  the  screens,  is 
proving  its  popularity  with  both 
dealers  and  customers,  according 
to  B  &  G  Manufacturing  Company, 
Pittsburgh. 

Newe.st  addition  to  the  Storm 
Wizard  line,  the  Jalousie  Door  is 
built  with  the  same  high  quality 
of  architectural  aluminum  as  other 
“Storm  Wizard”  doors,  windows 
and  screens,  and  has  the  beautiful 
silver-satin  finish  which  lasts  a 
lifetime  without  paint  or  repair. 

The  Jalou.sie  is  cu.stom-built  to 
fit  the  cu.stomers  .specifications,  and 
can  be  made  to  any  height  desired. 
The  glass  louvers  may  be  fro.sted, 
tinted,  or  clear  plate  glass,  all  of 
flawless  quality. 

It  is  especially  suited  to  porch 
enclosures,  and  may  be  joined  to 
form  a  continuous  wall.  The  perfect 
fit  of  the  glass  louvers  make  it 
weather-proof  in  winter,  and 
equally  desirable  for  colder  climates 
as  for  southern  areas  where  it 
originated.  Heat-absorbent  louvers 
are  available  for  additional  com¬ 
fort  in  .summer. 

B  &  G  Mfg.  Co.,  Dept.  BS,  6905 
Su.squehanna  St.,  Pittsburgh  8,  Pa. 

(Continued  on  Page  60) 
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SUPER-SBAL  COMPANY 

MILWAUKEE  i 


about 


TIm  only  Aluminum  Awnlnn  thot  KOUS 


PATIO  COVERS 


“TAKE  OUR  WORD  FOR  IT  . . . 
ALUMAROLL  HAS  NO  COMPETITION!" 


NOTE:  hi  7953  Supvr-Seal 
sold  just  under  ON  E-HALF 
MILLION  DOLLARS! 
In  proportion  to  territory 
population,  this  was  the 
outstanding  achieiemeiit  in 
the  Al  lima  roll  Family! 


Bob  Lepper 


"We  believe  there  are  more 
Alumaroll  Awnings  in¬ 
stalled  on  Milwaukee 
homes  than  all  other  alu¬ 
minum  awnings! 

"We’re  still  selling  —  and 
will  continue  to  sell — more 
Alumaroll  Awnings  in  Mil¬ 
waukee  than  any  other 
aluminum  awning!  —  and 
there  are  14  others  in  the  market. 

"Once  you  see  Alumaroll,  you'll  un¬ 
derstand  why  we  say  Alumaroll  has 
no  competition!  It’s  the  only  alumi¬ 
num  awning  that  combines  every 
advantage  of  Canvas  with  every  ad¬ 
vantage  of  Rigid  Aluminum!  And  it 
has  none  of  their  disadvantages!  We 
Know!  We’ve  been  selling  and  in¬ 
stalling  Alumaroll  for  almost  six 
years!  Our  batting  average  is  better 


than  4  out  of  5  when  we’re  up 
against  another  awning!  And  if  we 
get  there  first,  competition  seldom 
gets  in  the  door. 

"We  do  it  without  dynamite  or 
double-talk  —  without  premiums  or 
promises.  And  so  can  you  —  12 
months  in  the  year! 

"We  consider  an  Alumaroll  Fran¬ 
chise  our  greatest  business  asset!” 

Bob  Lepper 

Presidtnf,  Supnr-Snal  Insulafion  Co. 


DOOR  CANOPIES 

I  • 

ORCHARD  DROS.,  INC. 

73  Meadow  Road  •  Rutherford,  N.  J. 


Orchard  Brothart,  Inc.  ! 

Maadow  Road  ■ 

Rulharford,  Naw  Jarsay  . 

If  Bob  Loppar  con  moka  Gold  oat  of  Alamaroll— to  con  wal  Wa*d  | 

lika  o  look  and  a  litton.  Ju«t  phono  or  writa  at  to  toy  whan.  ■ 

Nomau. . . . . . . . . - . . . . .  I 

Addrou - - - - - - - j 

Cit, _ _ _ Phono - - - - - I 


By - 


.S9 
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New  Casement  Stonn  Window 
Made  By  Jerith  Mfg.  Co. 

After  a  considerable  length  of 
experimental  work,  Jerith  Manu¬ 
facturing  Co.,  Inc.,  2025  E.  Boston 
St.,  Philadelphia,  Pa.,  has  in  recent 
weeks  made  available  to  their  vari¬ 
ous  dealers  and  distributors  their 
new  all  aluminum  Cadillac  Case¬ 
ment  Storm  Window.  Judging  by 
the  various  comments  from  home 
owners,  dealers  and  their  installa¬ 
tion  crews,  the  reception  of  this 
new  addition  to  the  Cadillac  line 
of  aluminum  .storm  sash  is  most 
favorable. 

The  full-length  piano  hinge  used 
in  the  construction,  and  the  spe¬ 
cially  extruded  koroseal  weather 
.strip  channel,  are  but  two  of  the 
many  outstanding  features  found 
exclusively  in  this  new'  Casement 
Window,  according  to  a  statement 
i.ssued  to  the  trade  by  Irving 
Schwartz,  president  of  Jerith  Man¬ 
ufacturing  Co.  “As  in  our  other 
products,”  Mr.  Schwartz  continued, 
“we  have  succeeded  in  making  this 
a  storm  window  receptive  above 
all  to  home  ow'ner,  easy  to  operate, 
easy  to  clean,  and  most  important 
sensibly  priced  for  competitive  sell¬ 
ing.  Of  interest  to  installers,  is  its 
simplicity  of  installation.” 

In  addition  to  this  Jerith  also 
makes  the  now  famous  Cadillac  all¬ 
aluminum  triple  track  window ;  the 
Cadillac  Sliding  Casement  Window 
for  ranch  type  homes ;  and  the 
Storm  Craft  economy  all-extruded 
aluminum  storm  sash. 

*  *  * 

Window  Unit  Has 
Removable  Sash 

A  new  window  unit  with  remov¬ 
able  .sash  —  fully  counterbalanced 
and  completely  weather  stripped — 
is  now  being  produced  by  the 
Farley  &  Loetscher  Mfg.  Co., 
Dubuque,  low’a,  under  the  trade 
name  “Remov-A-Seal.” 


Weatherstrip  on  adjustable  jamb 
side  is  sealed  with  a  foam  rubber 
filler  running  the  full  length  of  the 
window  to  insure  weather  tight¬ 
ness. 


Made  of  W.  P.  Pine,  treated  with 
toxic  preservative.  Shipped  semi- 
assembled  to  cut  installation  costs. 
Adaptable  to  any  architectural 
style  and  construction.  Available 
in  all  modular  sizes. 


*  *  * 


Stow  Introduces  Rond 
Thermotite  Combination 

The  Rand  line  Thermotite  com¬ 
bination  window  was  recently 
introduced  by  The  Stow  Window 
Co.,  Stow,  Ohio,  according  to  John 
Jerit,  Stow’s  general  manager. 

Jerit  explains  that  the  Stow 
concern  was  established  as  an  Ohio 
distributor  for  the  General  Bronze 
Co.  Their  extensive  contact  with 
the  building  and  specialties  trade 
revealed  an  enormous  market  for 
combination  windows  and  doors 
designed  and  priced  to  meet  the 
mo.st  competitive  demands. 

The  Rand  Thermotite  line  was 
accordingly  created  for  the  great 
mass  market.  Welded  frames, 
wedged  interlocking  meeting  rails 
and  self  storing  aluminum  screens 
—  at  low  prices  —  a.'e  some  of  the 
Rand  mass  appeal  features.  Inside 
cam  locks,  wide  sills  with  drain 
joggles,  and  63ST5  extruded  alum¬ 
inum  are  others. 


This  new  “mass  appeal”  line 
was  introduced  by  dealers  in  the 
Cleveland  and  Akron  areas.  More 
than  30  dealers  and  distributors 
lined  up  to  handle  Rand  products. 
Following  this  unsolicited  acquisi¬ 
tion  of  dealers.  Stow  Window’  Co. 
decided  to  develop  national  distri¬ 
bution.  They  have  already  expand¬ 
ed  into  some  districts  of  Illinois, 
Indiana,  West  Virginia  and  Penn- 
.sylvania.  Dealers  and  distributors 
in  these  and  all  states  are  now- 
being  organized  for  aggressive 
.selling. 

The  president  of  Stow  Window’ 
Co.  is  Mr.  Herbert  Teitelbaum. 
His  associate,  and  vice  president  of 
the  firm,  is  Mr.  Harry  Morris,  well 
known  New  York  financial  con- 
.sultant.  Mr.  Jerit  was  former  gen¬ 
eral  manager  of  Koolvent  of  Chi¬ 
cago  and  has  extensive  experience 
in  the  window’  and  awning  field. 

Stow,  Ohio,  where  the  factory  is 
located,  is  between  Cleveland  and 
Akron.  The  plant  is  a  converted 
wholesale  grocery  warehouse,  and, 
according  to  Mr.  Teitelbaum,  is 
tooled  up  to  handle  an  anticipated 
large  volume. 

*  *  * 

Anodized  3-Track  At 
Price  Of  Non-Anodized 

Jerome  J.  Meyers,  president  of 
the  Anodie  Aluminum  Mfg.  Co., 
Inc.,  located  at  85-09  Northern 
Boulevard,  Jackson  Heights,  L.  I., 
New  York  announces  that  they 
have  enlarged  their  plant  and  are 
now  running  in  full  production  and 
are  able  to  handle  all  types  of  or¬ 
ders  both  large  and  small. 

They  manufacture  on  all  Ano¬ 
dized  aluminum  triple  track  com¬ 
bination  .screen  and  storm  window ; 
the  only  window’  of  its  type  on  the 
market. 

This  top  quality  window,  al¬ 
though  completely  Anodized  is 
available  to  dealers  at  a  price 
which  competes  with  any  other 
triple  track  combinations  that  are 
not  Anodized.  It  aLso  features 
finger  tip  control ;  no  fancy  gad- 

(Continued  on  Page  102) 
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6  SUPERIOR  CONSTRUCTION  FEATURES 

1  TENSION  RODS 


Supor-strongth  tension  rods  run 
completely  through  top  and  bottom  of  door  for  tight, 
perfect  fit  at  all  timesi 

2  BUTTED  CORNERS  ~  Architecturally  preferred  for 

beauty,  design,  strength  and  rigidity. 

3  CUSHION  CLOSURE  —  Patented  ethyl  cellulose*  re¬ 
inforcing  blocks  in  all  four  corners  to  absorb  shock  for 
extra  protection  against  slamming. 

4  EMBOSSED  KICKPLATE~Heavy  gauge  aluminum  for 
sturdineu,  tempered  to  high  degree  of  scuff  resistance. 
Embedded  in  Vinyl  for  firm,  quiet,  weather-tight  fit. 

5  FULL  ONE  INCH  THICKNESS  —  "More  door  for 

your  money"  gives  you  extra  beauty  — extra  weight 
—  extra  rigidity— extra  strength  I 

6  SILL  EXPANDER  Adjusts  easily  for  snug  fit  at  the 
threshold  regardless  of  grade  or  slope. 

*fat»nf»d  matarial  u$td  by  th»  U.S.  Navy 


If  yoo'ce  iaterested  in  handling  a  line  of  ts|^  qoalitf 
aluminom  combinadott  storm  windows  md  doon» 
gar  all  the  facts  oh  Alwintitb,  manufactiued  by 
General  Bronae  Corp.  These  superior  quality  win* 
dow  and  door  isrodocts  are  backed  fay  a  terrific 
10-point  sales  stimulating  program  duK  includes 

_ ^ _ 


national  advertisinib  diqtlay  cases,  sales  training 
course,  attractive  litemturc  and  a  real  warranty.  Sev* 
era!  territories  arc  still  open  for  reliable  distribotors. 
If  you  are  well  rated  and  can  qualify,  write,  wire  or 
phtme  fmr  complete  details.  Address  your  inquiry  to 
Dept.  BS<541. 


MW^NTITE  DIVISION  •^ARDfN  CITY,  N.  Y. 


&  Home  Improvement  Dealer 
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TRIPLE  TRACK 

ALUMINUM  COMBINATION  WINDOWS 

SATIN  FINISH  •  SfRVICE-FREE  •  EASY-TO-SELL  •  PRICED  FOR  PROFITS 


LASTIKALK 

the  quality  caulking  &  pointing  compound 


Loitik  Producti  Co.,  Inc.  Iroquoli  luildlng  •  Pittiburgh,  Po.  Mu.  1  -8  3  9  3 


•  ELASTICIZED 

•  NON  STAINING 

•  EASY  TO  APPLY 

•  COLOR  HARMONY 


I 


Hints  to  Salesmen 

(Continued  from  Page  30) 

;  It  advises,  helps  and  counsels  sales¬ 
men;  especially  when  sales  are 
down. 

;  It  provides  a  wage  payment  both  of 
Security  and  Incentive. 

;  It  doesn’t  indulge  in  shady  prac¬ 
tices  which  the  honest  salesman 
can’t  condone. 

It  is  a  Firm  that  is  respected  in 
the  community  for  Reliable 
Workmanship  and  for  Living  up 
.  to  contracts  by  Material  and 
I  Time. 

Salesmen  stay  with  you  because 
j  you  treat  them  right! 

j  SI^KSICA  Business  Bulletin,  S’ovember  I’tyi 

Aluminum  Supply 

(Continued  from  Page  54) 

I  activities  going  on  at  the  present 
j  time, 

“It  is  also,  however,  a  return 
to  more  normal  market  conditions 
a  competitive  market  where  quality 
and  service  count — which  Alcoa 
welcomes.  During  this  adjustment 
period,  w’hich  we  feel  will  run  its 
course  before  too  long,  Alcoa  has 
been  able  to  maintain  a  high  rate 
of  production. 

“We  are  nearing  the  end  of  a 
large  Government-authorized  ex¬ 
pansion  in  the  aluminum  industry, 
but  we  feel  confident  that  the  in¬ 
dustry  will  continue  to  expand 
even  more  in  a  competi*^ive  climate 
in  the  years  to  come  in  order  to 
keep  pace  with  growing  markets.” 

Alumatic 

(Continued  from  Page  45) 

Mr.  Agulnick  stated,  “Our  policy 
has,  and  will  always  be,  to  strive 
for  constant  improvement  of  all 
our  products,  no  matter  how'  suc¬ 
cessful  they  may  have  been  in  the 
past.  Constant  product  improve¬ 
ment  has  helped  us  maintain  our 
(Continued  on  Page  64) 
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JALOUSIE'AND  AWNING  CO. 


SCHWAB  JALOUSIES 
ARE  EASIER  TO  SELL 


Many  exclusive  features  that 
are  practical  and  dependable 
make  SCHWAB  the  choice  on 
any  type  of  building,  resi* 
dential  or  commercial. 


DEALER  PROPOSITION 


Manufacturers  of  Technical  Products 
2612-26  N.  Martha  St.*  Phila.  25,  Pa. 


&  Home  Improvement  Dealer 


^S^MULKING  COMPOUNDS 

every  building  material! 


Whether  it’s  brick,  stucco,  asbestos-cement 
siding,  shingles,  metal  or  wood  .  .  one  of 
the  26  permanent  colors  of  CALBAR 
Caulking  Compound  will  match  or  harmo¬ 
nize  perfectly!  Non-hardening,  non-staining 
CALBAR  is  easier  and  faster  to  use  .  .  com¬ 
plies  with  Federal  and  ACPA  specifications. 


write  for  details  and  prices 


SECUR  SEAL 


Enirln»«r«d  by  SECURITT  of 
Dotroit.  a  namo  famous  for 
^  ovar  30  years  In  quality 

home  Inaulatlnf  producU. 

SECim  SEAL  DELUXE  .  .  • 

O  Can  be  ordered  K.  D.  or  Lineal 
O  Is  a  Mind  stop  installation 
O  Has  4-way  expansion 
O  Requires  minimum  equipment  investment 

SKURirrS  FABRICAnON  PLAN  INAMJS  YOU 
TO  CONTROL  DlUVIRY  OPt 

1.  Secur  Seal  DouMe  Hunp  units 

2.  Basement  Combinations 

3.  Outside  hinged  or  Inside  Casements 

4.  Sliding  Windows  and  Screetu 


EXCLUSIVE  TERRITORIES 


CUSTOM  ROLL 
F  O  R  M  I  M  G 


DO  YOU  HAVE 

THIS  SAMPLE 
OF  SECURITY'S 


ANSWER  TO  COMPETITION! 


Here  is  Security's  latest  developed  rolled  section  for  the  Storm  Window 
Fabricator  and  Dealer.  Write  today  on  your  company  letterhead  and 
request  your  sample. 


FIELD  MEN  ARE  AVAILABLE  FOR  CONSULTATION. 


O  M  P  A  li  I 


385  MIDLAND  AVE. 


DETROIT  3,  MICHIGAN 


CALBAR  PAINT  A  VARNISH  CO. 


YOU  Can  custom  fit 
ANY  SIZE  WINDOWS 


NO  DEIAYSI 


Get  details  of  this  ideal 
full-scale  or  supplemental  money-making 
dealership.  Write,  wire  or  phone  now! 


finmn  c-jfTyvir^,  ^  /  T 

Ou\JU  U  LjUIJLJ,  j^roducts,  Inc. 


000  vvcs"^  KANSAS  I  McPherson  Kansas  phon^ 


Exclusive  territories  available  for  aluminum  self¬ 
storing  combination  storm  windows  and  screens  which 
can  be  fabricated  in  your  shop  with  small  investment. 


For  immediote  delivery.  Write  for  more  informotion. 


nnfNfin  crjrxv/iiTx, 

I  UNIfOPM  TEMPI  P  A  r  u  A  I  7 

U  LjLmLrl 


^  rod  lids,  Inc. 


Alumatic 

{Continued  from  Page  62) 

enviable  position  as  the  leader  in 
the  industry!” 

To  answer  trade  demands  for  a 
“competitive,”  low  -  cost  3  -  track 
window,  Alumatic  will  unveil  an¬ 
other  “star” — a  new  Alumatic  3- 
Channel  Combination  window,  a 
high-quality  feature-packed  prod¬ 
uct  which  will  sell  below  many  of 
the  industry’s  so-called  “budget” 
windows. 

This  window  will  incorporate 
three  full  channels  for  true  self- 
.storage  and  an  ingenious  insert  re¬ 
moval  principal.  The  frame  of  this 
window  will  be  assembled  in  one 
piece  for  easy  installation.  It  has 
been  destined  for  sales  success 
ever  since  its  birth  on  the  drawing 
board.  This  companion  to  the  Alu¬ 
matic  3-Track  De  Luxe  Window  is 
intended  for  the  price-conscious 
buyer  who  insists  on  quality  for  his 
money. 

Alumatics  new  “Pathway  To 
Profits”  plan  for  additional  dealer 
income  through  sales  planning,  or¬ 
ganization,  and  promotion  will  be 
available  to  ail  dealers  who  attend. 
This  will  give  prospective  dealers 
a  picture  of  the  helps  Alumatic 
makes  available  to  its  owm  dealer 
organization. 

Preview  Performance 

A  “preview  performance”  for 
Alumatic’s  own  dealers  and  dis¬ 
tributors  will  precede  both  eastern 
and  western  meetings.  This  meet¬ 
ing  will  feature  separate  retail 
clinics  for  sales  personnel.  Mr. 
Zitomer  will  keynote  all  sessions 
and  other  portions  of  the  program 
will  be  conducted  by  Mr.  Irving 
Moss,  Alumatic’s  General  Manager 
and  Director  of  Sales,  Mr.  Ned 
Krasny,  Field  Sales  Manager,  as 
w'ell  as  other  members  of  the  Alu¬ 
matic  organization. 

Last  year,  Alumatic  held  its  kick¬ 
off  meeting  at  the  Park  Sheraton 
Hotel  in  New  York  also.  Approxi- 

{Continued  on  Page  66) 
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I  CAN’T  aflford  it! 


INSEIVKOOD 

In  ih«  'o****  ' 


INSHSTONE 


Jobber  Q 


Dooler  O 


&  Home  Improvement  Dealer 


No  mcritor  how  good  your  storm  window, 
your  customer  won’t  bo  sotisflod  unless  it 
seels  permanently  against  dust,  drafts, 
and  moisture.  Detroit  Macoid  can  give  you 
increased  customer  satisfaction  through 
a  BETTER  PROFILE  that  makes  a  BETTER 
SEAL.  Macoid  was  the  first  American  firm 
to  extrude  vinyl.  With  their  years  of  expe¬ 
rience,  combined  with  the  most  modem 
facilities  available,  Maceid  can  design, 
compound,  and  extrude  your  profile  in 
any  length  in  any  degree  of  hardness, 
flexibility,  or  color.  Macoid  will  send  you 
an  immediate  quotation  upon  receipt  of 
your  profile  sketch. 


AT  NO  IXTIA  COST-nmOl  PROnCnON 

Because  we  compound  the  materials  in 
our  own  plant,  we  will  incorporate  a  fimgr- 
ckfn  of  no  extra  ccwt.  - 


DETROIT 


mm 

CORPORATION 

13340  CLOVnDALl 
DITROrr  4,  NUCHIOAN 


Alumatic 

{Continued  from  Page  64) 

mately  500  present  and  prospective 
!  dealers  and  distributors  were  ex¬ 
pected,  but  over  1,000  crammed 
through  the  doors  of  the  Manhat- 
!  tan  hotel  to  view  the  company’s 
i  new  products  and  to  hear  of  its 
future  plans.  The  same  success  is 
expected  this  year.  Mr.  Agulnick 
i  stated,  “Every  dealer  owes  it  to 
himself  to  keep  abreast  of  the 
latest  trends  by  attending  these 
meetings.’’  Although  combination 
window  dealers  in  all  areas  of  the 
country  are  cordially  invited  to  at¬ 
tend,  admission  to  both  meetings 
;  will  be  by  reservation  only  and 
I  there  is  no  admission  charge.  Re¬ 
quests  for  reservation  tickets 
should  be  addressed  to  the  Alu¬ 
matic  home  office  at  2081  S.  56th 

i  Street,  Milwaukee  14,  Wisconsin. 

i 

"My  Name's  Smith" 

{Continued  from  Page  35) 

j 

“My  Name’s  Smith’’  or  How  To 
you  are  saying.  Try  to  vary  the 
speed  of  your  speech  and  be  sure 
to  raise  and  lower  your  voice  as 
I  you  talk. 

Put  personality  in  your  voice. 

I  Don’t  talk  in  monotones  or  in  a 

I 

:  sing-song  fashion.  One  well  known 
i  sales  authority  tells  his  sales  train- 
j  ees  to  “Talk  fast,  talk  slow,  talk 
I  high  talk  low,’’  to  make  their  voices 
more  interesting. 

Most  authorities  on  salesman- 
!  ship  rate  the  approach  as  more 
I  important  than  the  close.  They 
maintain  that  what  takes  place  in 
the  first  minute  that  you  are  with 
a  prospect  is  responsible  for  75 
per  cent  of  the  outcome  of  your 
interview. 

The  approach  is  important,  be¬ 
cause  its  purpose  is  to  gain  the 
undivided  attention  of  the  pros¬ 
pect.  If  you  do  not  have  the  atten¬ 
tion  of  your  prospect,  there  is  no 
I  need  to  waste  your  time  trying  to 
I  sell  him.  It  just  can’t  be  done, 
j  A  few  poor  approaches  that 
1  salesmen  are  using  every  day  are : 


“I  was  in  your  neighborhood  and 
thought  I  would  drop  by  and  see 
you.’’  (This  implies  that  the  pros¬ 
pect  is  not  important  enough  to 
rate  a  special  call.) 

“My  name  is  Smith.  I  represent 
the  ABC  Company.’’  (So  what!) 

“My  company  is  conducting  a 
sales  contest.’’  (Why  should  the 
prospect  care?) 

“I’d  like  to  interest  you  in  a  — .” 
(Sure,  and  so  would  many  other 
.salesmen.) 

Approaches  like  these,  if  they  do 
happen  to  get  an  interview  for  the 
.salesman,  will  start  the  interview 
on  the  wrong  foot.  The  object  of 
the  approach  is  to  get  the  pros¬ 
pect’s  favorable  attention.  For 
example,  if  you  walked  up  to  a 
prospect  and  slapped  him,  you 
would  get  his  immediate,  undivided 
attention ;  but  it  certainly  wouldn’t 
be  favorable  attention. 

Obviously  the  approach  used  on 
a  “cold  turkey’’  call  should  be  dif¬ 
ferent  from  one  used  on  a  prospect 
who  has  phoned  the  company  and 
requested  that  a  .salesman  call,  but 
basically  they  mu.st  be  the  .same. 
Both  must  immediately  focus  the 
prospect’s  attention  on  what  the 
.salesman  is  .saying  or  doing. 

One  “high  income’’  jalousie  .sale.s- 
man  I  know  opens  a  canvass  call 
with  the  que.stion:  “What  do  you 
use  your  porch  for  in  the  winter?’’ 
Let’s  analyze  his  approach. 

Salesman’s  Name 

Should  the  salesman  first  give 
his  name  and  the  name  of  his  firm? 
Actually,  the  prospect  is  not,  at 
this  point,  interested  in  knowing 
either.  It  is  very  doubtful  if  he 
would  remember  the  salesman’s 
name  even  during  the  short  period 
of  the  approach. 

Should  the  salesman  tell  the 
prospect  in  his  first  sentence  what 
he  is  trying  to  sell?  If  he  did,  he 
would  rob  his  approach  of  its 
curiosity  appeal.  The  prospect 
wants  to  hear  more  so  that  he  may 
learn  what  the  salesman  is  selling. 

Should  the  .salesman  start  his 
approach  with  a  question  ?  A  ques- 
{Continued  on  Page  68) 
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IMPROVES  YOUR  PRODUG 


amazing  new  two  color  ROLL  COAT  costs  less  than 
you  pay  for  one  color  enameled  coil  strip 


Hera’s  fhe  “silver  lining”  that  adds  new  eye  •  •  •  buy  appua/  , . .  to  year  awnings.  ROLL 

COAT — the  new  continuous  cooting  process  for  olumlnum  coil  strip— gives  you  SOLID 
WHITE  on  one  side,  SOLID  COLOR  on  the  other  (15  gorgeous  jewel  tone  “DULUX”  colors 
by  Dupont).  ROLL  COAT  aluminum  strip  con  be  easily  formed  into  ony  desired 
awning  shope  without  marring  the  finish.  “Alodine”treoted  and  oven-baked, 

,  ROLL  COAT  achieves  a  rich  new  beauty  of  finish  . . .  deep  lustrous 
color  and  gloss  .  ,  .  that  you  must  see  to  appreciate.  Compare 
ROLL  COAT— both  in  cost  and  quality- with  any  other 
product  on  the  morket.  Send  for  your  free  samt^le  todoy. 


SAVES  YOU  CUANING... SPRAYING... BAKING 
"WITH  ROLL  COAT  YOU'RE  READY  TO  ROLL" 


I 

NAAUf 

'NO/V/Ou^j 

^ODRess 

City 


INCORPORATID  *  PiNDLETON,  INDIANA  L. 

Phone  Pendleton  500 


"My  Name's  Smith" 

(Continued  from  Page  66) 


TiWirat 


TUM-IUK  MO.  u.  I.  MT.  0». 


Ptwfuef  end  Plan 


r.,  Slrl  «.  hay.  both  I  TOP  PBODOCTS  anb  » 
POWKRFPL  SALES  PLVjt 

*bt«5TOCRAT  SAI^  corporation  has  a 

coaplS:  ' 

inum  window  conditioning  fieia. 

radiation  bs^T^l 

You'ra  walcooe  to  observe  t^ 
operation.  SiJ^^*‘j^5^JoCwlT*LINE I  Unique 

3«oXS£^i5«iSS. 

May  we  expect  yout 

SStSS?  ISS'corp. 

MICHAEL  J.  BUCK 
PRESIDENT 

bit  about  youraelf  # 


•  13*  VAN  WINKLI  AVt,  GARFIELD.  NEW  JERSEY  GRayory  3-1070 


I  tion  always  makes  a  ^ood  opener. 
A  prospect  must  pay  attention  to 
a  question  if  he  is  to  answer  it. 

Does  the  first  sentence  of  the 
approach  insure  a  response  from 
the  prospect  that  will  allow  the 
salesman  to  continue?  Regardless 
of  what  the  prospect  answered  to 
this  salesman’s  approach,  he  could 
continue.  If  he  had  asked  instead, 
“Would  you  like  to  have  your  porch 
enclosed?’’;  the  prospect  might 
have  said,  “I  prefer  my  porch 
I  exactly  as  it  is.’’ 
i 

Curio.sity 

This  type  of  approach  is  called 
the  curiosity  approach  and  its  uses 
are  endless.  We  are  all  curious, 

I  and  we  are  always  willing  to  pay 
1  attention  to  a  salesman  who  arouses 
our  curiosity. 

I  The  next  step  in  this  particular 
salesman’s  approach  is  to  hold  up 
his  jalousie  sample  and  say,  as  he 
gives  the  glass  louvers  a  resound- 
I  ing  thump  with  his  knuckles,  “You 
can  enjoy  your  porch  in  the  winter, 
as  well  as  the  summer,  after  you 
install  CLEARVIEW  Jalousies. 
Have  you  ever  considered  enclosing 
your  porch?’’ 

In  this  step  of  the  salesman’s 
approach,  he  begins  to  dramatize 
his  product  and  to  qualify  the  pros¬ 
pect.  All  during  the  interview  this 
salesman  makes  the  prospect  take 
an  active  part  in  the  conversation 
and  demonstration.  In  this  manner 
he  not  only  holds  the  attention  and 
interest  of  the  prospect,  but  he  also 
learns  on  what  subjects  to  base  his 
sales  appeals. 

At  this  point,  I  would  like  to 
stress  the  importance  of  the  use  of 
samples  by  canvassers  and  sales¬ 
men.  Many  men^  feel  that  to  walk 
down  the  street  with  a  .sample  in 
their  hands  puts  them  in  the  cla.ss 
of  a  peddler.  Well,  let’s  face  it, 
boys,  that's  jiist  what  we  are! 
There  is  no  reason,  however,  to  be 

(Continued  on  Page  70) 
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Exclusive  features  mean  a  superior  product 


Adjustment  Each  Side 


Exclusive  Ex-fand-O 
Corners* 


(no  cutting) 


ALUMINUM 

SILVER  JALOUSIE 
WINDOWS 


'interlocking 
operator  bar 
weather 
strips  the 
sides.  * 


Exclusive  stainless  steel 
wedges  to  hold  glass  without 
screws.* 


Exclusive  2^^  adjustment  in  width. 
One  inch  expansion  on  each  side. 


Save  10%  on  special  sizes  because  Silver  Jalousies  have  a 
2'^  expansion  and  are  available  at  T'  intervals  completely 
eliminating  the  extra  cost  for  odd  sizes.  Interlocking  operator 
bar  weather  strips  the  sides  and  permits  free  closing  of 
louvres.  The  problem  of  rattling  louvres  has  been  solved  by 
a  special  wedge  in  the  clip  construction  that  gives  100% 
more  holding  surface.  All  these  SILVER  LINE  features  aad 
up  to  a  50*%  saving  on  installation  costs  for  you. 


THEY  EXPAND  TO  FIT  EVERY 
REQUIREMENT 


And  more  sales  mean  greater  profits  for  you 


QUALITY  ENGINEERED  for  a  lifetime  of  service 
with  63  ST>5  extruded  aluminum.  Easily  installed 
by  conventional  methods  and  infinite  range  of 
sizes  available  by  means  of  the  exclusive  feature 
Ex-Pand-O  (no  cutting)  eliminates  mistakes  in 
measuring. 

Mullions,  when  needed,  are  i/IOth  the  cost  of 
others  and  are  simple  to  install. 


<S  Home  Improvement  Dealer 


*Patcnt  Panding 

For  further  information  and  literature,  write  to: 

UNION  MACHINE  COMPANY 

708  COLFAX  AVENUE 
KENILWORTH,  NEW  JERSEY 
UNionville  2-9020 
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>e  Awnings  and  more 
standard  stock  of  . . . 


you  can  make  any  size,  shape, 

color  combination  and  design  Awning 
from  these  10  basic  parts! 

simple  to  assemble  as  a  child's  toy! 


Take  3  simple  measurements:  width, 
drop  and  projection.  Determine  the  num¬ 
ber  of  ports  you  will  need.  Reach  into 
your  stock  of  standard  packaged  ports — 
then  assemble  the  Awning  quickly  ond 
easily  on  location  or  in  the  shop.  No  spe¬ 
cial  tools  required.  The  ports  ore  pre¬ 
cision  manufactured  and  engineered. 


immediate  delivery  means 

immediate  Profits! 


Only  SHADE  King  ventilated  aluminum  awnings  can 
give  you  and  your  customers  such  outstanding  features. 
Economy — immediate  delivery — quick,  simple  assembly 
on  the  job  or  in  the  shop — immediate  profits — no  speciol 
machinery  or  tools  to  buy — strength  and  beauty.  Why 
speculote  when  you  con  be  sure  with  SHADE  King! 
Write  today 

profitable  dealerships  available! 


strongest  —  most  beautiful  —  ventilated 
aluminum  awning  on  the  market  today! 


ARISTOCRAT  OF  AWNINGS 


BUTLER  STAMPING  CO.,  Butler,  Pa 


"My  Name's  Smith" 

{Continued  from  Page  68) 

ashamed  of  it.  Let’s  be  good  ped¬ 
dlers  !  And  to  be  a  successful 
peddler,  we  must  be  able  to  show 
our  wares. 

If  it  is  impossible  for  you  to 
obtain  a  sample  or  model  of  the 
product  you  sell,  get  a  part  or 
section  of  it.  Have  something  you 
can  put  into  the  prospect’s  hands 
and  demonstrate.  Top  notch  in¬ 
tangible  salesmen  know  the  impor¬ 
tance  of  having  something  for  their 
prospects  to  see  and  to  hold.  They 
devise  elaborate  sales  tools  and 
presentations  to  accomplish  this. 

Let  your  sample  help  you  attract 
and  hold  the  attention  of  your 
prospect.  Nothing  else  can  do  the 
job  as  well. 

The  above  mentioned  salesman 
doesn’t  immediately  introduce  him¬ 
self  to  the  prospect  when  answer¬ 
ing  a  telephone  lead.  Instead,  he 
holds  up  his  sample  and  says. 
“Here’s  your  jalousie  man.”  After 
he  is  in,  he  introduces  himself. 

Senses  Play  Part 

In  the  approach,  as  in  all  phases 
of  the  sales  process,  the  prospect’s 
senses  play  a  large  part  in  his 
reactions.  These  senses  are  sight, 
hearing,  feel,  smell  and  taste.  In 
most  home  improvement  products, 
the  salesmen  can  bring  into  play 
the  prospect’s  sense  of  sight,  hear¬ 
ing  and  feel. 

Psychologists  say  that  sight  is 
the  most  important  sen.se.  They 
have  determined  that  it  rates  87% 
in  importance.  Next,  they  rate 
hearing  at  seven  per  cent  and  the 
other  senses  make  up  the  remain¬ 
ing  six  per  cent. 

You  can’t  hold  your  prospect’s 
attention  very  long,  so  make  that 
first  minute  count.  Make  your 
prospect : 

1.  Be  favorably  impre.s.sed  by 
your  looks,  posture,  and  ex¬ 
pression. 

2.  Be  favorably  impres.sed  by 
{Continued  on  Page  74) 
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ifs  CLASS/ 


with  NEW  improved  TRIPLE  TRACK  action 

Aluminum  Combination  Weather  Window 
A  PRODUCT  OF  STORM  SASH,  INC. 


Far  and  away  the  best  in  its  class.  The  Stormaster  offers 
every  sellable  feature  the  home  owner  wants,  features  you 
distributors  and  dealers  will  recognize  immediately.  And 
here’s  something  else.  Because  every  Stormaster  product 
is  quality  controlled  within  our  own  plant  from  smelting, 
extruding  and  production,  we  are  able  to  offer  lower 
prices  and  faster  deliveries — TWO  big  factors  that  make 
real  profits  for  you.  ^ 


Ditiribwters  •  dealers,  get 
the  facts  behind  the  com¬ 
plete  line  of  Stormaster 
Combination  Windows 
and  Doors. 


STORM  SASH,  INC. 

706  SOUTH  STATE  •  GIRARD,  OHIO 
ALL  INQUIRIES  TREATED  CONFIDENTIALLY 


I  AM  A  DEALER 


MAIL  THIS  COUPON 

TODAY, 


ADDRESS 


ZONE 


STATE 


&  Home  Improvement  Dealer 
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concrete  blocks.  A  crew  of  experi¬ 
enced  applicators  finished  this 
home  in  a  day  and  a  half. 

Another  reason  he  switched  to 
Quikbrik  construction  is  the  fact 
that  it  has  all  the  fine  qualities  of 
face  brick.  It  is  a  patented  prod¬ 
uct  of  pulverized  hard  burned  face 
brick  with  added  improvers.  The 
method  of  application  is  simple, 
cuts  costs,  but  the  facing  w'hen 
hardened  is  real  brick. 

Mr.  E.  Krafcsik,  owner  of  this 
home,  says,  “We  are  the  proud 

Cinder  Block  Home  Converted  To  Brick  At  Low  Cost  owners  of  the  show  place  on  our 

street.  Another  point,  our  insur¬ 
ance  rates  are  lower.” 

This  one  story  home  constructed  cost  as  Quikbrik  and  without  the 
of  concrete  blocks  and  finished  distinctive  rich  quality  of  real 
w’lth  Quikbrik  is  the  answer  to  bet-  brick. 

ter  built  brick  homes  for  the  low  The  amazing  point  is  that  this  'Natural  Look'  Decreed 
price  field.  house  sold  for  $1,000  more  than  por  New  Kitchens 

Mr.  Fay  Mor.se,  contractor  of  similar  painted  concrete  block  The  “natural  look”  is  the  latest 
Royal  Oak,  Michigan,  has  stated  homes  built  by  Mr.  Morse  and  thing  in  American  kitchens,  home 

that  to  face  this  home  with  ordin-  earned  an  additional  $600  which  al-  decorating  experts  report, 

ary  brick  would  involve  consider-  mo.st  doubled  his  net  profits.  The  “natural  look,”  they  say,  is 

ably  higher  cost.  This  same  house  The  ea.se  of  finishing  is  a  prime  a  happy  compromise  between  the 

built  with  shiplap  or  asbestos  sid-  factor  for  base  materials  can  be  .severe  hospital-white  of  a  few 

ing  would  be  about  the  same  in  low’er  in  co.st  especially  cinder  and  {Continued  on  Page  87) 


OVER  Va  million  PARKCHESTER  WINDOWS  NOW  IN  USE! 
INTRODUCING— All  TROUBLE  FREE* 


PARKCHESTER  ^400’ 

AM  ■  An  m  m  A  a  m  n.  m  m  m  a  a  a  m  a  m  a  a  m 

$1^50 


ALL  ALUMINUM  COMBINATION 

STORM  &  SCREEN 

WIXDOWIS 


K.D.  UP  TO  40  X  80 
FRAME  SIZE 


★  SMOOTH  TO  OPERATE 

★  EASY  TO  DEMONSTRATE 

★  GLIDE  “0“  LOCK  FOR  ADJUSTABLE  VENTILATION 

★  DESIGNED  AND  PRICED  FOR  VOLUME  SALES 

The  Leader  Window  You  Really  Sell! 


*  MORE  PROFIT 

MANUFACTURERS  OF  A  COMPLETE  LINE  OF  CASEMENT 
SCREENS  •  WICKETS  AND  STORM  PANELS 


Factory: 

PAMCO  WINDOW  MFG.  CO..  INC. 
1651  E.  233rd  Street 
New  York  U,  N.  Y. 
FAirbiRks  4-7233 


FKtery  Branch: 

TRENTON  STORM  WINDOW  CO.,  INC. 
128  South  Warren  Street 
Trenten,  N.  J. 

TRenton  4-3940 


DISTRIBUTORS  WANTED 
K.D.  OPERATORS  WANTED 
Factory  Branch: 

PARKCHESTER  OF  WILMINCTON,  INC. 
723  New  Castle  Avenne 
Wilminiton,  Del. 
WllninKten  4-9988 
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THE  NATION’S  FINEST 
TRIPLE  TRACK 
COMBINATION 
ALUMINUM  WINDOW 


distributors,  distributors 


distributors  from 


many  mafor  trading  areas  across 


the  country 


enthusiasticaiiy  accioimed 


Tri-Seai’s  new  engineering 


triumph!  We  say— SEE  IT  and  you 


too,  will  applaud  the  Tri-Seal 


gadget-free,  feature-packed 


triple  track  combination  aluminum 


storm  window!  It  is  superbly 


designed  and  masterfully 


produced  to  give  a  life-time  of 


trouble-free  service 


It’s  easier  to  operate,  simple  to 


demonstrate,  completely 


foolproof.  Acclaimed  the  nation’s 


finest  window 


produce  more  SALES  & 


GREATER  PROFITS— FOR  YOU! 


th.  CHARLES 


Don^t  Deloy— Acf  Today 
WRITE  ^PwiRE 


get  the  facts 


the  TRI-SEAL  story 


the  exclusive  features  of  the 


new  TRI-SEAL  triumph.  Don’t 


let  the  profitable  TRI-SEAL 


franchise  in  your  market  go 


to  competition . . .  ACT  TODAY 


T"I-SEAI  triple  track  features 


Crofi  f€Hon  vimw  of 


»•  Top  glou,  2.  Kroon,  3.  horunn  gW 

fMpandor  framo,.  Bvih.in  woafhor 
•dipping.  Cootrollod  vonHIoHoh. 
AVwfodr/ng  mootktg  railg. 


mxduthfo  heking  footvro. 


228  NEW  STREET  •  PHILADELPHIA  6,  PA.  •  PHONE  WAlnut  2-2660 


Manufaclwr«r  of  2  onrf  3  Track  Aluminum  Combination  Storm  Windows  and  Doors  •  Screons  •  Casomont  Windows  •  Sliding  Ronch  Tygo  Windows 


&  Home  Improvement  Dealer 
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Oteck  These 

Important 

features 

That  Mean 

MORE 

VOLUME 

for  You 


"My  Name's  Smith" 

(Continued  from  Page  70) 

what  you  say  and  the  way 
you  say  it. 

3.  Look  at  and  handle  a  sample 
of  your  product. 

4.  Answer  questions. 

When  you  successfully  accom¬ 
plish  these  objectives,  you  are 
ready  to  take  the  next  step  in 
completing  the  sale.  The  step  in 
which  you  develop  your  prospect’s 
interest  and  desire.  This  step  will 
be  discussed  in  the  next  article  in 
this  series. 


Ornamental  Iron 


ELLWOOD 


Aluminum 

Combination 

Door 


- THE  BEST  QUALITY,  FINEST - 

ENGINEERED  DOOR  IN  THE  TRADE 


*  Double  Locked  ingerts 

*  Simple  Bottom 
Adjugtment 

*  Stainlegg  Steel  Hingeg 

*  Aluminum  Sateen  Wire 

*  Competitively  Priced 

Your  salesmen  can’t  miss  with  the  EUwood 
Donor  ,,,  it  hag  everything  their  customers 
want,  dozens  of  sale-closing  features. 


•  Heavy  Corner 
Congtruetion 

•  Top  Quality  Latch 

•  Super  Heavy  Kick  Panel 

•  Storm  King  Door  Cheek 

•  Quick  Change  from  Glass 
to  Screen 


★  Mai!  The  Coupon  Today  For  details  a 


THE  ELLWOOD 


Ellwood  City,  Penno. 

Please  send  me  complete  information. 

I  am  o: 

NAME . 

COMPANY  . . 

ADDRESS  . 


Phone  PLaza  8-7588 

Q  Dealer 
Q  Distributor 


(Continued  from  Page  37) 

instances.  Used  car  lots,  florists, 
cemeteries,  schools,  specialty  shops 
and  businesses  of  practically  every 
description  are  using  iron  in  their 
outdoor  signs  to  denote  quality  and 
distinctiveness. 

Many  people — perhaps  you  are 
one  of  them — ^just  haven’t  been 
aware  of  the  impact  ornamental 
iron  has  made  not  only  in  the  build¬ 
ing  world  but  in  the  promotion  and 
advertising  business. 

The  society  section  of  THE  COM¬ 
MERCIAL  APPEAL,  Memphis, 
one  recent  Sunday  morning  an¬ 
nounced  on  its  front  page,  by 
means  of  pictures  and  editorial 
matter,  the  engagements  of  four 
Memphis  girls.  Every  one  of  these 
young  ladies  had  their  picture 
taken  by  different  private  photog¬ 
raphers,  yet  every  one  was  posed 
against  a  background  of  ornamen¬ 
tal  iron. 

The  next  time  you  are  spending 
an  evening  at  the  movies,  or  watch¬ 
ing  television,  pay  particular  at¬ 
tention  to  backdrops  and  notice 
how  many  times  ornamental  iron 
is  used. 

Thumb  through  a  few  of  the 
leading  consumer  magazines  which 
appeal  to  women  o,*  to  home  im¬ 
provements  and  count  the  number 
(Continued  on  Page  76) 
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t  t  9  t 


The  Name  of » 


Champion 


is  your  Protection 


First  .  .  . 

^Triple-Track  Window 

*  Designed  in  New  England 

*  Made  in  New  England 

*  For  New  Englanders 

*  By  New  Englanders 

Proven  and  tested  by  the  Champion  engineers,  at  last, 
a  combination  storm  window  that  is  qualified  to  meet 
the  public  expectations  and  approval. 

Every  moving  part  completely  weatherstripped.  Rigid, 
durable  construction  of  extruded  aluminum.  Heat 
treated  for  added  strength  and  surface  hardness. 
Derive  the  benefits  of  scientifically  treated  glass. 
Adjustable  ventilation  to  any  desired  height — A  clean, 
gadget-free  window  eliminates  service.  Simple  on-the¬ 
casing  installation. 


Last  •  •  •  but  not  least.  Maintenance  is  cut  to  a 
minimum,  a  labor-saving  device  for  the  home  owner. 
Screen  on  the  inside  channel  can  be  adjusted  to  top 
and  bottom  ventilation  or  storage.  Ease  of  handling 
and  operation  —  no  special  tools  or  equipment  re¬ 
quired.  Locking  devices  on  top  and  bottom  prevent 
any  unauthorized  entry  from  outside  of  home.  Custom- 
built  —  competitively  priced. 


BENART 

s  PlICITY 


Always  ...  ask  for  the  "BENART”  Tri-Plicity 
(the  champion  of  the  triple-track  windows)  and  be 
assured  of  Quality,  Endurance,  and  Efficiency.  To  see 
it  is  to  appreciate  it  —  sell  it  and  derive  full  benefits 
of  radiation. 


Made  by 


PIOR  WNDONS,  INC. 

1252  Boylston  St.  Boston  15,  Moss. 

Phone:  Commonwealth  6-5122 


A  CLstoMcr 


.ustomer 


Only  New  England  dealer  inquiries  invited.  Full  field  advisory  assistance.  Advice  and  promotion  suggestions. 


<S  Home  Improvement  Dealer 
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New  Jalousie 
Distributor  Plan 

American  Aluminum  Products  offers  you  two  new 
K.  D.  Jalousies.  THE  AMERICAN  STANDARD  —  o 
quality  jalousie  priced  with  the  lowest  and  the  new 
revolutionary  SEAL- VENT,  the  jalousie  with  more 
outstanding  and  exclusive  features.  In  a  late  No¬ 
vember  Builders  Show,  architects  and  builders  pro¬ 
claimed  Seal-Vent  the  finest  on  the  market  today. 
As  one  leading  architect  stated,  "why  hasn't  some¬ 
one  thought  about  using  this  outer  sealing  frame 
feature  before." 

We  offer  you  the  finest  quality  in  these  two  jalousies 
—  but  the  lowest  prices  in  the  industry. 

Write  today  and  get  the  facts  on  how 
we  can  give  you  the  lowest  price  but  still 
maintain  the  highest  quality. 

American  Aluminum 
Products,  Inc. 

P.  0.  Box  192,  International  Airport 
Miami  48,  Florida 


Ornamental  Iron 

{Continued  from  Page  74) 

of  times  ornamental  iron  appears 
in  advertisements  and  as  integral 
parts  of  fashion  and  home  decorat¬ 
ing  pictures. 

Ornamental  iron  is  being  repro¬ 
duced  on  designs  of  wall  papers.  It 
is  even  being  made  out  of  papier 
mache  arid  used  by  shops  and  de¬ 
partment  stores  for  decorating 
their  display  windows. 


Actually,  people  see  so  much  or¬ 
namental  iron  most  of  them  aren’t 
aware  that  it  plays  such  a  promi¬ 
nent  part  in  their  everyday  living. 
It  is  up  to  the  nation’s  building 
material  and  home  improvement 
dealers  to  point  out  and  pass  on  to 
the  consumer  the  story  of  orna¬ 
mental  iron. 

Tell  the  story  of  ornamental  iron 
to  at  least  one  person  every  work¬ 
ing  day.  It  will  be  a  profitable 
story! 


Dealer  Advertising 

{Continued  from  Page  38) 

fied  section  of  any  given  news¬ 
paper.  Telephone  classified  adver¬ 
tising  directories,  of  course,  are 
placed  on  a  year  basis. 

RADIO  TV: 

The  advantage  of  radio  and 
I  televi.sion  lies  in  the  fact  that  a 
;  local  station  or  stations  can  be 
I  used  to  deliver  a  large  number  of 
I  “spot”  (i.e.,  short  announcements 
i  of  20  seconds  to  1  minute  length) 

I  commercials  at  relatively  low  cost. 

'  Here  the  message  must  be  short 
,  and  sweet.  Repetition  and  satura- 
;  tion  are  the  bywords.  Say  one 
'  thing,  say  it  simply,  say  it  often. 

In  the  words  of  one  evangelist, 

'  “Fir.st  I  tell  ’em  what  I’m  gonna 
'  tell  ’em.  Then  I  tell  ’em.  Then  I 
t  tell  ’em  what  I  told  ’em.” 

'  Television  has  one  advantage 
over  radio  in  that  it  is  also  a  visual 
j  salesman.  “Know-How”  through 
“Show-How”  sells  here  too,  but 
must  be  kept  far  .simpler  than 
!  newspaper  illustrations. 

i  “Spot”  Radio,  TV 

i 

j  When  contemplating  “spot” 
radio  or  television,  the  Home 
Improvement  Dealer  should  not 
overlook  the  opportunities  of  buy¬ 
ing  “spots”  in  the  middle  of  an 
established  show.  These  are  called 
“participating  spots”  and  give  the 
appearance  and  impact  of  sponsor¬ 
ing  the  program  upon  which  they 
appear.  A  good  example  of  this 
can  be  found  by  watching  those 
early  American  movies  most  TV 
.stations  carry  at  midnight  —  spot 
announcements  on  these  programs 
are  called  participations. 

Another  advantage  of  “spot” 
announcements  is  that  you  ride  on 
the  coattails  of  nationally  recog¬ 
nized  programs,  by  buying  adja¬ 
cencies  to  network  programs.  For 
example  a  local  “spot”  either 
before  or  after  Arthur  Godfrey’s 
network  show.  By  being  close  to 
“big  time”  company  in  radio 

{Continued  on  Page  78) 
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TESTED! 


TO  WITHSTAND 
EXTRAORDINARY  WEIGHT 
WITHOUT  SAGGING! 


HEAVIER... THICKER. 
...STRONGER... 
THAN  ANY  DOOR 


THRU  THIS 
DOOR.« 


Ready  Now! 

THE  GREAT  19S4  MODEL 


^PASS 

STprofits 

GALORE! 


Years  in  the  making  .  .  .  Here's  a 
door  that  goes  all  out  to  meet  com¬ 
petition.  Rich  in  features  of  the 
future  with  exciting  appeal  to  your 
customers.  Priced  as  low  as  the 
lowest.  Precision  built  to  compete 
with  the  finest  by  all  quality  stand¬ 
ards.  A  proud  product  of  the  Ther- 
malume  Corporation  whose  years 
of  engineering  experience  and  skill 
are  your  assurance  of  maximum 
satisfaction  in  aluminum  products. 


CHECK 


THESE  SELLING  FEATURES 


•  Mode  of  63ST5  heat  hard¬ 
ened  aluminum. 

•  Heavier  —  stronger!  More 
than  one  inch  thick. 

•  New  type  hinges  with  full 
mortising. 

•  Precision  constructed  .  .  . 
they  open  at  a  touch. 

•  Lifetime  service. 


WRITE  o  WIRE  •  PHONE  TODAY  "^—^  238 

for  details  and  prices  cn  the  fabulous  1954  NU-SEAL  DOOR 

THERMALUME  CORP. 

94  JOHNSON  STREET,  NEWARK,  N.  J.  Mitchell  2-6861 


&  Home  Improvement  Dealer 


Dealer  Advertising 

(Contimied  from  Page  76) 


Priced  for  Profit. 
Built  for  Beauty! 


and/or  TV  your  prestige  is  in¬ 
creased.  Being  close  to  “big  time” 
company  in  local  newspapers  gen¬ 
erally  means  that  you  suffer  by 
comparison. 

And  in  radio  and  TV  you  can 
slant  your  copy  for  the  time  of 
day.  In  the  daytime  your  message 
can  appeal  to  the  housewife,  in  the 
evening  to  the  breadwinner. 

OUTDOOR  ADVERTISING: 

Billboards,  Highway  Signs,  Sky¬ 
writing,  Balloons,  etc.  While  major 
highway  locations  are  usually  sold 
on  a  regional  basis  to  major  adver¬ 
tisers,  Home  Improvement  Dealers 
can  use  painted  signs,  strategically 
located  in  or  near  the  centers  of 
their  market,  or  on  the  way  to 
their  office  or  showroom. 

In  most  cities  Home  Improve¬ 
ment  Dealers  will  be  able  to  pur¬ 
chase  advertising  space  in  and 
upon  the  exteriors  of  buses,  street¬ 
cars,  etc.  There  is  generally  in¬ 
volved  a  production  cost  (printing, 
artwork,  etc.)  in  “transportation 
advertising”  which  makes  it  useful 
only  on  a  large  scale.  The  sales¬ 
man  for  this  medium  in  your  area 
will  gladly  explain  the  details  to 
you. 

HANDBILLS : 

You  can  have  simple,  effective 
handbills  prepared  by  your  local 
printer  at  low  cost.  These  can  be 
distributed  by  boy  scouts,  or  other 
children  of  school  age :  under 
doors,  stuffed  into  mail  boxes, 
under  windshield  wipers,  or  places 
where  large  numbers  of  people 
congregate. 

MANUFACTURERS’  AID: 

The  manufacturers  of  the  prod¬ 
ucts  you  sell  supply  various  adver¬ 
tising  tools  for  your  benefit.  Study 
them  critically  in  the  light  of  what 
they  can  do  for  you  in  particular 
in  your  specific  market  area.  And 
use  the  gcod  material  generously. 
These  materials  include:  colorful 
illustrated  brochures  on  your  prod- 

(Continiied  on  Page  80) 


TRIPLE-TRACK 


EXCLUSIVE  . . .  4-tvay  adjustable  expansion  frames. 
Makes  custom-fit  installations  profitable/ 


#  63  ST>5  Extruded  aluniinum 

#  Self-storing 

#  3  Sliding  Inserts 

#  Alclad  screening 


#  Stainless  steel  springs 

#  Finger-tip  Control 

#  Weatherstripped  sills 

#  All  Hardware  Included 


For  Further 
Information, 
including 
price  list, 
call  or  write: 


BENART  Windows  are 
FULLY  WARRANTED 
for  parts  and  mechanical  defects. 

EXCLUSIVE  TERRITORIES  AVAILABLE 
for  DISTRIBUTORS  and  K-0  OPERATORS 


EVANS  TERMINAL,  HILLSIDE,  N.  J 

EUzabeth  4-2333 


JANUARY  1954  BUILDING  SPEQALTIES 


A  BRAND  NEW  WINDOW  I  by  I  KAYSER 


.m 


suMwniiiiiiiiiiiiiiira 

MADE  TO  SELL  . . . 
AS  TODAY'S  NABKET 
WANTS  TO  BE  SOLD  . . . 
BY  QUALITY. 
PEBFOBMANCE, 
APPEABANGE 


I 


MiiL  mm 


TODAY  FOR  FIRST 
OPPORTUNITIES  IN 
TERRITORIES  AND 
FRANCHISES 


I 


OTHER  KAYSER  PRODUCTS  that  spell  profit  and  prestige: 

KAYSER  Chain-Link  FENCES 

KAYSER  Casement  STORM  WINDOWS 

KAYSER  Aluminum  Tension  WEATHERSTRIPPING 


m 


AND  PRICE! 


KAYSER'S  new  economy  extruded  all-alumi¬ 
num  storm  and  screen  window  is  a  master¬ 
piece  of  design  engineering.  A  double-hung 
unit  of  amazing  strength  and  operational 
ease,  it  is  precision  made  to  provide  top 
quality  protection  and  performance  at  mod¬ 
est  cost.  Installation  is  simple,  and  non-time¬ 
consuming.  Call-backs  for  service  are  des¬ 
tined  to  be  rare.  Here's  an  opportunity  to 
serve  the  mass  market  in  your  area  with  a 
quality  product  you  can  be  proud  to  fea¬ 
ture  and  one  which  achieves  the  highest 
margin  of  profit  for  you  through  volume 
sales  and  discounts. 


A  ft  B  MANUFACTURING  CO. 

10441  Metropolifan  Avenue 
Kensington,  Md. 

Send  complete  details  on  becoming  o: — 

Q  Dealer  □  Distributor  for  the  new 
KAYSER  STORM-SCREEN  WINDOW. 


City  ft  State. 


uuimroiA'imiiai 


WIoKZHaCIalel 


&  Home  Improvement  Dealer 


SKY  HIGH  PROFITS  WITH 


mallard 

#  protection  in  oil  weather 


COMBINATION  STORM  WINDOWS 


IF  YOU  ACT  NOW 
YOU  CAN  OBTAIN  AN 


- -  WITH  THE 

MALLARD  MANUFACTURING  CORP. 


NATIONWIDE  REPORTS  SHOW  THAT 

SALES  ARE  CLIMBING 

YOUR  CUSTOMERS  WILL  APPRECIATE  THESE 
SPECIAL  MALLARD  FEATURES  TOO 


0  MoHord  J  Tract  top  anci  bottom  glo\i  ponels  orrci  screen 
each  operates  on  its  own  spectat  troct 
#  Cwstom-fittecj  meticulous  meosuremenfs  insure  o  perfect 
seol  -  dirt,  qnme  dust  or  water  can  t  seep  through  Fue( 
bills  reduced  os  much  as  35°o  according  to  U  S  Gov  t 


aled  with  Geon  the  perfect  refnge 


0  Blind  stop  installation 
0  Handle- lock  tng  inserts 


MALLARD  MANUFACTURING  CORP. 
1205  N.  4TH  ST.,  PHILA.  22.  PA. 
PHONE;  MA  7-4433 
Gantlemen : 


I  am  int«rest«d  in  discussing  tht  pouibility  of  a 
Q  Dealership  Q  Distributorship  □  K.  D.  Factory  Plan 


NAME.. 


ADDRESS . 

CITY . STATE . TEL.  No.. 


Mallard  .  .  combination 
storm  windows  are  big  busi¬ 
ness.  Get  your  share  of  these 
profits.  It  will  pay  you  to  in¬ 
vestigate  MALLARD'S  SPECIAL 
K  D  SYSTEM  now  being 
offered. 

4  FOR  FURTHER  INFORMATION 
CALL  WIRE  OR 
MAIL  THIS  COUPON 


Dealer  Advertising 

{Continued  from  Page  78) 

ucts,  which  can  imprint  with  your 
name  and  address  for  distribution 
by  mail,  in  your  office  or  show¬ 
room,  or  as  handbills.  (An  alert 
manufacturer  will  generally  in¬ 
clude  instruction' as  to  the  use  of 
all  aids  he  sends  you.) 

Counter  cards,  window  stream¬ 
ers,  and  other  display  materials. 


which  will  dress  up  your  place  of 
business,  will  also  help  you  sell. 

Newspaper  mats  to  include  in 
your  local  ads.  (Manufacturers 
often  make  it  a  practice  to  share 
the  cost  of  local  advertising  fea¬ 
turing  their  products.) 

Matchbooks  with  the  manufac¬ 
turer’s  message  on  it  and  imprint¬ 
ed  with  your  name  and  address. 
These  can  be  given  away  free, 
mailed  to  customers  and  prospects. 


or  sold  to  local  merchants  for  dis¬ 
tribution.  If  these  matchbooks  are 
not  available  to  you  from  your 
manufacturer (s)  it  may  pay  you 
to  consult  a  match  book  company 
(or  advertising  agency,  acting  on 
your  behalf)  to  determine  in  what 
quantity  you  can  economically  buy 
matches. 

WELCOME  WAGONS, 

GIFT  PARS,  Etc. : 

These  are  combined  (co-op) 
promotions  in  which  national  and 
local  advertisers  participate  in 
offering  free  samples,  gifts,  and 
reduced  rates  to  new  families  and 
new  home  owners  in  the  area.  The 
new  home  owner  is  your  best 
potential  customer  because  statis¬ 
tics  show  that  he  will  probably 
make  more  home  purchases  in  the 
first  2  years  than  he  will  make  in 
the  following  10  years. 

DIRECT  MAIL: 

This  advertising  tool  offers  many 
opportunities  and  many  problems. 
Building  Specialties  ran  a  good 
article  on  Direct  Mail  in  the 
November,  1953,  issue.  We  will 
explore  this  medium  more  fully 
at  a  later  date. 

These,  then,  are  the  basic  tools 
the  Home  Improvement  Dealer 
must  consider  in  planning  his  pro¬ 
motional  effort.  They  will  all  be 
expanded  upon  in  future  articles 
in  this  series.  The  alert  Home 
Improvement  Dealer  will  weigh 
them  carefully  to  form  the  winning 
combination  for  his  particular  sell¬ 
ing  situation. 

There’s  no  doubt  that  “it  pays 
to  advertise.’’  The  important  point 
is  to  advertise  where,  when,  and 
how  it  pays  best. 

In  conclusion,  a  final  word  about 
our  Advertising  Mail  Bag  Dept. 
If  you  have  any  problems  or  ques¬ 
tions  concerning  any  phase  of  ad¬ 
vertising  or  merchandising  just  jot 
them  down  on  your  letterhead  and 
mail  them  to: 

Advertising  Muil  Bng 
Building  Spncioltins 
425  Fourth  Avo. 

Now  York,  N.  Y. 

And  you  don’t  have  to  wait  until 
the  end  of  this  series.  Send  ’em  in 
now! 
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AMERICA'S  MOST  TALKED  ABOUT  WINDOW! 


All  over  America,  millions  of  people  arc  buying:  more 
SUN-SASH  louvred  windows  than  ever  before.  The  pat¬ 
ented  SUN-SASH  exclusive  “Side-Seal”  features  are  ring¬ 
ing  the  bell  from  coast  to  coast  with  features  that  help  to 
sell  SUN-SASH  ...  on  sight! 

And  .  .  .  you  can  become  the  profit  making  dealer  that 
sells  them.  Sell  them  for  porch  enclosures,  breezeways, 
interior-partitions,  cellars,  attics  —  anywhere  throughout 


Vertical  room  diviiler  for  privacy, 
easily  adjusted  for  ventilation. 


Sun-Sash  Company 

38  PARK  ROW  NEW  YORK  38,  NEW  YORK 


the  home,  factory  or  office. 

SUN-SASH  supplies  you  with  literature,  sales  aids,  view¬ 
ers  &  slides,  photos,  etc.,  to  help  you  get  started  .  .  .  and 
backed  by  powerful  national  advertising  in  leading  con¬ 
sumer  publications.  Act  now  .  .  .  join  the  hundreds  of 
satisfied  dealers  throughout  the  country  who  are  selling 
SUN-SASH  .  .  .  America’s  largest  selling  lowest  cost 
louvred  window! 

♦KNOWN  AS  NACO  ON  MOST  EXPORT  MARKETS! 

LOUVRE  WINDOW  FACTS: 

Just  off  the  press  ...  20  import¬ 
ant  facts  of  what  to  took  for  in 
louvred  windows!  Mail  cou|ion  for 
your  free  copy! 


MAIL  THIS  COUPON 


SUN-SASH  COMPANY 
38  PARK  ROW.  N.  Y.  38.  N.  Y. 

Please  send  me  FREE  booklet  and 
literature  on  SUN-SASH. 

Nome . 

Address . 

BS-3-54  City . Stote . 


6t  Home  Improvement  Dealer 
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WRITE  .  .  .  WIRE  .  .  .  PHONE 

^u^alo  tVindow  Company,  incorporated 

MAKE  1954  A  YEAR  OF  PROFITS 

Investigate  Now  the  All  New  B.W.C.  California  Redwood  Combination  Window 

Absolutely  a  trouble>free  unit. 

FEATURING: 

1.  Top  quality  California  Redwood  4.  Simplified  installation 

2.  Double  screwed  and  glued  mitre  5.  Low  price 

corner  construction  6.  High  profits 

3.  Eye  appeal  7.  Immediate  delivery 

WE  ALSO  MANUFACTURE: 

ALUMINUM  COMBINATION  DOORS 
JALOUSIE  DOORS  The  3  in  1  (a  prime  door,  a  screen  door,  a  storm  door) 
OUR  DOORS  HAVE  A  QUALITY  AND  VALUE  THAT  SHOWS 
Announcing: 

&ilialo  HJindow  Co,^  inc,,  now  Distributor  in  New  York  State  of 


TRIPLE  TRACK 

Aluminum  Combination  Windows  —  America’s  Most  Advanced  Triple  Track 

WHY  LOOK  FURTHER? 

For  a  Complete.  Profitable  Line  DISTRIBUTORS,  DEALERS.  WRITE.  WIRE  PHONE  TODAY 

Su^alo  Window  Company,  inc, 

BUFFALO  15,  N.  Y.  UN.  4717 


The  Patented* 

Self-Adjusting  Expander  Section 

for  the  bottom  of  all  aluminum  m  Uj  Jm  j  . 

and  all  uviod  combination  S  mj  /  /  K  /  nj  . 

O  Nothing  mechanical  to  go  out  of  a  mf  /  /  mJ  J '  m  /  *^ 

order.  The  border  it  blows  the  T  j  j  U  J  ■  j  i 

e  Type  A  is  adaptable  to  all  alumi-  §  M-E j :  /  /  Ol  f  f 

num  doors  of  "W  dimension,  using  a  x  i  /*  ' ! 

an  internal  or  telescoping  type  ex-  a  !  j  j  ! 

O  Type  B  is  adaptable  to  all  other  wiiTi,..  T  ,/  / 

doors  of  aluminum,  regardless  of 

dimensions,  that  have  no  expander  ^  -f 

and  use  a  rain  cop  on  the  bottom. 

It  is  also  applicable  to  all  wood  ■  --  »*  '  ■  .  »  ..4 

combination  doors.  Type  B  Tvoe  A 


U.  8.  Pat.  Na.  2,612.664. 


Type  A 


The  self-adjusting  seal  is  internal  and  cannot  be  seen.  It  in  no  way  hampers  the 
free  operation  of  the  door. 

Weatherlock  will  automatically  seal  bottom  of  door  against  wind,  draft,  driving 
rain  or  snow  and  insects;  automatically  compensates  for  off  level  sills.  Over¬ 
comes  sand  and  gravel  deposits  on  sill  which  cause  doors  to  stick  and  prevent 
them  from  closing.  Overcomes  sticking  doors  due  to  sagging.  Automatically  ad¬ 
justs  itself  to  atmospheric  conditions  overcoming  sticking  doors  or  gaping  clear¬ 
ances.  It  is  possible  to  give  as  much  as  clearance  and  still  maintain  a  good 
seal.  Equip  your  door  with  the  Weatherlock  self-adjusting  expanded  section  and 
eliminate  many  costly  service  calls. 

Write  for  Literature  and  Prices 

WEATHERLOCK  ALUMINUM  PRODS. 

107-60  130th  St,  Richmond  Hill  19,  Queens,  N.  Y. 


Pa.  Dealer 

(Continued  from  Page  39) 

miles  away.  He  therefore  concen¬ 
trates  his  advertising  in  the  Easton 
Express.  He  uses  a  frequent  Uni¬ 
versal  Features  Unkle  Hank  Sez 
cartoon,  with  a  five-line  message 
and  his  white-on-black  reverse 
name  cut,  featuring  the  motto, 
“Morservice  Is  Local  Service.”  The 
message  alternates  between  Cham¬ 
berlin  and  Ray-o-lite,  and  must  be 
squeezed  into  20  words.  Apollo 
aluminum  awnings  furnish  special 
mats  for  occasional  promotion. 
Also,  Morse  puts  a  special  display 
ad  in  the  Saturday  building  sec¬ 
tion,  covering  all  his  lines. 


Awning  a  Week 

For  two  years  now  he  has  aver¬ 
aged  at  least  an  awning  a  week, 
except  during  the  Christmas  sea¬ 
son,  when  he  does  not  expect  to 
complete  with  holiday  shopping, 
and,  of  course,  in  the  spring  and 
fall,  when  sales  are  much  better. 
He  is  convinced  that  energetic  pro¬ 
motion  can  extend  his  sales  to  an 
all-year  round  proposition,  and  he 
does  not  have  to  set  up  special 
credit  deals,  either.  One  of  the 
advantages  of  the  region  is  that 
people  like  to  pay  cash.  They  are 
not  easy  to  convince,  and  high- 
pressuring  is  a  sure  way  to  lose 
a  sale.  But  once  they  are  convinced 
to  make  an  investment  in  a  com¬ 
bination  window  or  an  awning, 
they  see  no  reason  to  pay  interest 
on  a  financing  deal.  About  80% 
of  Morse’s  business  is  for  cash, 
with  a  down  payment  on  signing 
the  order,  and  the  remainder  with¬ 
in  seven  days  after  completion  of 
the  job. 

Morse  points  to  some  special 
facts  about  the  locale  which  influ¬ 
ence  his  way  of  doing  business. 
Easton  has  one  of  the  highest 
home-owner-per-capita  figures  in 
the  country,  and  is  fifth  in  income 
tax  per  capita  in  its  class  of  city. 
These  figures  convinced  the  Morse 

{Continued  on  Page  84) 
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UJcother-nidster^ 


Once  upon  a  few  centuries  ago,  the 
unenlightened  world  of  science  was 
sure  that  through  alchemy,  base  metals 
could  be  turned  into  precious  gold. 

We're  much  wiser  now,  aren't  we? 

Everybody  knows  that  you  can't  make 
something  what  it  isn't  or  wasn't  meant  to  be. 
Looking  like  a  thing  isn't  being  it ...  no  matter 
how  convincing  its  protagonists. 

Warner  Weather-Master's  "formula"  is  pure 
science  .  . .  not  alchemy.  Translated,  it's  this: 

^  (Three  windows,  covering  all 

three  markets  by  price-preference, 
each  "best  in  its  class".) 

y  ("Times"  .  .  .  the  multiplication  symbol, 
the  current  condition  of  the  market  or  the 
frequency  of  sales  campaigns,  whichever  you 
prefer  it  to  mean.) 

p  (For  product,  prestige,  preference  or 

promotion.  Warner  Weather-Master  has  all 
in  super-abundance  ...  to  add  up  to 
pride  and  profit  —  both  are  basic  ingredients 
in  a  Warner  Weather-Master  distributorship.) 

'  $  (No  translation  needed.) 


Let's  understand.  Simply 
being  a  Warner  Weather- 
Master  distributor  is  no  magk 
formula  to  success.  All  we 
claim  is  to  provide  more  of 
the  tried  and  proven  essen¬ 
tials  that  combine  to  moke 
SUHIH  SUCCESSFUL  enter¬ 
prise. 


The  fabulout 
•BUDGETAIRE’ 
economy-priced  two-track  that  it 
lettinf  new  sales  records  every¬ 
where.  A  “leader”  in  every  sense 
of  the  word! 


w  Gnoronteed  by^ 
food  Housekeepiii^ 


Sot"® 
floor  op 

tribwto 

y/ornot 

i  ter'»  o' 
i  age*- 


The  standard  favorite 
“DOUBLE  DE  LUXE’’ 
Famous  push  -  button  ventilation 
control  keynotes  the  quality  fea¬ 
tures  that  make  this  unit  unbeat¬ 
able  for  steady  sales  volume. 


The  freat  NEW 
“SUPER-LOK” 

Warner  Woathsr-  Master’s  latest  achlevs- 
ment  In  trlple'4raek  doslqn.  Ploneerlns 
skill  and  ospsrienee  pay  off  handsomely 
In  top-dollar  value  and  unsurpassed 
performance. 


WARNER  WEATHER-MASTER  COMBINATION  STORM  WINDOWS, 
DOORS  AND  PORCH  ENCLOSURES 


85  5  COMMUNIPAW  AVENUE 

JERSEY  CITY,  N.  J. 

In  Canada:  WARNER  WEATHER-MASTER,  LTD.,  224  Boulevard  Labelle,  St.  Rote,  P.Q.,  Canada 
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Are  you 
suffering 
from 

CUmWRB 


Of  THE 
SPUHBl 


Oo  your  operators 
complain  "Ooh,  my 
aching  back!"  after  a 
day  of  slow  glazing, 
screening  or  sealing? 

May  we  suggest 

MAYNARD’S  REMEDY 

It  doesn't  come  in  a  BOTTLE 
It  doesn't  come  in  a  BOX 
And  it  doesn't  cost  like  the 
PRESCRIPTION  H  it  usually  turns 
out  to  be. .  .  . 

IN  FACT.  OL’  DOC  MAYNARD  HAS 
CURED  MANY  AN  ILL  WITH  HIS  SPE¬ 
CIAL  ACHES-OF-THE-SPLINE  TREAT¬ 
MENT. 

You  can  take  the  cure  without  risk¬ 
ing  one  cent.  Just  call  the  "Doc"  for 

ILLS  OF  THE  SPLINE 
CRAZY  GLAZING 

CAREENING  SCREENING 
and  similar  problems 

The  number  fo  coll  is 

CHELSEA  3-5850 

MAYNARD  specia/izus  in 
flexible  gasketing,  spline 
and  extruded  plastic  mate¬ 
rial.  GUARANTEED  100% 
VIRGIN  MATERIAL  make 
your  job  easier,  more  pro¬ 
ductive,  hence  more  profit¬ 
able.  Yes,  with  MAYNARD, 
you  con  realize  more  profit 
right  in  your  own  plant! 
Contact  MAYNARD  for  free 
engineering  assistance  in 
speeding  your  splining 
operations. 

MAYNARD  PLASTICS,  liic. 

CHELSEA  50,  MASS. 


Pa.  Dealer 

(Continued  from  Page  82) 

brothers,  who  come  from  Michi- 
Ran,  that  Easton  would  be  a  good 
location  for  their  business  when 
they  decided  to  get  together  in 
1948.  Robert  had  come  to  Easton 
to  start  a  Rock  Wool  plant,  and 
after  graduating  from  Dartmouth 
in  1943  John  went  into  service, 
then  spent  1946  to  1948  as  a  manu¬ 
facturer’s  representative  in  Cleve¬ 
land.  Starting  with  only  the  Cham¬ 
berlin  line,  they  did  their  own 
installing  as  well  as  selling,  their 
only  equipment  being  a  trailer  to 
their  car.  The  merchandise  came 
direct  from  the  Chamberlin  factory 
in  Philadelphia,  and  later  they  got 
delivery  of  the  Apollo  aluminum 
awnings  direct  from  the  Lancaster, 
Pa.,  factory. 

Robert  Morse  got  the  Republi¬ 
can  nomination  for  mayor  in  the 
spring  of  1951,  was  elected  in  the 
fall,  and  has  been  able  to  give  only 
nominal  assistance  to  the  company 
since.  John  too  has  settled  down 
in  the  community.  He  married  the 
daughter  of  the  minister  of  the 
First  Moravian  Church,  and  is 
busy  with  church  and  Boy  Scout 
activities,  as  well  as  the  Junior 
Chamber  of  Commerce. 

Money  to  Spend 

Knowing  that  his  customers  have 
money  to  spend,  but  are  in  no 
hurry  to  part  with  it,  Morse  often 
makes  a  “sample-window”  deal. 
He  installs  one  window  at  regular 
price,  making  it  clear  that  the  price 
stands  whether  the  order  is  for  one 
or  for  twenty.  If  the  window  is 
satisfactory,  he  is  sure  of  a  com¬ 
plete  order  and  prompt  payment. 
He  sells  both  steel  and  aluminum, 
but  tells  customers  specifically  that 
he  will  not  guarantee  steel  prod¬ 
ucts  against  rusting,  and  puts  that 
reservation  in  the  contract.  He 
says  he  gains  more  than  he  loses 
by  his  frankness. 

One  thing  he  likes  about  the 
plastic  awnings,  in  addition,  of 
course,  to  their  color,  translucency. 


and  resistance  to  wear,  is  their 
ease  of  installation.  Since  every 
window  is  a  custom  measurement, 
the  awnings  come  pre-assembled, 
and  the  various  sizes  come  from 
the  factory  nested  in  a  single  pack¬ 
age.  The  installer  attaches  the  val¬ 
ance  and  sides  to  the  main  frame, 
and  the  frame  to  the  window,  and 
the  job  is  done. 

Covered  Patios 

The  larger  awning  installations 
are  more  tricky,  especially  the 
covered  patios.  Sometimes  the 
customer  wants  only  a  doorway 
covering,  but  when  he  sees  a  pic¬ 
ture  of  a  complete  patio  already 
installed  by  Morse,  he  ends  up 
ordering  a  mason  to  put  in  a  patio 
to  fit  the  awning  he  wants  to  buy. 
Morse  will  mention  the  name  of 
some  masons  he  knows,  but  it  care¬ 
ful  not  to  recommend  any  single 
one.  He  is  willing  to  give  advice 
on  how  best  to  prepare  the  mason¬ 
ry  work  for  a  most  effective  awn¬ 
ing  installation. 

He  has  two  salesmen  operating 
in  Easton,  one  man  in  Stroudsburg, 
and  another  in  Bangor.  For  extra 
commissions,  the  Bangor  man  also 
measures  and  installs  the  awnings 
and  windows,  and  uses  his  own 
truck  and  equipment. 

An  important  asset  in  the  busi¬ 
ness  is  Sam  Frame,  a  veteran  book¬ 
keeper  who  holds  down  the  office 
and  knows  what  is  going  on  all 
over  the  Morse  territory.  He  and 
Morse  occupy  adjoining  offices, 
with  a  peep-hole  and  telephone¬ 
passing  opening  to  save  steps 
through  the  door. 

Morse  makes  good  use  of  photo¬ 
graphs  in  selling  awning  jobs. 
People  know  pretty  well  what 
storm  windows  and  doors  look  like, 
but  on-the-job,  before  and  after, 
and  job  completed  photos  help  a 
great  deal  in  getting  people  used 
to  the  idea  of  aluminum  and  plastic 
awnings.  Sample  chunks  of  the  cor¬ 
rugated  plastic,  impregnated  with 
color  and  resistant  to  scratches 
and  weathering,  help  do  a  good 

(Continued  on  Page  86) 
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AMERICA'S  ONLY  UNCONDITIONALLY 
GUARANTEED  LOUVER  WINDOWS 


WINDOWS 


Presenting  The  New 

"711  JALOUSIE" 

STAINLESS  STEEL  WEATHERSTRIPPED 
^ - 


1  — A  natural  to  assemble  (8  screws) 

2  —  Reduces  freight  costs 

3  —  Reduces  installation  costs 

4  —  Reduces  storage  area  required 

5  —  Fits  any  width  masonry  opening 

6  —  Fits  any  height  —  1  increments 

7  —  Completely  weatherstripped. 

8  —  4"  Louver  blades 

9  —  Extra  heavy  duty  clips 

10  —  Lowest  price  in  the  history  of  jalousies 

EXCLUSIVE  territories  open  to 
LIVE-WIRE  dealers  and  distributors 
Write  for  full  particulars  to: 

AIR-VUE  PRODUaS  CORP. 

3649  N.W.  50th  STREET 

MIAMI,  FLORIDA  deptba 


BUILDING  SPECIALTIES 

&  Home  Improvement  Dealer 
COVERS  ALL  THE  IMPORTANT  SUBJECTS! 


By  subscribing  you  assure  yourseli 
oi  keeping  up-to-date  on  the  follow¬ 
ing:  better  selling  methods,  installa¬ 
tion  techniques,  management  details, 
how  to  sell  particular  specialties,  get¬ 
ting  and  holding  good  salesmen, 
advertising,  new  products,  and  many 
others.  Don't  miss  a  copy.  Send  the 
coupon  todoyl  Only  $3  a  year. 


BUILDING  SPECIALTIES 

425  Fourth  Avenue,  New  York  16,  N.  Y. 

neose  enter  my  subscription  to  BUILDING 

SPECIALTIES  at  $3.00  for  one  year. 

□  Bill  me  for  this  omoimt 

□  Enclosed  is  a  check  or  money  order. 

My  Nome . 

Position . 

Company . 

Address . 

aty . State . 


Manufacture  your 
own  window 

from  lineal  Stock. 

No  large  Inventories  are  necessary. 

All  parts  needed  to  make  windows  are 
furnished  except  glass  and  screen  wire. 

If  interested  in  handling  a 
window  that  has  eye  ap¬ 
peal  and  ease  of  operation, 

WRITE  OR  CALL 

ALCO  WINDOW  INDUSTRIES 

2134  N.  Harlem  Are..  CMcife  35.  m. 

TMXcet  9-3252  —  PfewMS  —  6Mst«M  34010 


&  Home  Improvement  Dealer 
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STORM  &  SCREEN 
COMBINATIONS 


Eastern  Division 
Feather-Lit#  of  Pennsyivania 
2021  N.  «3rd  St. 
Phiiadelphki  31,  Pa. 


Absolutely  the  finest, 
to  assure  you  of  easy 
sales  and  higher  profits. 

FEATHER-LITE 
manufacturing  co. 

15889  SCHAEFER 
DETROIT  27,  MICH. 


VErmont  6-2005 


Flynn  Fastener 


SINGLE  WING  CLIf 

knurled  head  nut 


This  shows  both  the  single 
and  double  wing  installation. 

THIS  IS  A  PATENTED 
INSTALLATION  CLIP 


U.S.  Potent  No.  2,631,053 


1-500 


Singl*  Wing  Atfmblltt  .12  M. 
OomMo  Wing.  Assemtfies  .12  63. 


SOOover 
.10  63. 
.10  63. 


FAST  -  CONVENIENT 

•  Adjustable  for  Both  Screen  and 
Storm  Sash 

•  WiH  Not  Rust 

•  For  Practically  Ail  Inside  instal¬ 
lations  of  Storm  Sash 

•  Makes  Changing  from  Storms  to 
Screens  a  Pleasure 


it  WRITE  OR  WIRE  TODAY  A 


C.  M.  FLYNN  MFG.  CO 


511O-30tli  Stroet 
Pbons;  TYIer  8-9350 
DETROIT  10,  MICH. 


Pa.  Dealer 

{Continued  from  Page  84) 

educational  job.  Morse  was  lucky 
to  get  a  shot  of  one  of  his  instal¬ 
lations  of  a  large  Ray-o-lite  awn¬ 
ing  and  two  small  ones,  on  a 
.semi-detached  house  of  which  the 
Siamese  twin  was  equipped  with 
somewhat  seedy-looking  canvas. 
Another  job,  completed  just  the 
day  before  our  interview  was  a 
three-awning  operation,  each  with 
a  different  width  and  slant:  one 
over  the  door,  one  over  a  double 
window,  one  over  a  single  window. 
He  stresses  the  custom-made  na¬ 
ture  of  the  awning  jobs,  and, 
because  Easton  is  not  so  large  a 
place  that  it  forbids  quick  visiting, 
a  five  minute  drive  can  show  a 
prospect  as  full  a  variety  of  color 
and  size  in  awnings  as  any  could 
wish  to  see  before  making  a  deci¬ 
sion. 

The  final  word  is  the  usual  one: 
Morse  says  there’s  no  substitute 
for  getting  around  and  seeing 
people  yourself,  and  talking  to 
them.  And  in  that  neighborhood, 
you  had  better  have  your  old  cus¬ 
tomers  on  your  side,  or  you  don’t 
stay  around  very  long.  He  esti¬ 
mates  that  over  60%  of  his  leads 
come  from  previous  customers,  and 
it  takes  more  than  the  3%  dividend 
on  the  recommended  sale  to  get  a 
customer  to  suggest  a  friend;  the 
original  job  had  better  be  satis¬ 
factory. 


Kitchen  Sales 

{Continued  from  Page  48) 

the  items  drawn  exactly  as  they 
appeared  first  in  plastic  miniatures 
and,  finally,  as  they  will  appear  in 
the  actual  kitchen. 

Thus,  no  guesswork  is  employed 
in  kitchen  planning.  Through  the 
use  of  this  kitchen  planner  device, 
the  housewife,  with  the  help,  of  the 
salesman,  need  not  guess  how  her 
kitchen  will  look  after  it  has  been 
remodeled.  She  can  see  it! 
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Natural  Look 

{Continued  from  Page  72) 

years  ago  and  the  oil  cloth  motif 
of  grandmother's  day.  It  is  achieved 
by  extensive  use  of  naturally  fin¬ 
ished  woods  and  by  employing 
cheerful  colors  in  floors,  curtains, 
ceilings  and  accessories. 

One  evidence  of  the  trend  is  seen 
in  a  growing  preference  for  wood 
cabinets,  counters  and  built-ins. 
These  items  usually  are  made  of 
hardwood  plywood,  which  permits 
the  homemaker  a  wide  selection 
of  beautiful  finishes.  Light  woods, 
such  as  birch,  oak,  maple,  gum 
and  limba,  are  among  the  favorites. 
Usually  they  are  given  a  natural 
finish  which  brings  out  the  full 
charm  of  their  grain  and  pattern. 
Rich  in  beauty,  they  impart  a 
warm,  homey  feeling  to  the  entire 
room. 

Kitchen  experts  say  good  light¬ 
ing  should  go  hand-in-hand  with 
good  appearance.  Lighting  is  im¬ 


portant  for  both  safety  and  com¬ 
fort.  There  should  be  at  least  one 
large  window,  preferably  over  the 
sink.  Artificial  light  from  fluores¬ 
cent  tubes  or  filament  bulbs  should 
come  from  central  ceiling  fixtures 
for  general  illumination.  In  addi¬ 
tion,  there  should  be  auxiliary 
lighting  over  each  work  center.  An 
exhaust  fan  is  desirable  for  ample 
ventilation. 

Cabinets  should  be  durable  and 
easy  to  clean.  Hardwood  plywood 
cabinets  score  highly  on  both 
counts.  Easily  maintained,  they 
require  only  an  occasional  wiping 
with  a  wax  cloth  to  protect  their 
finish. 


Plastic  Tile 
Undergoes  Test 

Almost  one  year  ago,  an  experi¬ 
mental  test  was  conducted  at  the 
Jamestown  Hotel,  Jamestown,  New 
York  with  Plastic  Wall  Tile,  where 
it  was  installed  in  a  freezer  locker 


with  the  temperature  controlled  be¬ 
tween  5  degrees  below  to  5  degrees 
above  zero. 

Moist  Walls 

The  Plastic  Wall  Tile  was  in¬ 
stalled  over  moist  cement  walls, 
without  shutting  down  the  opera¬ 
tion  of  the  locker.  The  manage¬ 
ment  of  the  Jamestown  Hotel  se¬ 
lected  Plastic  Tile  because  of  its 
easy  installation,  eliminating  main¬ 
tenance  costs  with  maximum  sani¬ 
tation  value  and  are  reported  to  be 
extremely  gratified  with  the  re¬ 
sults. 

Prior  to  the  installation  of 
Pittsburgh  Interlock,  the  walls  had 
been  coated  with  coverings  of  other 
types,  which  proved  unsatisfactory 
because  they  either  flaked  or  peeled 
off  the  wall.  Now,  with  Interlock, 
they  report  absolutely  no  mainten¬ 
ance  problem. 

Installation  was  by  Green  Broth¬ 
ers  Lumber  Company  of  James¬ 
town,  New  York. 


Here’s  what 
you  want 


in  an 


ALUMINUM  AWNING 


^  No  leak  patented  inter>locking 
staves  for  added  strength. 

Lower  Cost,  Better  Quality,  Higher 
Profits. 


☆ 


Fifteen  colors;  guaranteed  auto¬ 
motive  baked  enamel. 

All  aluminum  fittings  —  fewer 
screws. 

As  one  of  the  oldest  awning  manufacturers,  we  have  worked  out  a 

DEALER  and  DISTRIBUTOR  PLAN 

keyed  to  your  profits!  It  requires  no  investment,  includes  adver¬ 
tising  support,  prompt  deliveries  and  exclusive  territories. 

^  Get  set  for  a  successful  awning  season  with  Sterling  Awning  Co.! 

WRITE,  PHONE  OR  WIRE  TODAY  for  literature  and  details,  tV 

Sterling  AWNING  COMPANY 


Box  305 


Phone:  8-7998 


Belpre,  Ohio 


d  Home  Improvement  Dealer 


87 


THERE'S  A  WORLD  OF  DIFFER. 
ENCE  IN  MEADOWSTONE  .  .  . 
thot's  why  MEADOWSTONE  has 
no  competition! 


Simple,  Sure 
Installation! 

Will  not  Crack,  bleach, 
or  crumble! 

Guaranteed! 


Coll, 


Wrt« 


Wire 


You  ran  sell  transformation  magic  at  an  attrac' 
live  consumer  price  and  make  real  money! 
Look  around  you  now  ...  at  the  homes  that 
can  be  made  better,  more  beautiful,  more 
valuable  than  new  —  and  you’ll  be  looking  at 
a  great  NEW  source  of  ready  profit  for  you. 
Learn  about  our  unique  NO-RISK  plan  today! 

Among  MEADOWSTONE’S  Unique  Features: 

*  Natural  rock-hewn  face 

*  Stone  up  to  20"  long 

*  Live  steam  cured 

*  We  train  your  applicators 

ACT  FAST!  ACT  NOW! 


mE.AD0WST0.\4i,  I.C. 


The  Original  Live-Steam  Cured  Cast  Stone 

2-4  ATHERTON  STREET  YONKERS,  N.  Y. 
YONKERS  8-3377 


MEADOWSTONE 


The  original  LIYE-STEAM  cured  cast  stone 


KREIDEL  VINYL  SPLINES 


designed  especially  for  the  Window  and  Door 
Manufacturing  Industries 

BETTER  AT  LOWEST  COST  BECAUSE  ~ 


•  exclusive  extrusion  process 

•  all  virgin  pure  materials 

•  uniform  quality 

•  d  mensionai  uniformity 

KREIDEL  PLASTICS, 

Genaral  Offioa:  , 

5476  State  Rood  Complete  Information 

Cleveleed  2f,  Ohio  and  Samples  Available 

SHedytide  1-3636 


INC. 


Wast  of  Ohio: 


711  West  Uka  St. 
Chicago  6,  lllineit 
DEorheni  2-73t0 


!  Sprayed  Resurfacers 

{Continued  from  Page  50) 

to  the  home  owner  if  a  job  fails 
and  that  the  failure  is  due  solely 
to  inherent  defects  in  material 
composition  and/or  manufacture. 
Assuming  that  in  good  faith,  this 
replacement  is  made  to  the  home- 
owner  without  making  him  prove 
that  such  job  failure  is  due  to  the 
reasons  cited  in  the  guarantee, 
then  what?  Can  the  homeowner 
fix  up  the  job  himself?  Of  course 
not!  And  why  should  he? 

Guarantees 

Guarantees,  no  doubt  have  been 
the  factor  behind  the  sale  of  at 
least  twenty  to  thirty  per  cent  of 
the  jobs  that  could  otherwise  not 
have  been  sold.  But  the  record  and 
experience  indicates  that  by  selling 
guarantees  instead  of  quality  prod¬ 
ucts  hundreds  of  dealer  applica¬ 
tors,  many  distributors  and  manu¬ 
facturers  as  well  as  some  of  the 
home  owners,  have  been  hurt.  For 
when  a  job  goes  bad,  it  requires 
doing  over  and  no  legitimate  manu¬ 
facturer  with  even  the  finest  prod¬ 
uce  on  the  market  can  assume  the 
economic  obligation  of  replacing 
material  and  contributing  towards 
the  labor  casts  of  doing  these  jobs 
over  in  part  or  in  its  entirety. 

To  begin  with,  it  is  impossible 
for  any  manufacturer  to  control 
the  way  the  job  was  sold,  the  sur¬ 
faces  prepared  and  the  material 
applied,  assuming  of  course  that 
there  was  a  quality  tested  product 
used  in  the  first  place.  The  manu¬ 
facturer  for  the  most  part  does 
not  share  in  the  profits  of  the  sale 
and  the  boomerang  of  the  guaran¬ 
tee  hurts  the  customer,  the  dealer, 
the  applicator  and  the  manufac¬ 
turer  and  then  it  boomerangs  right 
back  on  the  salesman  when  he  goes 
to  sell  his  next  prospect. 

One  well  intentioned  manufac¬ 
turer  of  a  quality  mastic  product 
told  me  last  year  that  if  it  were 
not  for  the  10  year  guarantee  that 
his  company  and  other  competitors 


88 


JANUARY  1954  BUILDING  SPEQALTIES 


issue,  there  would  be  no  mastic 
field  today.  This  gentleman  was 
of  the  firm  conviction  that  the 
basic  appeal  to  the  customer  was 
the  10  year  guarantee  in  addition 
to  all  the  other  romance  that  the 
customer  would  fall  for.  I  took 
issue  then,  and  I  believe  that  as  j 
time  goes  on  my  stand  becomes 
more  basically  ju.stified.  It  is  not 
the  romance  nor  the  gimmick  of 
the  guarantee  that  will  get  a  cus-  i 
tomer  to  sign  up  for  the  job.  Basic¬ 
ally,  it  is  the  fact  that  resurfacing 
jobs  with  mastic  paints  have  been 
sold  in  great  volume  because  the 
sellers  were  able  to  finance  these 
jobs  thru  time  payment  plans, 
particularly  through  Title  I  of  the 
F.H.A. 

Consistent  Advertising 


Take  away  the  ability  of  the  I 
homeowner  to  get  such  jobs  | 
financed  at  legitimate  interest  ; 
rates,  and  you  at  once  cut  off  the  j 
chances  of  selling  this  or  any  other  j 
type  of  major  home  improvement  > 
by  well  over  90%.  The  basic  key 
to  selling  more  resurfacing  jobs 
does  indeed  lie  in  the  consistency 
of  clean,  consistent  advertising, 
promotion  and  selling. 

It  is  further  dependant  upon 
manufacturing  and  using  top 
quality  products.  Products  should 
have  scientific  sense  and  balance 
with  specific  formulae  for  wood  as 
separate  and  distinct  from  that 
used  for  masonry  —  all  of  which 
are  applied  only  to  surface  in  need 
of  such  products  and  then  applied 
only  after  careful  and  meticulous 
preparation  of  such  surfaces  with 
.skill,  craftsmanship  and  know-how. 
The  recognition  of  these  factors  is 
all  that  is  necessary  to  get  in  on 
the  ground  floor  of  this  sprayed 
on  resurfacing  business,  make 
money  by  furnishing  a  community 
need  and  stay  in  business  over  a 
long  period  of  time.  Many  large 
painting  contractors,  who  viev/ed 
these  mastic  paints  with  .skep¬ 
ticism,  have  watched  these  jobs  for 
3-4  years  and  are  now  interested 
in  .selling  these  products. 

(Continued  on  Page  90) 


Here’s  a  combination  window 
that  has  everything,  including  an 
ability  to  sell  fast  and  steady. 
First  of  all,  it’s  made  of  TOXIC 
TREATED  redwood  which  insu¬ 
lates  better  than  any  metal,  and 
it  brings  you  these  other  impor¬ 
tant  features: 

•  Factory-assembled,  complete  with 
cadmium-plated  hardware. 

•  Single-track  window,  includes  frames 
and  inserts. 

•  Self-storing  available  on  request 

•  Easy,  low-cest  installatisn. 

•  Schumacher’s  traditional  quality 
construction  throughout 

•  Sales  sparked  by  Schumacher’s  alert 
merchandising  pregram. 


THE  F.  E.  SCHUMACHER  CO. 

HARTVIllE,  OHIO 


Schumacber’s 

m/f-mr 

COMBIHATION  WINDOW 


You  can  count  on  fast  deliv¬ 
ery  from  Schumacher,  plus 
Schumacher’s  high  quality 
combination  doors  to  complete 
your  selling  program.  Write 
Schumacher  today  for  com¬ 
plete  information  on  the 
EVER-REDDY  .  .  .  you’ll  be 
taking  a  profitable  step  in  the 
right  direction ! 


THE 


BIG  4 


IN  MODERN  PROTECTIVE 
COATINGS  ARE  ALL 


•  ASBESTOS  SEAL 

Water  repellent  for  asbestos 
and  masonry 

•  SEAL-TEC 

Textured  coating  for  all 
sidewalls 


VERFLEX 


PRODUCTS 


•  vi:r-a-spray 

"Bake-Like"  exterior 
refinisher 

•  VER-A-SIL 

SUiconixed  water  repellent 
for  masonry  ^ 


IF  YOU'VE  A  MIND  TO 
ENJOY  A  SOUND,  RELIABLE 
PRESTIGE-BUILDING  BUSINESS 
WRITE  FOR  THE  "WAY"  TO: 

VERFLEX  SALES  CORP. 

117  MOONACHIE  AVENUE  CARLSTADT,  N.  J. 

Hubbard  7-7I7S 


<S  Home  Improvement  Dealer 
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Designed  for  BIGGEST  YEAR  GROUND  PROFITS 


beaten.  There  is  no  question  that 
here  a  textured  coating  will  pro¬ 
vide  better  water  proofing  and 
weather  protection  than  just  a 
thin  color  coat.  But  it  makes  no 
sense  at  all  to  sell  a  textured  re¬ 
surfacing  job  to  a  home  owner  who 
has  absolutely  no  need  for  any¬ 
thing  else  other  than  a  good  paint 
job,  or  even  just  an  application  of 
a  clear  colorless  water  repellant 
silicone  coating. 

Indiscriminate  sales  of  this  type 
of  product  to  as  many  property 
owners  as  possible  is  one  of  the 
surest  ways  of  eventually  getting 
to  the  stage  where  it  becomes  al¬ 
most  impossible  to  sell  any  job 
at  all.  The  mastics  have  a  very 
definite  place  in  exterior  coating 
technology  and  while  many  reput¬ 
able  siding  contractors  look  at  this 
field  with  some  hesitancy  and  skep¬ 
ticism,  and  while  others  rush  into 
the  field  for  immediate  and  tem¬ 
porary  exploitation,  the  painting 
manufacturers,  contractors  and  in¬ 
dustry  at  large  are  looking  into 
mastics  much  more  realistically. 


Aluminum  Combination 

WINDOWS 

1%  and 


Competitively  priced  for  distributors  and 
dealers 

Fast  Delivery  You  Can  Count  On 
Exclusive  Territories  for  Your  Protection 
Quality  and  Value  That  Shows  . . .  and  Lasts 


Packed  with  CUSTOMER  APPEAL  FEATURES 

•  100%  extruded  63  STS  Alumi-  e  EXCLUSIVE:  Full  GVi"  wide  door 

•’om  frame  for  maximum  strength  and 

o  Reinforced  corners  for  lifelong  distinctive  appearance 

strength  . .  , 

•  Fingertip  window  control  *  Aircraft-type  rivet  construction  on 

o  Interlocking  design  for  airtight  door 

,  .  •  Vinyl  plastic  bottom  door  seal 

o  Fool-proof  automatic  locking  de¬ 
vice  on  windows  *  Extra-heavy  door  kickplate 

DISTRIBUTORS,  DEALERS  A  K-D  OPERATORS! 

Write  today  for  FREE  BROCHURE  and  High  Discount 
Price  List  or  .  .  .  Visit  our  plant 


Painting  Contractor 


As  late  as  August  1953  the 
American  Painter  &  Decorator 
Magazine  carried  an  article  which 
had  this  to  say  to  the  painting  con¬ 
tractor:  —  “Rather  than  regard 
each  new  product  as  a  device  to 
take  business  away  from  him,  the 
painting  contractor  should  be  the 
first  to  check  on  the  merit  of  new 
products  (such  as  mastics)  and, 
if  they  are  worthy,  promote  them.” 
The  article  goes  on  to  say,  “It  is 
far  preferable  that  the  professional 
S-5,  a  much  cheaper  and  better  painter  with  his  know-how,  control 
job  can  be  obtained.  Now  in  the  mastics,  for  example, 

case  of  old  and  really  time  worn  xu  x  i.  •  •  j. 

,  .  v  1  i-  •  •  u  than  the  promoter  who  is  indis- 

asbestos  shingles,  a  resurfacing  job 

with  the  mastic  coating  might  be  criminately  seeking  to  sell  as  many 
preferable  to  just  a  coating  with  possible  and  then  move  on 

rubber  based  masonry  paint.  »»  “ther  areas.  Instead  this  new 

Let  us  take  a  house  that  is  built  material,  which  may  be  suitable 
of  soft  brick  or  a  rough  porous  many  types  of  jobs  (which 

type  of  stucco  or  block  construe-  could  bring  an  added  source  of 
tion  or  even  a  clapboard  structure  revenue  to  the  contractor)  has 
that  is  really  old  and  weather-  {Continued  on  Page  92) 


Company 


Arnot  Place,  Lodi,  N.  J. 

GRegory  3-0937 


Sprayed  Resurfacers 

{Continued  from  Page  89) 

Textured  or  mastic  paints  are 
but  another  arm  in  protective  coat¬ 
ing  technology  which  along  with 
siding  materials,  artificial  stone, 
paints,  etc.,  have  a  very  definite 
function  in  the  decoration  and  pro¬ 
tection  of  building  structures.  Mas¬ 
tics  can  be  used  over  asbestos  sid¬ 
ing  with  good  success.  However, 
with  the  advent  of  rubber  base 
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WORDS  TO  SELL  B. 


"There’s^jpsubsritute 
for  FEATURES!” 


■^tOMINUM  AWNINB  WINDOWS 

V’eafure-^lud/ 


Mes  count  with  homeowners  and 
:tors!  Ualco  Aluminum  Awning 
vs  are  full  of  fast-selling  features! 
ry  awnings  have  separate  locking 
ening  devices  .  .  .  often  resulting 
ped  gear  threads.  Ualco  Awning 
vs  have  an  exclusive  strip-proof 
m  which  unlocks  and  opens  in  one 
nement!  Automatically  locks  the 
any  position  to  over  90  degrees . . . 
is  only  the  lower  vent  for  con- 
ventilation!  They’re  completely 
-stripped,  both  on  jamb  and  bot- 
all  vents!  And  —  easy  to  install 
integral  fin  completely  surrounds 
;  jiffy-quick  sill  clips  slide  in 
from  each  side. 

he  Aluminum  Awning  Window 
■ature-PLUS!  Ualco! 

FOR  COMPLETE  INFORMATION 


TOUCH  “cONTBOL**AU*TCL  INSTALLATION  -  (A)  INTEGRAL  FIN  COM-  (A)  BOTTOM  VENTILATOR  OPENS  FOR  NIGHT 

m"t?c%lTy  Vcrs^^L'^EN^TS  m  ANYS^SmO^Ji  FIn"?R."m  “,B,"!l?FY°0UlCK*s"fLL  CUPS  VENTILATORS  RE- 

TO  OVER  90  DEGREES.  CENTER  OPERATOR  CON-  T.”  ^  ®  ^  ®  ‘■OCRED  AND  CLOSED.  (B)  ALL  VENTS 

NECTED  TO  TORSION  BAR  ENCASED  IN  OILITE  SLIDE  IN  CHANNEL  FROM  EACH  SIDE.  LOCATE  OPEN  TO  MORE  THAN  90  DEGREES  TO  GIVE 
BEARINGS.  *S  MANY  AS  WANTED.  WHERE  WANTED.  MAXIMUM  VENTILATION 

UNION  ALUMINUM  COMPANY.  INC.  *  SOUTHERN  SASH  SALES  &  SUPPLY  CO 

SHEFFIELD.  ALABAMA 
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MAKE  MORE  SALES  witl)  PERMA-LITE  Aluminum  Awnings 
ONLY  PERMA-LITE  lias  all  these  exclusive  features! 


•  LARGEST  STANDARD  APRON 
VALANCE  Extra  depth  gives 
greater  protection. 

FROSTED  BEAUn  EDGES 
An  exclusive  decorator 
feature. 


INT1t-LOK  SIDE  CONSTRUCTION 
Gives  added  strength  and  pro¬ 
tection  agoinst  the  weather. 


Some  cfeo/er  territories 
open.  tVrite  or  wire  today. 
Get  the  PKOVBN  FiKMA^UTe 
STORY  NOW! 


The  strongest  construction 
ever  designed  for  Alumi¬ 
num  awnings. 

•  ymE-LITE  UNDERSIDE 

Reflects  soft  indirect  light. 

•  GUTH-GARD  WEATHER  CONTROL 

On  ail  doorway  ownings. 


PERMA-LITE  METAL  AWNING  CORP. 

138  Allon  Stroet,  Buffalo  1,  N.  Y. 


- WEATHERKING - 

A  COMPLETE  ALUMINUM  LINE 
FROM  NEW  ENGLAND 

WEATHERKING  .  .  . 

TRIPLE-TRACK  COMBINATION  WINDOW 
ECONOMY-LITE  COMBINATION  WINDOWS 
TWO-LITE  COMBINATION  DOORS 

ONE-LITE  COMBINATION  DOORS 
LOUVER-LITE  JALOUSIE  WINDOWS 
LOUVER-LITE  JALOUSIE  DOORS 
SCREEN-LITE  WINDOWS 
SCREEN-LITE  DOORS 
CASEMENT-LITE  WINDOWS 

JOIN  THE  PRICE-WISE  DISTRIBUTORS  AND  DEALERS 
WHO  KNOW  IT  TAKES  QUALITY  TO  INSURE  PROFITS. 

SOME  KD  AREAS  STILL  AVAILABLE. 

NEW  ENGLAND  ALUMINUM  MFG.  CORP. 

17  LYMAN  STREET.  PROVIDENCE  3.  R.  I.  DEXTER  1-4424 


Sprayed  Resurfacers 

(Continved  from  Page  90) 

often  failed  because  it  has  been 
misued  by  inexperienced  hands.” 

In  the  May  1953  issue  of  the 
National  Painters  Magazine,  in  an 
article  entitled  What  Is  This  Paint 
Called  “Mastic”,  Mr.  Jack  W. 
Zucker,  a  leading  figure  in  paint 
circles  is  quoted  as  saying — “I  feel 
strongly  the  mechanism  must  be 
made  available  to  union  journey¬ 
man  to  apply  the  so  called  plastic 
coatings  if  they  prove  successful, 
or  the  industry  will  be  the  loser 
in  the  long  run.” 

Careful  Approach 

Again,  Mr.  Robert  A.  Jones, 
Sales  Manager  of  the  Hooker  Glass 
and  Paint  Mfg.  Co.,  writing  in  the 
November  1953  American  Paint 
and  Wallpaper  Dealer,  outlines  a 
very  careful  and  methodical  ap¬ 
proach  to  instrumentalize  the 
theory  of  Time  Payment  Painting 
and  prods  the  painters  with  the 
following  statement,  “A  good  ex¬ 
ample  of  successful,  vigorous  sell¬ 
ing  lies  in  the  field  close  to  home. 
The  mastic  spray  business  has 
mushroomed  overnight  by  selling 
door-to-door  on  a  time  payment 
basis.  This  is  a  luxury  service, 
and  an  expensive  one,  but  their 
sales  are  booming!  Awning  deal¬ 
ers  and  remodeling  services  are 
doing  the  same  thing,  giving  home 
owners  what  they  want  and  mak¬ 
ing  it  easy  to  buy.  These  busine.ss- 
men  know  that  it’s  easier  to  claim 
a  small  per  centage  of  a  paycheck 
than  a  cash  outlay  of  several  hun¬ 
dred  dollars.” 

Responsible  people  in  paint 
circles  have  learned  a  tremendous 
lesson  from  the  success  and  fail¬ 
ures  of  the  mastic  coating  people 
and  the  merchandising  accomplish¬ 
ments  of  the  home  improvement 
contractor,  and  they  are  paving 
the  way  to  exploit  this  knowledge 
within  their  own  fraternity.  Thev 
recognize  that  these  so  called  mas¬ 
tics  or  textured  coatings  are  here 
to  stay.  They  know  that  a  clean 
clear  and  consistent  approach  in 
merchandising  and  selling  is  im- 
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portant  and  necessary  to  really  do 
a  job  with  these  products.  They 
are  objective  enough  to  see  that 
these  types  of  coatings  cannot  be 
indiscriminately  used  in  lieu  of 
other  types  of  coatings,  and  most 
important  of  all,  they  have  dis¬ 
covered  Time  Payment  Selling! 

There  is  no  hit  or  miss  here, — 
a  concerted  and  well  organized 
program  is  on  to  revitalize  the 
painting  contractor  and  it  is  just 
at  this  point  that  the  home  im¬ 
provement  dealer  should  stop  to 
think  and  determine  what  all  this 
means  to  him.  While  not  every 
home  improvement  contractor  is 
currently  selling  mastic  paints, 
more  of  them  should.  And  while 
they  are  selling  mastics,  they 
should  remember  that  it  is  nothing 
more  or  less  than  a  specific  type 
of  paint  and  if  they  can  do  such 
a  terrific  job  with  a  mastic  paint 
as  to  attract  the  attention  of  the 
entire  paint  industry  and  to  cause 
the  entire  painting  trade  to  copy 
and  emulate  their  true  accomplish¬ 
ments,  what  is  to  stop  them  from 
diversifying  their  resurfacing  op¬ 
erations  to  include  all  types  of 
paint.  Now  is  the  time  for  them 
to  really  organize  complete  paint¬ 
ing  departments.  This  can  be  ac¬ 
complished  on  ones  own  initiative 
or  conjointly  with  currently  exist¬ 
ing  painting  contractors. 

Time  Payments 

The  suddenly  discovered  secret 
by  the  paint  industry,  of  time  pay¬ 
ment  selling,  of  promoting,  mer¬ 
chandising  and  aggressive  selling 
is  something  that  every  home  im¬ 
provement  contractor  knows  in.<«ide 
out.  The  painting  contractors  are 
not  going  to  assimilate  all  this 
overnight,  it  will  take  them  quite 
a  bit  of  time  before  they  get  going. 
A  number  of  the  larger  and  less 
conservative  contractors  have  al¬ 
ready  weaned  away  some  of  the 
salesman  from  the  home  improve¬ 
ment  field  and  have  opened  up  tex¬ 
tured  coating  departments  or  even 
independent  companies  to  sell  and 
apply  the  textured  type  of  coating. 


Gimmicks 

Gadgets  yy||g||  ygy  ggH 

TROUBLE! 


ALUMINUM 


Mooucrs 


3-CHANNEL 

combination 

WINDOWS 


one 

aY  YYtan 

caHi/teMtve ^  ' 


All  Extruded  Aluminum 
Positive  Locks  — 

No  Friction  Springs 
Interlocking  Meeting  Rails 


Blind-stop  Installations 
4  U-channel  Expanders 
Self-storing  Screen 
on  Inside  Track 


I  PtCTVRE  FRAME  UESIG\  lor  EASTERN  SASH 


SPECIAL  K-D  PLAN!  Write  today  for  details. 


ALUMINUM  WINDOW  CO.,  INC. 


23  New  York  Ave., 
Newark  5,  N.  J. 


Territories 
Available  for 
Dealers  and 
Distributors 


But  by  far,  the  majority  of  the 
painting  and  contractor  trade  is 
going  to  be  slow  in  accepting  this 
type  of  thinking  even  for  their 
regular  and  normal  type  of  paint¬ 
ing  operation. 

Here  then  is  the  golden  oppor¬ 
tunity  for  clear  thinking  home 
improvement  dealers  to  weld  forces 
with  the  small  independant  paint¬ 
ing  contractor  —  do  the  selling 
job  —  and  have  a  skilled  corps  of 
craftsman  handle  the  application 
end  of  the  operation  not  only  for 


the  mastics  but  for  the  regular 
paint  jobs  as  well. 

Here  is  a  three  dimensional  ap¬ 
proach  in  the  e.stablishment  and 
operation  of  a  resurfacing  busi¬ 
ness.  A  moderately  priced  water 
proofing  job  with  the  silicones,  a 
medium  priced  job  that  can  be 
done  with  either  the  rubber  ba.sed 
masonry  paints  or  regular  ortho¬ 
dox  house  paints  and  the  third 
phase — the  selling  of  the  textured 
{Continued  on  Page  94) 
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STORM  WINDOWS  FOR  CASEMENTS 
ALL  IN  STAINLESS  STEEL 


MFR.  TO  YOU 


Exclusive  Features  Patented 

Air-Tite  Protection 

The  window  with  the  Velvet 
Glide  which  gives  you 
smooth  operation 

A  product  that  will  draw 
more  salesmen 

$$  BIGGER  PROFITS  $$ 

ALL  THIS  AND 
STAINLESS  STEEL  TOO!! 


210-03  48th  AVE., 
BAYSlOE 
Long  Island 


Fran.W« 

For 

Write  or 
BAysidet-MW 

fW  M»tiewnd^:i!!!!LS^ 


THERM-O-GLAZE 
TRADE-MARK  IN 
STAINLESS  STEEL 


WB  SHIP  ANYWHBRB  (ALSO  AVAILABLE  ON  K.D.  BASIS) 


SENSATIONAL 
1-IN(H- ALL  EXTRUDED 

ALUMINUM 

COMB.  STORM  SCREEN  DOOR 


SENSATIONAL 
ALL  EXTRUDED 

TRIPLE 

TRACK 

ALUMINUM  COMB.  WINDOWS 

PICTURE  FRAME— BLIND  STOP 
INSTALLATION  —  Made  on  the  Va" 


*12” 


ALL 

SIZES 

TO  34x67 


$28oo| 


LOTS 
OF  100 


ALSO  SOLD  IN  SMALLER  LOTS 
AT  SLIGHTLY  HIGHER  PRICES 


Min.  300  Units  Per  Mo. 


EASTERN 

ALUMINUM  PRODUCTS  MFC  CORP, 

282  STATE  ST  •  PERTH  AMBOY.  N  J 


C/^LL- VALLEY  6  4)33 

,  CENTRAflY  LOCATED  EXIT  11 

ON  ,NEW  JERSEY  TURNPIKE  ' 

\ 

It  will  poy  you  fo  call  or  come  down 


INCLUDES  ALL  STANDARD  HARD- 
Ajj  in-  .  WARE  —  DOOR  CHAIN  and  SWEEP 

For  Larger  QuanHties  j 


Sprayed  Resurfacers 

{CoHtinued  from  Page  93) 

coatings.  A  three  dimensional  ap¬ 
proach  indeed  from  the  viewpoint 
not  only  of  economy,  protection 
and  beauty,  but  to  interior  surfaces 
as  well  as  exterior,  from  the  home 
front  to  the  industrial  .structure  as 
w'ell. 

Of  course  there  are  many  paint 
contractors  and  many  home  im¬ 
provement  dealers  who  are  cur¬ 
rently  doing  j ust  that.  These  people 
are  almost  guaranteed  that  when 
their  salesman  gets  out  on  a  lead 
he  is  bound  to  come  back  with  a 
deal.  Knowing  when  to  sell  one 
product  in  preference  over  the 
other  does  require  a  little  more 
knowledge  and  much  more  sales¬ 
manship  than  the  selling  of  just 
one  product.  However,  the  ability 
to  diversify  both  the  .selling  and 
application  activities  insures  a 
year  round  business  and  can  be 
the  basis  for  building  up  a  real 
prosperous  and  legitimate  con¬ 
tracting  business,  the  success  of 
which  is  insured  by  time  payment 
selling,  clean  consistent  and  active 
merchandising,  intelligent  sales¬ 
manship,  skillful  craftsmanship 
and  products  of  quality  composi¬ 
tion  and  controlled  manufacture. 


Mailing  Cards 

{Continued  from  Page  52) 

interest  architects.  They  work 
hard  for  the  builders  and  help  in 
supplying  products  for  the  rede¬ 
signing  of  a  home  and  for  new 
construction.  They  believe  their 
best  reference  is  their  satisfied 
customers  and,  of  course,  they 
refer  to  the  real  estate  department 
of  several  banks  that  they  have 
done  work  for. 

Their  salesmen  are  put  on  a  20% 
top  commission,  if  the  order  is 
taken  at  the  full  price.  If  the  price 
is  low'ered  due  to  competition,  they 
split  that  cut  with  the  .salesmen 
up  to  10%  of  the  order. 
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FORD 


METAL  MOULDINGS 


AND 

ALUMINUM  EXTRUSIONS 

•  CHANNEL  •  ROD 

•  ANGLES  •  BAR 

•  TRIM 

IMMEDIATE  DELIVERY  FROM  STOCK 

»  EXTRUSIONS  FOR  SCREEN  &  STORM  WINDOWS 

ONE  WEEK  DELIVERY 

WRITE  FOR  NEW  COMPLETE  CATALOGUE 

1.  We  extrude  all  our  aluminum  and  Roll  all  our  stainless 
steel  mouldings. 

2.  Also  stainless  steel  sinktop  mouldings,  sinkrims,  sink 
clamps,  counter  edge  bends. 


FORD  METAL  MOULDING  CO. 

New  York  Office  &  Warehouse:  27-01  Bridge  Plaza  North, 

Long  Island  City,  N.  Y. 

Texas  Office  &  Warehouse:  Childress,  Texas 
Factory  &  Stock:  Louisburg,  N.  C. 

Sales  Offices:  Philadelphia  and  Boston 


B.  S.  Reporter 


They  believe  in  building  satisfied 
customers,  and  one  example  they 
give  is  the  customer  who  bought  | 
two  doors,  and  in  a  few  months  j 
bought  tw'o  jalousie  windows  and 
then  a  little  later  bought  two  pairs  ! 
of  jalousie  French  doors.  This  one  J 
home  owner  was  sold  $730.00  ' 
worth  of  building  specialties. 

I 

Location 

Incidentally,  one  of  the  first  and 
smartest  things  they  did  was  to 
take  a  store  on  a  street  mainly 
travelled  by  prosperous  home  own¬ 
ers  to  and  from  the  station.  They 
find  that  “drop  in”  trade  pays  for 
the  cost  of  this  location.  This  wide 
store  has  a  glass  front  over  the 
entire  width  and,  of  course,  they 
keep  a  sample  of  a  combination 
window,  a  door  and  a  jalousie  in 
the  well  lighted  window.  The  in¬ 
side  of  the  store  is  fixed  up  very 
nicely  and  has  only  three  desks;  ' 
that  of  the  principals  and  their  : 
secretary.  Behind  the  store  is  a 
storeroom  where  all  supplies  are  j 
kept. 

Customers 

As  for  the  satisfied  customer 
that  requires  a  lot  of  special  work 
and  an  intricate  installation,  they 
are  willing  to  lose  money  on  this 
type  of  customer  as  they  know  they 
will  make  it  up  through  his  recom¬ 
mendation  to  his  friends. 

Each  outdoor  salesman  is 
equipped  with  a  3-D  Viewer  and 
colored  slides  of  the  jobs  they  have 
done. 

Sometimes  they  take  an  order 
for  Venetian  blinds  as  this  leads 
into  other  sales.  They  install  the 
blinds  themselves,  but  have  them 
made  by  another  dealer. 

The  story  of  Ekco  proves  that 
hard  work,  clever  selling  and  the 
desire  to  please  and  satisfy  can 
create  a  successful  building  spe¬ 
cialty  business.  These  two  men 'are 
as  delighted  with  everything  about 
their  business  as  we  were  to  hear 
about  it. 


{Continued  from  Page  49) 

LOF  Names  Baskin 
District  Sales  Mgr. 

James  E.  Baskin,  project  engi¬ 
neer  on  the  technical  staff  of  the 
Fiber  Glass  Division  of  Libbey- 
Owens-Ford  Glass  Company  at 
Parkersburg,  W.  Va.,  has  been 
named  district  sales  manager  of  a 
new  office  to  be  established  at 
Cincinnati. 


The  announcement  by  C.  F. 
Hegg,  general  sales  manager  of  the 
LOF  Fiber  Glass  Division,  indi¬ 
cated  that  the  Cincinnati  office  will 
be  with  the  other  Libbey-Owens- 
Ford  sales  quarters  at  912  En¬ 
quirer  building. 

Mr.  Baskin  has  had  more  than 
15  years’  experience  in  the  fiber 
glass  business  with  broad  back¬ 
ground  of  work  in  factory  and 
technical  side  of  product  develop¬ 
ment. 

(Continued  on  Page  96) 
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Something  NEW! 


The 


patented 


CRAIG 
FOLD-A-STAIR 


1.  Makes  Hie  waste  space  of  the  attic  into  | 

real  "dollars  and  cents"  value  for  added  | 
storage  and  living  space.  I 

2.  Folds  easily  and  safely  into  smoll  space.  ! 
Install  in  a  hallway  or  a  large  closet. 

3.  Quick,  easy  installation  in  new  and  old  i 
homes.  Complete  installation  instruc* 
tions  supplied. 

4.  A  big  demand  item  thot  will  fit  in  with 
your  present  lines. 

5.  Good,  fast  service  from  factory  on  any 
quantity  —  one  unit  or  a  caHoad. 

6.  F.  H,  A.  acceptance. 

7.  No  need  to  carry  various  sizes  in  stock. 
The  "universal"  model  fits  all  ceiling 
heights  of  nine  feet  and  less. 

Return  coupon  for  detoils.  | 


NAME  . 

COMPANY  . 

ADDRESS  . 

CITY . STATE 


CRAIG  WOOD-PRODUCTS  COMPANY 

Brennan  Road  Columbus,  Georgia 


B.  S.  Reporter 

{Continued  from  Page  95) 

Alcoos  1954  Advertising 
Cconpcdgn  Announced 

A6 — Alcoa’s  new  1953-54  adver¬ 
tising  and  promotion  campaign  for 
screening  is  announced.  John  B. 
O’Donnell,  Division  Manager  of 
Wire  Product  Advertising  for 
Alcoa,  standing  right,  explains  the 
presentation  chart  of  Alcoa’s  com¬ 
ing  campaign  to  David  B.  Miller, 
Manager  of  Alcoa’s  Wire  Sales, 
left,  and  Frederick  C.  Stakel, 
Alcoa’s  Advertising  Manager. 


Alcoa’s  promotion  campaign  in¬ 
cludes  advertising  to  the  trade 
consumers,  dealer  point-of-sale  ma¬ 
terial,  and  publicity  to  assist  screen 
weavers  and  screening  dealers  in 
the  sale  of  insect  wire  screening 
made  from  Alcoa  Alclad  Aluminum. 
*  *  * 

New  Distributor  Named 
By  Reynolds  Metals  Co. 

Appointment  of  a  new  distribu¬ 
tor  for  Reynolds  Aluminum  mill 
products  has  been  announced  by 
Reynolds  Metals  Company,  from 
its  sales  headquarters  in  Louis¬ 
ville,  Kentucky.  The  new  distrib¬ 
utor  is  Kasle  Steel  Corporation, 
8550  Brookpark  Road,  Cleveland 
29,  Ohio. 

Kasle  Steel  Corp.  is  completely 
equipped  to  supply  all  classes  of 
aluminum  mill  products,  such  as 
flat  and  coil  sheet,  wire,  rod,  bar, 
tubing,  and  extruded  structural 
shapes. 

The  addition  of  the  new  distrib¬ 
utor  will  provide  better  service  and 
increase  the  availability  of  alum¬ 
inum  for  users  in  the  Cleveland 
area. 


IT  MUST  Be 
"WORTH 
WAITING 
FOR!" 


"B«av«r-ish"  it  the  only  word  to  describe  the  pace 
at  Little-Beaver  following  your  very  gratifying  but 
averwhelming  response  to  our  recent  ads. 


We  greatly  appreciate  your  enthusiastic  interest  in 
our  "Triple-Tilt"  Storm  Window.  However,  in  order 
to  fully  accommodate  the  mammoth  stack  of  replies, 
we  must,  for  the  space  of  two  or  three  months, 
change  our  November  statement  that  Dealerships 
are  available  to  Dealerships  will  be  available  very 
shortly.  A  notice  again  requesting  inquiries  will  be 
forthcoming  in  the  pages  af  Building  Specialties. 
Meanwhile,  we  ere  rapidly  increasing  our  produc¬ 
tion  capacity  so  that  the  dealership  of  our  excep¬ 
tionally  advanced  "window  of  tomorrow",  the 
"TRIPLE-TILT"  can  be  yours  at  the  low  competitive 
prices  and  with  the  quick  delivery  that  Little- 
Beaver  guarantees. 


Again,  thank  you  for  your  heart-warming  enthus¬ 
iasm.  Now,  pardon  us  while  our  Beaver  rolls  up 
his  "fur-lined  sleeves"  and  gets  back  to  work. 


I  P.S.:  Our  lifetime,  double-thick  storm  door  is  ovail- 
!  able  NOW — KD-FOB  as  low  os  $18.00.  Accessories 
!  extra. 

I  LITTLE-BEAVER  CO. 

1513  ASHLAND  AVENUE 
DEPT.  BS-J  BALTO.  5,  MD. 


EAstern  7-4200 


!  TRIPLE  ACTION 

'  wondYr  ' 

GLEAM 


Aluminum  Poliih  and  Cleaner 
with  the  miracle  formula  SI-301  and 
Homogenized  SILKOL 

IT  CLEANS!  IT  POLISHES!  IT  PROTECTS! 
IN  ONE  EASY  APPLICATION 

UNCONDITIONALLY  GUARANTEED! 

NOW  nationally  ailvprtiiied  in  newspaper*,  magazines 
and  on  radio  and  TV.  Hold  in  the  nation’ll  leading 
chain  and  department  storen  and  backed  by  hard*selUng, 
colorful  lounier  cards  and  brochure*. 

Distributor*:  Write  now  for  choice  territorie*  still 
available. 

Hpeclal:  .5.1  oz.  avoir,  jar  of  Wonder  ftleain  i*  avail¬ 
able  to  mantifat  turers  packaged  under  their  own  names 
and  labels  at  the  Imv  price  of  2.V  per  jar.  Minimum 
order  5000  jars. 

Exeellent  for  N«w  Year  promotions. 

8  oz.  jar  retail*  for  $1.2.5  in  the  Kaatem  area.  Prices 
slightly  higher  In  iHher  part*  of  the  ccNintry.  Your  co«t 
$14.40  pet  (*ase.  24  jars  to  the  case.  FOK  New*  Toiii. 
16  oz.  jar  available  for  commercial  use.  12  jars  to  a 
case,  ('ash  Alth  order. 

Write,  Wire  or  Phone  your  orders  today 

WILLIAM  HOWARD.  MFC.  CO. 

“Manufacturers  of  ('leaning  roiT:*ounds  for  Industry*' 

1472  Broodway  New  York  36,  N.  Y. 

Phone;  BRyant  9-1884 
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Hasco  In  Production  On 
Ball-bearing  Combination 

The  Hasco  Manufacturing  Co. 
is  now  in  production  on  a  new 
ball-bearing  aluminum  combination 
window.  Formerly  in  the  retail 
business  in  1938,  Hasco  began 
manufacturing  about  IV2  years 
ago  and  the  organization  consists 
of  Herbert  Rosen,  Samuel  Rosen, 
Albert  Wintfield  and  Morris  Lar¬ 
kin.  The  ball-bearing  window  has 
been  in  development  for  about  one 
year.  The  owners  felt  something 
new  was  needed  and  they  took 
quite  some  time  to  develop  the 
window  on  which  a  patent  is  now 
pending. 

The  Hasco  Manufacturing  Co. 
employs  15  people,  their  plant  oc¬ 
cupies  about  7,000  square  feet  and 
management  is  now  contemplating 
building  additional  facilities.  The 
ball-bearing  window  was  developed 
after  a  concensus  of  opinion  was 
taken  of  operators  and  owners. 
Hasco  is  looking  for  good  dealers 
because  of  the  reputation  which 
they  want  to  uphold.  As  former 
dealers,  they  know  the  problems  of 
others  and  will  be  in  a  position  to 
give  excellent  deliveries  and  serv¬ 
ice.  As  a  former  sales  organization 
of  six,  they  sold  most  of  the  storm 
windows  in  Levittown.  Now  Hasco 
is  ready  to  serve  all  dealers  and 
distributors  with  their  “ball-bear¬ 
ing”  triple  track  window.  Address 
all  inquiries  to  Hasco  Manufactur¬ 
ing  Co.,  100  East  Hawthorne  Ave., 
Valley  Stream,  Long  Lsland. 


♦  ♦  « 


S.  Woodward  Elected 
President  of  Ruberoid 

The  Board  of  Directors  of  The 
Ruberoid  Co.,  manufacturers  of  as¬ 
phalt  roofing  and  asbestos-cement 
building  materials,  announced  to¬ 
day  the  election  of  Stanley  Wood¬ 
ward  to  the  presidency  of  the 
Company,  effective  January  1, 
1954.  At  the  same  meeting,  Her¬ 
bert  Abraham  was  elected  to  the 
newly  created  post  of  Chairman  of 
the  Board. 

{Continued  on  Page  98) 


•  •  are  you  a  .  .  . 


SMALL 

dBALERl 


I  OHIO,  INDIANA,  KENTUCKY,'!! 
ILLINOIS,  PENNA.,  W.  VIRGINIA  jf 

Regardless  of  the  quantity,  you  can  buy 
at  distributor's  prices  —  because  you  buy 
directly  from  the  manufacturer. 

•  Triple  Track 

•  All  Extruded 

•  Interlocking 
inserting  rail 

•  No  Gadgets 

•  Rattle  Proof 

•  Custom  Built 

^  Bo  astoundi^  •  .  . 

at  the  low  priiN^s! 

ARISTO  MFG.  CO.,  INC. 

2644  Colerain  Ave.,  Cincinnati  13,  Ohio 

Mulberry  5111 


ALL-ALUMINUM 

TRIPLE-TRACK 

STORM  WINDOWS&SCREENS 
SELF-ST  ORIHG 


K 


LL'IIME 


LUMINUM 

TRADE  MARK 


K.  D.  DEALERS 
WANTED 


ALL-TIME  3  TRACK  3  CHANNEL  ALL-EXTRUDED 
COMBINATION  ALUMINUM  WINDOW 

A  really  trouhle-free  triple  track  window.  EaMe>t  po^^illle  agt>embly 
and  installation.  ^  ill  outsell  any  competition  on  demonstration. 


Manufacturer's 
Franchise  Available 
.Write  us  if  interested. 


ALL-TIMS  MFG.  CO.,  INC. 
293  PARK  STREET 
NEW  BRITAIN,  CONN. 
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If  you’re  a  company  —  or  an  individual 
—  looking  for  an  active,  high-profit  line 
to  sell  during  the  quiet  winter  months, 
you'll  find  Gardner  Enclosures  highly  pro¬ 
ductive  .  .  .  for  here  is  an  exciting,  practical 
product  that  performs  a  triple  service  in 
homes  that  have  hot  water  or  steam  heat. 

Service  No.  1  is  Decorative  — 

Gardner  Enclosures  bring  old,  tired  rooms 
alive  with  a  fresh,  new  look,  as  the  picture 
above  clearly  shows. 

Service  No.  2  is  Functional  — 

Gardner  Enclosures  successfully  check 
messy  radiator  smudge  that  so  quickly  soils 
clean  walls  and  draperies  —  saving  home 
owners  substantial  money  in  less  frequent 
redecorating. 

Service  No.  3  is  Healthful  — 

Gardner  Enclosures,  equipped  with  special 
non-mechanical  water  pans,  keep  rooms 
more  pleasantly,  comfortably  heated,  while 
the  more  moist  air  they  provide  protects 
against  winter  coughs  and  colds. 


Sales  Leads  Furnished 


When  you  sell  Gardner  Radiator  Enclo¬ 
sures  you  represent  the  largest  and  oldest 
quality  manufacturer  in  the  field  and  are 
provided  with  a  complete  sales  presenta¬ 
tion  kit.  There  is  no  inventory  to  carry, 
no  investment  to  make.  Enclosures  are 
custom-made  to  order,  to  your  measure¬ 
ments  —  easier  by  far  than  figuring  win¬ 
dow  openings.  You  are  put  on  the  path 
to  sales  through  interested  prospects  pro¬ 
duced  by  Gardner  advertising  in  Better 
Homes  &  Gardens,  American  Home,  etc. 
Personal  income  of  $10,000  to  $15,000  a 
year  is  easily  possible.  Many  Gardner  men 
are  doing  it. 

Why  not  take  advantage  of  this  golden 
business  opportunity  —  and  apply  now  for 
a  profitable  Gardner  franchise.  Desirable 
territory  is  open  —  write  today. 


Gardner  Man^ufacturing  Co. 

4123  Kansas  St'.,  Horicon,  Wis. 


B.  S.  Reporter 

{Continued  from  Page  97) 

Stanley  Woodward,  now  execu¬ 
tive  vice-president,  has  been  with 
The  Ruberoid  Co.  for  25  years.  He 
I  was  vice-president  in  charge  of  the 
j  Southern  Division,  at  Baltimore, 
I  up  to  1950.  Prior  to  his  associa- 
;  tion  with  Ruberoid,  Mr.  Woodward 
I  was  vice-president  of  the  Conti- 
!  nental  Roofing  and  Manufacturing 
'  Co.  of  Baltimore,  Md.  and  Mobile, 
Ala.,  which  he  helped  to  organize 
in  1922  and  which  was  acquired 
;  by  Ruberoid  in  1928. 

Mr.  Woodward  has  been  con¬ 
nected  with  the  building  material 
indu.stry  all  of  his  working  life, 
first  with  the  Warren  Chemical 
and  Manufacturing  Co.  (New 
York),  and  later  with  The  Barrett 
Company,  Birmingham,  Ala.  and 
New  York. 

«  «  ♦ 

NAHB  Convention  In 
Chicago  Jan.  17-21 

j  An  intensive  five-day  study  of 
I  the  latest  developments  in  building 
methods  and  an  unprecedented 
j  showing  of  building  products  will 
I  be  the  chief  birthday  party  fare  at 
j  the  10th  Anniversary  Convention 
and  Exposition  of  the  National 
Association  of  Home  Builders  in 
Chicago,  January  17-21. 

Underlying  theme  of  the  conven¬ 
tion  program  will  be  “how-to-do- 
^  it,”  according  to  Convention  Chair¬ 
man  Henry  Fett  of  Royal  Oak, 
Michigan.  New  building  tech¬ 
niques,  up-to-the-minute  sales  and 
merchandising  plans,  improved 
management  methods  and  the 
j  scores  of  other  topics  on  the  agenda 
^  will  be  approached  on  this  basis  to 
acquaint  the  delegates  with  new 
!  and  successful  ideas  affecting  their 
business,  Fett  said. 

Concurrently,  leading  manufac¬ 
turers  will  send  more  than  3,000 
of  their  own  representatives  to  the 
exposition  where  they  will  show, 
i  explain  and  demonstrate  the  latest 
,  in  building  materials  and  equip¬ 
ment.  Some  300  exhibitors  have 
j  reserved  space  in  the  show,  which 


THIS 

I 

SPACE 

I  RESERVED 
FOR 

'  Volpertj  Jnc. 

■  WHO  WILL  SHORTLY 

!  INTRODUCE  THEIR 

I  SENSATIONAL  NEW 

I  SIDING  PRODUCT 

★ 

VOLPERT,  INC. 

3180  Belmont  Ave.,  Youngstown,  Ohio 


ANY  SIZE 

ANGLE  OR  CHANNEL 
ROLLED  TO  ORDER 
QUICKLY  AND  ECONOMKALLY 


SPECIAL  SHAPES 
NO  DIE  CHARGES 


HYGRADE  METAL 
MOULDING  MFG.  CO. 

770  GLENMORE  AVE. 
BKLYN.  8,  N.  Y. 

APplegate  7-1495 
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POPULARLY  PRICED  FOR  VOLUME 
SALES  AND  BIGGER  PROFITS' 


will  fill  all  available  display  areas 
of  the  Conrad  Hilton  and  Sherman 
Hotels.  According  to  convention- 
exposition  director  Paul  S.  Van 
Auken,  it  will  be  the  largest  expo¬ 
sition  in  the  association’s  history 
and  will  include  all  classes  of  prod¬ 
ucts  used  by  home  builders. 

One  of  the  major  convention 
presentations  will  be  a  “How  To 
Do  It  Sideshow”  in  the  Grand  Ball¬ 
room  of  the  Conrad  Hilton  Hotel. 
From  six  specially  erected  stages, 
six  different  building  ideas  will  be 
demonstrated  simultaneously. 

These  demonstrations  will  in¬ 
clude  the  use  of  dry  finishing  mate¬ 
rials,  the  application  of  ceramic 
tile  by  the  adhesive  method,  the 
application  of  insulating  board 
siding,  the  installation  of  kitchen 
cabinets,  the  application  of  asbes¬ 
tos  roof  and  sidewall  shingles  and 
the  use  of  copper  tubing  for  water 
supply  and  drainage.  Cooperating 
with  the  NAHB  in  arranging  the 
presentations  are  the  Insulation 
Board  In.stitute,  the  Tile  Council, 
the  Insulating  Siding  Institute,  the 
Kitchen  Cabinet  Institute,  the 
Asbestos  Shingle  Institute  and 
the  Copper  and  Brass  Research 
Institute. 

♦  *  ♦ 

North-east  Metal  Prod.  Co. 
Steps  Up  Production 

Increasing  demand  for  North¬ 
east  “cold  climate”  jalousies  has 
resulted  in  a  stepped-up  production 
schedule  and  extensive  plant  expan¬ 
sion  for  North-east  Metal  Products 
Corp.  of  Merrick,  Long  Island. 

The  company  has  now  increased 
manufacturing  facilities  in  its 
Long  Island  plant  to  over  57,000 
square  feet.  Part  of  the  expanded 
area  includes  the  addition  of  a 
custom-made  jalousie  department, 
which  enables  the  company  to  fill 
orders  in  specification  to  fit  any 
size  window,  door  or  porch  enclo¬ 
sure. 

According  to  John  Keyser,  vice- 
president  of  the  company,  the  new 
custom  order  department  can  fill 


oi  Jsi3  in  large  quantities  within 
36  houi  \  This  new  department,  he 
says,  will  eliminate  the  need  for 
dealer  inventories,  since  the  speed 
of  North-east’s  manufacturing  op¬ 
eration  provides  immediate  service 
on  custom-made  orders. 

Designed  specifically  for  colder 
climates  north  of  the  Mason-Dixon 
line,  the  new  line  of  North-east 
Jalousies  is  being  specified  by  an 
increasing  number  of  architects 
for  new  housing.  Dealers  are  find¬ 
ing  Jalousies  an  item  much  in  de¬ 


mand  for  professional  offices  and 
commcicial  installations  as  well  as 
for  homeowners  seeking  a  decora¬ 
tive  departure  from  traditional 
storm  windows. 

The  North-east  Jalousie  was 
awarded  the  Lewis  &  Conger  Safe¬ 
ty  Award  for  1953  and  was  fea¬ 
tured  in  a  full-page  editorial  in 
Life  Magazine.  Both  are  credited 
V.  ith  contributing  to  the  heavy  de¬ 
mand  for  the  line. 

(Continued  on  Page  100) 
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the  door  with  more  for  *5tr 

THE  ELMONT  LEADER 

the  100%  extruded  63ST5  Aluminum  Combination 
Storm  and  Screen  Door 

Over  25  lbs.  of  extruded  aluminum  in 
every  door.  Dollar  for  dollar — pound  for 
pound— the  best  door  value  in  the  field. 

•  Precision  tngineered 

•  Sash  is  rattle-free,  draft-free 

•  Rugged  mitred  sag-proof  construction 

•  Ribbed  face  —  15/16" 

•  Semi  concealed  stainless  steel  hinges 

•  Storm  King  closure  —  Ideal  latch 

•  Aluminum  and  vinyl  Bottom  Expander  and  Rain  Sweep 

•  Glass  replaced  in  a  jiffy 

•  The  Elmont  is  the  installer’s  dream 


SPECIAL  PLANS 
I.  Full  KO 


2.  Fully  assembled  with  screen,  with¬ 
out  glass  (lower  freight  costs) 

IMMEDIATE  DELIVERY  3.  Fully  assembled 


tXCLUSIve  reRRITORIES  STILL  AVAILABLE 


FOR  EASIER  SALES  AND  INCREASED  PROFITS  WRITE  OR  VISIT  OUR  EXPANDED  PLANT: 


ELMONT  MANUFACTURING  (0.,  Inc. 

575  HEMP5TEAO  TURNPIKE,  ELMONT,  NEW  YORK 
FLoral  Pork  4-3620 


addled 


with  this  new  revolutionary  aluminum  cleaner-polish 


•  made  specifically  for  aluminum 

•  sold  exclusively  by  aluminum  dealers 


Here  is  an  aluminum  cleaner-polish 
that  will  leave  a  bright,  long  last¬ 
ing  finish  on  old  or  new  alumi¬ 
num.  Many  letters  from  deal¬ 
ers  and  consumers  testify  to 
its  unequaled  performance. 

Send  for  this  amazing 
product  today  .  .  .  and 
see  your  “extra  -  sales” 
profits  soar  with  every 
sale! 


Retail  price  for  8  ez.  package 
$1.00.  40%  discount  te  deal¬ 
ers  on  case  lots  (24).  Sample 
75c;  also  available  in  gallens 
at  $>2.75  net. 


PROTECTALUM, 

nOCENTCiSIllEn  NEW  MWOIW.  N.  I. 
Oradell  I-6196 


B.  S.  Reporter 

(Continued  from  Page  99) 

New  Westinghouse  Air 
Conditioning  Plant 

The  Westinghouse  Electric  Cor¬ 
poration  broke  ground  November 
4  for  a  new  air  conditioning  plant 
at  Staunton,  Virginia. 


Harry  E.  Seim,  Westinghouse 
Vice  President  and  general  man¬ 
ager  of  the  Air  Conditioning  and 
Sturtevant  Divisions,  pointed  to 
the  project  as  tangible  evidence  of 
Westinghouse  faith  in  the  future 
growth  of  the  air  conditioning 
industry. 

“This  plant  will  increase  our 
productive  capacity  for  packaged 
air  conditioners  five-fold,”  Mr. 
Seim  said,  “and  will  enable  us  to 
keep  pace  with  the  growing  de¬ 
mand  for  residential,  commercial, 
and  industrial  air  conditioning 
equipment.” 

Capacities  of  these  packaged- 
type  units  will  range  from  2-tons 
of  cooling  effect  to  15-tons.  The 
recently  announced  Westinghouse 
air-to-air  heat  pump  will  also  be 
produced  here. 

The  new  plant  at  Staunton,  Vir¬ 
ginia,  will  be  modern  in  every  re¬ 
spect.  Of  steel  and  concreted  faced 
with  brick,  the  plant’s  manufac¬ 
turing  areas  will  be  of  one-story 
construction.  A  two-story  office 
building  will  also  be  built. 

*  «  * 

Murray  Hitzig  Joins 
Elmont  Mfg.  Company,  Inc. 

Mr.  Murray  Hitzig,  formerly 
vice-president  in  charge  of  produc¬ 
tion  of  the  Winterseal  Corporation 
has  joined  Elmont  Manufacturing- 
Company,  Inc. 

Since  Mr.  Hitzig’s  joining  El¬ 
mont  Manufacturing  Company,. 
Inc.,  sales  have  gone  up  300%  and* 
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production  increased  almost  400%. 
Production  is  quality  controlled  to 
eliminate  any  dealer  or  distributor 
complaints. 

The  Elmont  door  is  63ST5  100% 
extruded  aluminum,  contains  25 
pounds  of  aluminum  per  door,  has 
a  ribbed  face  for  added  strengrth, 
mitred  joint  using  a  cast,  sag- 
proof,  corners,  half-surface  hinge 
rivited  to  the  buck,  extra  heavy 
kick  plate  and  plastic  rain  sweep 
on  the  bottom  of  the  door. 

At  present,  Elmont  Manufactur¬ 
ing  Company,  Inc.,  is  engaged  in 
an  expansion  program  which  in¬ 
cludes  setting  up  K.D.  distributors 
in  key  points  throughout  the  coun¬ 
try.  Prices  have  been  reduced  in 
line  with  increased  production  and 
increased  sales.  New  doors  are  in 
the  works,  too,  and  present  dis¬ 
tributors  will  be  given  first  pref¬ 
erence  in  filling  orders. 

For  full  details  on  distributor 
territories  still  available,  prices, 
and  the  new  doors,  write  to  Mark 
Pollard,  Elmont  Manufacturing 
Company,  Inc.,  575  Hempstead 
Turnpike,  Elmont,  Long  Island, 
N.  Y. 


STORM  SAS^ 
PART  FITS 

•k  EASILY 
k  ECONOMICALLY 
★  SIMPLY 

Channels,  inserts,  handles,  corner  plates  are  en{^ 
neered  for  utmost  simplicity,  fw  a  small 
VULCAN  furnishes  saws,  jigs,  punch  dies  and  fiiR 
instructions.  Furthermore  our  company  repraniita- 
tive  will  personally  help  you  sitdp  an  effkmml  shop. 
Full  cut  sheets  and  diagraiar  eliminate^ possible 
error. 


This  is  Lh«  priw  wmon  why.  fewdrcds  of  fabricoteK 
•ro  turning  to  SUP(9IOR  oisAldvoly. 

•  Tho  SUPERIOR  Stone  Sorii 
is  proforrod;  by  prospocts 
on  first  piosoHtation  and 
hui^jrods  of  satisfied  users 

_ _ _ ^  .  eio:  our  strongest  reeom* 

snendation. 

t — “ —  ///_v  Vt  *  Nominal  shops  endorse 

Y  -  —  / '  //  f  l\  SUPERIOR  principally  be- 

\\  cause  of  low  cost  of 
i  \  //  / ,  \\  terial,  small  invoetery  ond 

\\  '  //  \\  eliminelioB^  of  eiq>Midve 


DON'T  PASS  UP  THIS 
CHANCE  TO  THOR. 
OUSHLY  DISCUSS  PO¬ 
TENTIAL  PROFITS  WITH 
ONE  OF  OUR  COMPANY 
REPRESENTATIVES. 


N.  Y.  Metal  Moulding  Moves 
To  Larger  Plant 

The  New  York  Metal  Moulding 
Company,  according  to  Benjamin 
Epstein,  president,  will  move  its 
warehouse  and  offices  on  or  about 
January  15th  to  new  and  larger 
quarters  at  19-22  45th  Street, 
Astoria,  Long  Island. 

Mr.  Epstein  stated  that  the 
present  quarters  of  the  firm  at 
155  East  33rd  Street  are  no  longer 
adequate  in  view  of  increasing 
activity.  He  said  that  the  new 
location  with  20,000  square  feet 
and  3  loading  platforms  would 
permit  the  placing  of  factory, 
warehouse,  and  offices  in  one  cen¬ 
tralized  area  thereby  affording  the 
trade  faster  and  more  dependable 
service. 

The  New  York  Metal  Moulding 
Company  also  maintains  branches 
at  68  South  8th  Street,  Newark, 
N.  J.,  and  1012  Callaihill  Street, 
Philadelphia. 


ADOS  UP  TO  MAJCf  VUiCO 
J  A  NATIMAt. 

Full  lin*  of  tiordlwiMrw  «Mi 
tool*  ovoiloblo. 

A  loodor  in  tho  industry 
sinco  1945. 


VUICAN  MiTAL  PRODUCTS 
2t01  -  Mb  Avomifr  ScMb 
■irminghom,  Alabww  Mmmo  4-d43> 


To:  VULCAN  imAL  PRODUCTS 

2t01  -  6tli  Avonot^  S.  • 
URMINGHAM,  ALASAMA 


Please  send  me  catalogue  andfwflief  dvtdils  rela¬ 
tive  to  SUPERIOR  STORM  SASH.  No  ObKlktlon. 


Address. 
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STAINLESS  STEEL 

SHEET  METAL  SCREWS 

HEAT  TREAT  HARDENED 


t 


I 


T 


tf 


Will  Not  Rust 
No  Thread  Stripping 
Heads  Won't  Snop  Off 
Low  In  Cost 

,  Economical  to  Use  •  Attractive 
in  Appearance  •  Foolproof 

^  Immediate  Delivery  Witloiii  Priorities 


Irpressly  Adapted  to  KD  Installations  as  Well 
as  Fabricating  All  Windows  and  Doors 


Mode  of  Type  410  StatnIeM  Steel  specially 
Heal  trcaicd  and  polished  lor  extreme  thread 
cuttinp  strength  and  maximum  corrosioa  re¬ 
sistance. 

Eliminates  the  rutting  experienced  with 
codmium  or  chrome  plated  screws. 

Special  heot  treatment  insures  toughness 
and  hardness  necessary  to  resist  stripping  at 


threads,  head  breakage,  damage  to  slots,  etc. 

Stocked  in  Round  Hcod,  Binder  Hrad,  and 
Oval  Cts'k  Head  styles,  in  diameters  4-b-B-IO 
and  12  and  in  lengths  V^",  H”,  Vi".  H'  0"d 
Made  to  your  order  in  other  sizes  and 
head  styles.  Also  available  to  order  in  Phillips 
recessed  head,  quantity  permitting. 

Let  us  quote  you  on  your  requirements. 


=  iIndustrial  Steels,  iNd.  : -  J  r 


A  M  H  H  M )  I  .  I  1 


New  Products 

(Continued  from  Page  60) 

gets;  burglar  proof  locking  han¬ 
dles;  easy  installation,  etc. 

In  most  cases,  delivery  can  be 
made  within  one  week  from  the 
receipt  of  orders. 

For  further  information  call  or 
write  to  Mr.  J.  Meyers  at  the 
Anodie  Aluminum  Mfg.  Co.,  Inc., 
Dept.  BS,  85-09  Northern  Blvd., 
Jack.son  Heights,  L.  I.,  New  York. 
*  *  « 

Stationary  Aluminum 
Louvers 

Two  outstanding  new  stationary 
louvers  are  now  being  manufac¬ 
tured  by  the  Louver  Manufactur¬ 
ing  and  Supply  Company  of  Min¬ 
neapolis. 

Both  models,  the  Series  100  flush 
type,  and  the  Series  200  recessed 
type  are  made  of  rustproof,  life¬ 
time  heavy-gauge  aluminum.  They 
are  designed  to  afford  maximum 
ventilation  and  weather  protection, 
and  are  very  attractive  in  general 
appearance. 

Features  include  all-aluminum 
screens  completely  installed,  smooth 
mounting  flashings  of  generous 
width  for  faster,  easier  installa¬ 
tion,  and  tight  tab-fold  seams 
which  eliminate  welds  and  give 
greater  rigidity  and  overall 
strength.  Both  models  are  avail¬ 
able  i;i  an  extremely  wide  variety 
of  sizes  to  fit  openings  from  8"  x  8" 
to  30"x24". 

Full  information  on  Lo  Man  Co 
all-aluminum  stationary  louvers 
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may  be  had  by  writing  Louvei 
Manufacturing  and  Supply  Com¬ 
pany,  Dept.  BS,  5807  West  36th 

Street,  Minneapolis,  Minnesota. 

*  *  * 

Hadco  "Awning  Jacks" 

Here’s  a  tool  metal  awning  in- 
.stallers  are  looking  for  .  .  .  Adjust¬ 
able  telescoping  poles  .  .  .  that  per¬ 
mits  the  awning  installed  to  posi¬ 
tion  his  awning  installation  to  the 
exact  slope  make  all  adjustments 
and  etc.  .  .  .  before  cutting  the 
perminent  posts.  It  will  save  him 
time  and  you  money  .  .  .  “AWN¬ 
ING  JACKS”  are  telescoping  up 
to  8'  and  adjusted  to  any  position 
by  the  “Flip-Of-The  Thumb-Fast¬ 
ener-Lock  which  insures  sure  grip, 
just  can’t  slip  .  .  .  made  of  18  gauge 
.  .  .  adjustable  section  galvanized 
. . .  bottem  or  base  section  enameled 
.  .  .  packaged  3  to  a  carton  .  .  . 
each  installation  crew  should  have 
3  of  these  awning-jacks  on  the  job 
.  .  .  write  today  for  this  time  and 
money  saving  service  tool.  Hadco 
Aluminum  Products  Co.,  Dept.  BS, 
501  Pressley  St.,  Pittsburgh  12,  Pa. 


. . .  what’s  the 
figure  in  the 
lower  right  corner? 


Dealers  have  learned  the  hard  way  that  a  "busy"  season  in  the 
storm  window  business  isn't  always  a  profitable  one.  It  depends  on  the 
window  you're  handling. 

Winsulite  dealers  enjoy  volume  sales  and  a  steady  profit  season  after 
season.  Reason?  The  Winsulite  Three-Track  Triple  Slide  Window  is  a 
proven  quality  product  with  top-notch  public  acceptance  —  a  housewife's 
dream,  really  easy  to  sell.  Sold  windows  stay  sold,  no  costly  servicing 
eats  up  profits.  At  the  end  of  a  "busy"  season  for  a  Winsulite  dealer 
"the  figure  in  the  lower  right  corner"  looks  good. 

This  isn't  sales  talk.  This  is  a  fact.  Make  us  prove  it.  Write  for  details 
of  a  Winsulite  dealership. 

Special  Discount  —  Incentive  Plan  For  New  Dealers! 


to  assemble  KD  units!  Winsiriite  Mfg.  Co.,  Bolfo.  2,  Md.  *  Eastern  7-MM 


Winsulite  Mfg.  Co.  BS 

721  N.  Central  Ave. 

Balto.  2,  Maryland 
Gentlemen: 

I'd  like  to  take  a  look  at  the  A-9  3-Trock. 
Send  me  details. 

Name  . 

Address  . 

City .  State . 


Your  hands  are  all  you  need 


Ruberoid  Introduces 
"Colorator" 

With  the  increasing  demand  for 
colored  asbestos-cement  siding  and 
asphalt  shingles,  it  is  becoming 
more  important  for  dealers  and 
applicators  to  advise  customers  on 
proper  color  harmony.  Improper 
selection  can  “back-fire.”  .Realiz¬ 
ing  that  tremendous  goodwill  can 
be  developed  and  new  sales  stim¬ 
ulated  by  advising  customers  on 
color  blending  for  improved  home 


appearance.  The  Ruberoid  Co.  has 
perfected  a  color  selection  wheel 
which  they  call  the  “colorator.” 
In  effect,  it  enables  every  dealer’s 
customer  to  become  a  color  har¬ 
mony  expert.  Siding,  roof  and  trim 
colors  are  keyed  by  number  so  that 
a  wide  range  of  combinations  may 
be  selected,  and  still  assu**e  proper 
balance.  The  Ruberoid  Co.  is  now 
in  process  of  distributing  their 
new  “Colorator.” 

(Continued  on  Page  104) 


&  Home  Improvement  Dealer 


103 


r 


flasties 


YATES 

COMPANY 


EXTRUDED  PLASTIC  PRODUCTS 
Precision  Extruders  ol  Rods,  Tubes,  Strips, 
Special  Shapes  lor  builders  bordwore.  chem¬ 
ical  industries,  electronics,  himiture.  toys. 
SenJ  infuiri/i  for  rnginrering  rfCommfnJttiens. 

YATES  Company 
**!•  Cemetery  Road  Brie.  Pa. 


New  Producfs 

(Continued  from  Page  103) 

New  Curved  Top  Aluminum 
Combination  Doors 

There  are  literally  hundreds  of 
thousands  of  homes  in  the  United 
States  with  circle  top,  gothic,  tudor 
or  cathedral  type  entrance  doors. 
The  owners  of  these  homes  have 
wanted  and  needed  an  aluminum 
combination  door  for  their  homes, 
but  until  recently  none  was  avail¬ 
able. 


Now  this  untapped  market  can 
be  reached  with  a  moderately 
priced,  custom  -  made  aluminum 
combination  door  that  will  beautify 
any  home  and  assure  perfect 
weather  control  for  the  home 
owner. 

Made  of  one  piece  extruded 
aluminum,  the  master  frame  is 
manufactured  on  the  half-inch  in 
width,  and  the  inch  in  height.  The 
buck,  also  made  of  extruded  alum¬ 
inum  is  one  piece,  thereby  facilitat¬ 
ing  installation.  Any  size  or  shape 
door  can  be  made  from  easy-to- 
take  measurements.  Delivery  is 
excellent  —  shipment  being  made 
in  ten  days  to  two  weeks  from  re¬ 
ceipt  of  specifications. 

This  door  has  all  the  advantage 
and  construction  features  of  a  high 
quality  conventional  combination 
door,  yet  fits  curved  top  door  en¬ 
trances. 

For  information  about  this 
amazing  door,  contact  Curvalum 


-  CUT 
PRODUCTION 

costs  with  the 

MIGHTY  MIDGET 
PUNCH  PRESS 


This  machine  will  do  everything  in  a  plant 
such  as  staking,  cutting,  crimping,  riveting, 
clinching,  marking,  trimming,  stamping,  blank¬ 
ing,  swaging,  perforating,  assembling  and  other 
operations. 

The  Mighty  Midget  does  better,  faster, 
cleaner  work.  It  has  an  impact  of  one  ton  and 
can  be  adjusted  to  a  feather  touch. 

Write  for  details  to: 

Peacock  Metal  Products,  Inc. 

752  Hyde  Park  Avenue 
Hyde  Park  (36),  Mats. 

Phone:  HY  3-2128 
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4  SXTRA  DOIpLARS 
^  PER  WlNDOWn 


IPro^of  AUiMIMUM  mmim,  Inc 


1736  Pacific  Street,  Brooklyn  13,  N.  Y.  *  Phone.-  PResident  2-41 51 2-3 


The  Lupton  design  features  a 
centrally  operated  control  bar  that 
delivers  equal  power  to  both  jambs 
for  easy  opening  and  closing,  and 
tight  seal  around  each  sash.  There 
is  complete  vinyl  plastic  weather¬ 
stripping  on  the  inside  contact  of 
the  frame  where  it  is  protected 
from  freezing  or  weather  damage. 
Friction-free  operator  gives  finger¬ 
tip  control.  Operating  mechanism 
is  completely  concealed  in  window 
frame  and  does  not  interfere  with 
Venetian  blinds. 

The  Lupton  aluminum  awning 
window  can  be  cleaned  from  the 
inside.  Screens  or  storm  sash  fit 
on  inside. 

*  *  ♦ 

Additive  Saves  Over 
35%  of  Fuel 

The  Fuel  Econ-O-Mizer  Company 
of  Providence,  Rhode  Island,  has 
devised  a  coordinated  System  easily 
installed  on  the  existing  oil  fired 
heating  plant  that  overcomes  heat 
loss  and  in  actual  use  it  has  pro¬ 


duced  an  average  fuel  saving  of 
34.9%.  This  figure  was  the  result 
of  a  check  of  250  installations. 

The  System  is  at  present  not 
only  saving  home  owners  hundreds 
of  dollars  but  has  received  acclaim 
from  industry  where  fuel  costs  are 
so  much  a  part  of  operating  and 
production  expense. 

The  Fuel  Econ-O-Mizer  System 
is  unconditionally  guaranteed  to 
reduce  fuel  oil  consumption  from 
15%  to  40%. 


The  Fuel  Econ-O-Mizer  System 
is  being  sold  successfully  by  many 
insulation,  combination  window, 
and  other  home  equipment  dealers, 
and  fits  ideally  into  their  lines.  The 
program  is  not  seasonal.  The  Sys¬ 
tem  retails  for  around  $100  and  the 
margin  of  profit  is  excellent. 

The  Fuel  Econ-O-Mizer  System- 
consists  of  three  components. 

First  is  a  scientifically  designed 
automatic  baffle  system  which  is 
(Continued  on  Pape  106) 


WILL  SET  YOU  UP  IN  BUSINESS  AS 
A  MANUFACTURER  OF  ALUMINUM 
COMBINATION  STORM  WINOOWS 


•  Ouy  Lineal  Lengths  As  You  Need  Them 

•  Set  Up  Your  Own  KD  or  Dealer  Plans 

•  Save  KD  Cutting  Charges  —  PAnke  $2  to  $4 
in  Extra  Profits 

•  Cut  Your  Own  Windows  in  5  to  10  Minutes 

•  Eliminate  Inventory  Headaches  —  Cut  Sizes  Are 
at  Your  Fingertips  as  Needed 

•  Save  Space  —  Avoid  Shipping  Delays  —  Give  1  Day 
Service  on  Special  Orders 

•  Handle  Window  Orders  on  Your  Own  Premises  — 
Control  Your  Own  Quality  —  All  Hardware  Included 
—  All  Extruded  Shapes  in  Stock 

irs  CAST*  imxnNsm  •  profitabu 

Write  Today  for  Details 


OtW-lRs 

Check  Tke«J.*  'vte 

fronchis**  ^ 


Door  Mfg.  Co.,  Dept.  BS,  15  Pros¬ 
pect  Street,  Hewlett,  Long  Island, 
New  York. 

*  *  * 

New  Aluminum 
Awning  Window 

A  new  Lupton  aluminum  awn¬ 
ing  window  has  been  announced 
by  Michael  Flynn  Manufacturing 
Co.,  Philadelphia. 

Designed  especially  for  construc¬ 
tion  where  horizontal  lines  are  em¬ 
phasized,  the  new  window  permits 
control  of  ventilation  through 
open-out,  awning-type  sash.  Weath¬ 
er  protection  is  assured  even  when 
it’s  raining. 
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UNIVERSAL  FABRICATORS 

■  H  8  R  O  O  N  C  A  V  L  •  N  E  A  »  C.B  ■  A :  ^  S  • 


You  too  will  moke  an 

INSTANT  HIT 


still  available,  and  anyone  inter¬ 
ested  in  handling  the  System  may 
obtain  further  information  from 
the  manufacturers,  Fuel  Econ-0- 
Mizer  Company,  1  Washington 
Ave.,  Providence  5,  R.  I. 


WSTANT^FtT 

EXTRUDED  ALUMINUM 

CASEMENT 
STORM  WINDOWS 


*  Quick  fo  insLall. 

*  Complete,  airtight  insulat.on 
—  “Big  Inch"  air  space. 

•  Lifetime  construction. 

•  Easy  to  sell  —  with  quicker, 
bigger  profits  for  you. 

IMMEDIATE  DELIVERY 


New  Low  Prices 

NOW  in  effect 

Use  the  Coupon  to  Get  Our  Free  Catalog 


502  Park  Place,  Long  Beach,  N.  Y. 
Long  Beach  6-1644 

Please  RUSH  Your  Free  Catalog 


NAME 


COMPANY 


ADDRESS 
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doors  "k"  to  11/h"  thick,  either  flat 
or  lipped  edge. 

The  lock  is  also  available  in  two 
other  models.  One  has  plain  plate 
outside  with  no  key  operation  and  i 
the  other  has  emergency  pass  key 
operation  from  the  outside. 

Complete  information  is  avail-  | 
able  from  Dexter  Lock  Company,  i 
Dept.  BS,  1601  Madison  Ave.,  S.E.,  ' 
Grand  Rapids  2,  Mich. 

#  *  * 

Snap-on  Glass  Mould 
Eliminates  Screws 

New  type  of  glass  mould 
announced  by  Arcadia  Metal  Prod¬ 
ucts  revolutionizes  installation  of 
glass  in  sliding  door  installations. 
For  the  first  time,  a  mould  has 
been  devised  that  can  be  snapped 
into  place.  New  snap-on  glass 
mould  eliminates  screws,  which 
were  formerly  used,  and  saves  con¬ 
siderable  time  on  the  part  of  the 
glazier. 


The  new  snap-on  glass  mould  ■ 
is  made  possible  by  a  patented 
spring-lock  steel  clip  manufactured 
by  Monadnock  Mills,  a  subsidiary 
of  United-Carr  Fastener  Corpora¬ 
tion.  Design  of  the  new  clip  is  an 
excellent  example  of  cooperation 
between  two  otherwise  diverse  | 
industries.  Arcadia  engineers  re¬ 
quested  a  design  for  the  purpose  | 
of  clipping  on  a  glass  mould.  The  ; 
result  was  developed  by  close  co¬ 
operation  between  the  engineering 
departments  of  the  two  firms. 

Arcadia  Metal  Prod.,  324  N.  2nd 
Ave.,  Arcadia,  Calif. 

*  *  * 

j 

Aluminum  Weatherstrip  | 
For  Steel  Casements 

A  unique  development  in  weath¬ 
erstripping  steel  casement  win¬ 
dows,  which  effectively  seals  out 
{Continued  on  Page  108) 


/ 


^  ^  THE  WEATHER. 


PACRAGED-ASSEMRLEOyi 

ALUMIMUm  AWMIHO 

dealers  J!,<WC 


Spring,  Summer,  Fall  and  Winter  —  Rain, 
Sun,  Wind  and  Snow.  Cool-Ray  dealers  turn 
all  weather  complaints  into  cash  with  the 
sensational  PACKACED-ASSEMBLED  awn¬ 
ing.  Homeowners  huy  Cool-Ray  just  like  they 
buy  potatoes! 

Cool-Ray  PACKACED-ASSEMBLED  All- 
Aluminum  Awnings  are  now  available  in  two 
sizes  and  three  colors  . . .  proved  by  sales  to 
satisfy  over  80%  of  all  customer  requirements. 
HERE’S  WHAT  DEALERS  SAY:  COOL- 
RAY  HAS  THE  BEST  AWNING  . . .  THE 
BEST  AWNING  SALES  PLAN  TODAY! 

Get  ALL  the  profitable  facts  about  a 
Cool-Ray  Dealer  or  Distributor  Fran¬ 
chise.  Some  choice  territories  available 
to  qualified  organizations. 

Write  in  full  confidence! 
*Completely  assembled,  ready  to  put  up! 


ALUMINUM  I  Division  of  Tho  Kosonblum  trot.  Co. 
AWNINGS  I  226  South  fholpt  St.,  Youngstown  3,  Ohio 


DtSTRIBUTORS  WANTED 

For  Sensational  New  Line  Of 


Alnminmn  Gombinalion  Windows  and  Doors 

Exclusive  Territories  Open 
Write  For  Details 

FOUR  SEASON  MANUFACTURING  CO. 

202-09  Hollis  Avenue.  Hollis  12,  N.  Y.  •  HOIIis  8-4206-7 
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Ws  a  sure  sale 
with  SPACO  ALUMINUM 


Check  these  outstanding  features  that  mean  faster 
turnover  and  more  profits  for  you. 


Easy  to  install  Wide  variety  of  colors 

Removable  slats  for  custom  sizing  Interlocking 
Bonderized  steel  frame  Permanent 

Leakproof  Rust  Proof 

And  above  all  —  they're  priced  right! 


Stock  or  Custom  Made 

RESIDENTIAL,  COMMERCIAL,  INDUSTRIAL 

paCO  MFG.  CO. 


CHICK  FRANKEL 

Distributor  of  Permalume  enclosures  at 
120-68  Queens  Blvd.,  Kew  Cardens  15,  N.  Y. 


DISCOVERED 
A  GOLD  MINE 
IN  HIS  SHOWROOM 


"I  am  continually  amazed  at  the  tremendous  number  of  high-profit 
sales  resulting  from  displaying  and  demonstrating  (and  often  from 
simply  suggesting)  Permalume  shower  doors  and  tub  enclosures. 
There  is  no  other  line  of  products  like  Permalume  in  the  building 
specialities  field  for  excellence— for  volume— for  profit." 


For  full  information  on  the  complete  Permalume  line  of 
shower  enclosures,  write  . . . 


r^liowi/L.  l)aiyu  Qambanu 

Of  AMCRICA 

^  973  Poochfraa  Sff.,  N.K.,  AHonto,  C«orgitf. 


New  Products 

{Continued  from  Page  107) 

drafts  and  dirt  from  infiltrating 
around  window  openings,  is  an¬ 
nounced  by  Steel  Sash  Service,  Inc., 
a  window  service  organization. 

Known  as  Seal-Draft,  the  new 
weatherstrip  is  made  of  a  highly 
weather  and  corrosion-resistant 
alloy  of  chromium,  magnesium  and 
aluminum.  This  combination  of 
minerals  makes  possible  contact 
with  steel  without  electrolitic  de¬ 
composition  of  the  new  weather¬ 
strip.  Tested  for  three  years  under 
severe  conditions  in  Alaska,  South¬ 
western  USA,  and  Pacific  Coast 
regions  Seal-Draft  has  withstood 
all  types  of  weathering  without 
noticeable  loss  of  efficiency  or 
change  of  appearance. 

Unlike  other  types  of  metal 
window  weatherstripping  that  re¬ 
quire  mastic  or  drive  screws  to 
hold  in  place,  the  new  aluminum 
strip  simply  snaps  on  to  the  frame 
of  the  window.  Corner  pieces  hold 
the  strip  securely  in  place.  The 
wide,  sealing  flange  makes  it  pos¬ 
sible  for  the  stripping  to  conform 
to  certain  deformities  of  the  ven¬ 
tilating  frame  section,  extending 
throughout  the  entire  perimeter  of 
the  opening.  In  extreme  cases 
where  ventilator  does  not  meet 
frame,  windows  should  be  straight¬ 
ened  before  stripping  is  applied. 
This  makes  possible  contact  with 
the  entire  ventilating  section,  in¬ 
stead  of  providing  only  occasional 
contact. 

Because  of  the  thin  gauge  metal, 
the  stripping  fits  into  the  window 
manufacturers’  tolerances  for  ven¬ 
tilator  clearance  and  does  not  bind 
the  window.  It  allows  full  freedom 
of  opening  and  closing.  The  strip¬ 
ping  does  not  interfere  with  place¬ 
ment  of  storm  windows  or  screens. 

Although  Seal-Draft  stripping 
has  substantially  reduced  heating 
costs  where  it  has  been  field  tested, 
the  manufacturers  point  out  that 
it  is  not  a  substitute  for  storm 
sash,  since  it  will  not  control  heat 
loss  through  glass  areas.  Neither 
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is  stoj*^^  sash  intended  to  control 
drafts  and  dirt  through  ventilator 
openings.  Therefore,  the  new 
weatherstripping  and  storm  win¬ 
dows  together  complement  each 
other  to  produce  an  efficient  and 
low  cost  means  of  effectively  keep¬ 
ing  out  the  weather. 

Made  by  Sun  Screen  Products 
Corporation,  Seal-Draft  weather¬ 
strip  will  be  handled  by  weather¬ 
strip  and  window  companies, 
points  out  Steel  Sash  Service, 
direct  factory  representatives,  of 
2141  Lawrence  Ave.,  Chicago  25, 
Ill. 


♦  *  * 


New  Underscreen  Operator 
For  Pella  Windows 

Rolscreen  Company,  Pella,  Iowa, 
has  added  a  new  efficiency  feature 
to  its  line  of  low-cost  Multi-Pur¬ 
pose  Windows.  “Underscreen  Op¬ 
erators”  designed  to  facilitate 
opening  and  closing  are  now  avail- 


*  Experienced  Consultont  Engineers 
to  furnish  you  with  complete  pro¬ 
duction  set-ups. 

*  Design  and  fabricate  tools  and  dies 

*  Supply  your  hardware 

*  Large  stock  of  dies  for  standard 
parts 

*  Write  far  aur  New  1954  Catalog 

SEW  LOW  PRICES 


STOP 

LOSING  SALES 

STOP 

Installation 

Headaches 

STOP 

Worrying  — 

Period 

START 

having  peace  of  mind 

START 

doing  it  the  easy  way 

★ 

MAKERS  OF 

3  TRACK 

FLEET-'OOD 

STORM  WINDOWS 

Also  Imperial  and  Storm  Wizard 


LEAD  COMPHITION 
by  SEUING  and 
BUYING  RIGHT! 


WE  HAVE  THE  ANSWER 
IT'S  YOURS  FOR  THE  ASKINO 

Call  or  Write  Now 

FOR  COMPLETE  INFORMATION 


STORm  UJIZRRD  PHUO.  PP  ”3B  53  E  VORH 

WIWIIIII  wwiAniiu  CPrIiEld  B-BIDO 


1  - 


able  at  slight  extra  cost  on  six 
standard  ventilating  units. 

Multi-Purpose  Windows  close  by 
swinging  the  bar-type  sash  opera¬ 
tor  up  against  bottom  screen  rail. 
A  catch  holds  operator  in  place 
and  provides  a  powerful  locking 
feature.  The  window  is  opened  by 
swinging  the  sash  operator  to  right 


angles  with  the  window  and  push¬ 
ing  sash  out  to  desired  distance. 

Constructed  entirely  of  Western 
Pine,  with  stainless  steel  weather¬ 
stripping  and  zinc-plated  hard¬ 
ware,  Pella  Multi-Purpose  Win¬ 
dows  are  completely  factory  assem¬ 
bled  with  screens  and  all  hardware 
(Continued  on  Page  110) 


Home  Improvement  Dealer 
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72HOIR$ 

TO  GO... 

.  .  .  from  your  ordor  to  delivery  I  That's  the 
way  STEPHEN  LAURIE  helps  you  sell  without 
suffering  inventory  headaches. 

DEALERS  -  DISTRIBUTORS 
K.D.  or  FULLY  ASSEMBLED 


TWO  -  TRACK  ell- 
aluminum  Storm* 
Screen  Window  .  .  . 

tor  budget'Wise 
buyers  with  auto- 
nnatic  locking  ac¬ 
tion,  self-storing. 


THREE  -  TRACK 
all  aluminum 
Storm  -Screen 
Window.  Auto¬ 
matic  self-lock¬ 
ing,  top  o  n  d 
bottom  venfabil- 
ity,  no  track  re¬ 
moval  ond  4- 
side  expansion 
are  a  few  of  the 
reosons  for  the 
big  switch  to 
Stephen-Laurie. 


All  Alum  inum 
Storm  -  Screen  Door. 

Z-Bor  or  expander 
types,  fully  equip¬ 
ped,  closed  extruded 
inserts  and  steel 
corner-gussets  .  .  . 
all  ot  remarkably 
attractive  cost. 


New  Products 

(Continued  from  Page  109) 
included.  Dual  Glazing  is  optional 
at  extra  cost. 

Literature  and  prices  can  be 
secured  by  writing  Rolscreen  Com¬ 
pany,  Dept.  BS,  Pella,  Iowa. 


Superior  Issues  Free 
Jalousie  Booklet 

Now  available  is  a  three-color 
booklet  entitled  “A  New  Outlook 
With  Jalousies.”  This  six  page 
booklet  gives  the  dealer  and  con¬ 
sumer  a  complete  buyers  guide 
report  on  what  to  look  for  in  buy¬ 
ing  jalousies.  There  is  no  charge 
for  this  literature.  It  will  be  sup¬ 
plied  to  any  interested  party. 

Also  available  a  four  page  bro¬ 
chure  on  aluminum  casement  and 
awning  type  windows.  Write 
Superior  Window  Company,  5300 
N.W.  37th  Avenue,  Miami,  Florida. 


New-type  Door  Hinge 

The  No-Mortise  Hinge  Corpora¬ 
tion  of  Bound  Brook,  New  Jersey, 
has  made  a  major  contribution  to 
the  building  profession  and  to 
homeowners  everywhere,  with  the 
manufacture  and  introduction  of 
“Fastinge,”  the  new  no-mortise 
5-knuckle  hinge. 


DISTRIBUTORS 

DEALERS 

Two  New  Profit  Makers 
It  Floats 

The  latest  aluminum  horizontally 
sliding  combination  unit  for  sliding 
aluminum  windows. 

The  Master  Frame  is  Spring  Load¬ 
ed  and  adjusts  automatically  to 
variations  in  the  prime  window 
wood  surrounds. 

nPE  3921  . $10.00 

EXTRUDED  ALUMINUM  WICKET  TYPE 
STORM  WINDOWS 

The  most  practical  and  economical 
storm  window  for  Simplex  and  Pro¬ 
jected  Casement  Windows.  Made 
with  built-in  Vent  Door  for  access 
to  locking  handles. 

TYPE  2423  Mod . $11.50 

STEEL  WINDOW  PRODUCTS  (0. 

S50  NASSAU  ROAD 

Roosevelt,  L.  I.,  N.  Y. 
Freeport  9-3401 


Designed  to  give  the  greatest 
strength  wherever  needed, 
“Fastinge”  is  a  streamlined,  at¬ 
tractive  product  that  makes  the 
ordinary,  old-fashioned  hinge  a 
needless  partner  to  an  outmoded 
operation. 

*  *  * 

Largest  Line  Of  Outdoor 
Burners  Feature  New  Models 

A  completely  redesigned  line  of 
outdoor  trash  burners  said  to  be 
the  largest  line  in  America  and 
featuring  new  rust-resistant  mate¬ 
rials  and  engineering  improve¬ 
ments  is  announced  by  the  Alsto 
Company,  4007  Detroit  Avenue, 
Cleveland,  Ohio. 


According  to  the  manufacturer, 
this  enlarged  new  line  of  rede¬ 
signed  units  is  manufactured  un¬ 
der  a  new  process  of  bonding 
molten  aluminum  to  steel  for  long 
lived  rust-resistant  performance 
under  all  climatic  conditions. 

The  manufacturer  further  stated 
that  improved  draft  control  and 
newly  engineered  grates  and  base 
pans  permit  faster  burning  of 
damp,  green  or  dry  refuse  and 
garbage  and  eliminate  the  fire 
hazards  of  burning,  blowing  scraps 
and  minimize  smoke  and  smell. 
Furthermore,  these  burners  have 
been  thoroughly  tested  and  recom¬ 
mended  by  Bureaus  of  Fire  Pre¬ 
vention  and  have  been  judged  safe 
to  use  as  close  as  10  ft.  from  gar¬ 
ages  and  out-buildings. 

*  *  * 

New  Water  Softener 
Fascinates  Nancy  Craig 

Thousands  of  housewives  were 
astounded  just  as  much  as  the 
well-known  woman’s  TV  commen- 
{Continued  on  Page  112) 
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STORMieK. 

ForiComMiiation  Aluminum,  Joleusit,  ar  Wuud  Scratn  Dows 


MODEL  ::Si  50Q 
(Without  Key) 


Complete  Unit  —  PRE-ASSEMBLED 
AT  THE  FACTORY  —  Ready  for 
Instant  Installation. 

*  Exclusive  Bonderized  Finish  — 
Will  Not  Rust,  Pit,  Peel  or  Crock. 

•  To  Install  —  simply  bore  1%” 
hole  —  insert  STORM—  lOK  — 
tighten  two  screws  —  INSTALLA¬ 
TION  IS  COMPLETEI 


I  lock 


^1P>J 


Pre-alignment  of  holes  elimi¬ 
nates  “binding"  or  stuck-fost 
locks. 

Use  STORM-LOK  and  forget 
about  escutcheons,  mortising  of 
doors,  and  drilling  of  plates. 
The  Perfect  Replacement  for  old 
type  pull  latches. 

Life-Time  Guarantee. 


U.  S.  4  Fwoieo  Fal. 
No.  )IS744 


NM  txciww" 


FOR  ALUMINUM  COMBINATION  DOORS 

^SL-900  —  Aluminum  Finish  — With  Ktir.  V,”  to  M/A"  Thickntss. 
^SL-SOO  —  Somt  os  Above  —  Without  Key  Cylindor. 

FOR  OLD  TYPE  “MALONEY  STYLE”  DOORS 

#MA-FS0  —  Aluminum  Finish  —  With  Roy.  to  •/,”  Thicknoss. 

^MA-S1S  —  Some  os  Abovo  —  Without  Roy  Cylindor. 

SPECIAL  FOR  JALOUSIE  DOORS 

^JA-1000  —  Aluminum  Finish  —  With  Roy.  Custom  Shod-' to  Your  Spocificotions. 
4^ik-7000  —  Somo  os  Abovo  —  Without  Roy  Cylindor. 

FOR  WOOD,  SCREEN  &  COMBINATION  DOORS 

^WO-902  —  Iross  or  Chrome  Finish  —  With  Roy.  y,"  to  I'/,"  Thicknoss. 
^WD-MO  —  Somo  os  Abovo  —  Without  Roy  Cylindor. 

Security  means  business  —  for  you! 


Write  or  Phone 

SECURITY  STORM  LOCK  &  HARDWARE  CORP. 

858  East  29fh  Street,  Brooklyn  10,  N.  Y.  •  CLovercfale  3-6350 


m/trco 


TRIPLE  ACTIOIV  WINDOW 

DEALERS  —  DISTRIBUTORS  CHECK  THESE  FEATURES 

*  Interlocking  Meeting  Rail 

*  Positive  Locking  Device 

*  Frame  Corners  Completely  Aluminum  Welded 

*  No  Gadgets,  Trouble  Free  Window 

INEXPENSIVE!  PROFITABLE! 

1  Week  Delivery  Anywhere  In  New  Englond  Area 
K.D.  or  ASSEMBLED 
Write  —  Wire*  —  Phone 
WHAT  CHEER  ALUMINUM  WINDOW  CO. 

155  Thurbers  Ave  HOpkins  1-8911  Previdwiic*,  R.  I. 


&  Home  Improvement  Dealer 
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FOR  BETTER  SHAPES 

in  your 

EXTRUSIONS 


Overt 000 Shapes 

To  Choose  From 


To  give  you  fasf,  effi¬ 
cient  service,  our  new 
plant  is  completely 
equipped  —  Compound¬ 
ing  to  Finished  Extru¬ 
sions,  including  our  own 
Die  Shop  and  Engineer¬ 
ing  Facilities. 


We  carry  a  complete  line 
of  Kessler  -  Engineered 
oor  Sweeps.  Write 
today  for  Quantity  Dis¬ 
counts. 


SPECIALISTS  IN  PLASTIC  EXTRUSIONS 
FOR  THE  STORM  WINDOW  INDUSTRY 


KESSLER  PRODUCTS  CO. 

^X521  LAKE  PARtS^RD  \oUNGSTOWN  OHIO 
PHONE  STcrIinq  8  9657  \ 


New  Products 

(Continued  from  Page  111) 
tator  Nancy  Craig  recently  when 
a  water  softening  expert  talked 
about  household  economy  on  the 
popular  “Nancy  Craig  Time"  pro¬ 
gram  over  WABC-TV.  Here,  Mr. 
Chester  H.  Knowles  of  The  Per- 
mutit  Company,  New  York,  N.  Y., 
is  telling  Nancy  and  her  thousands 
of  program  viewers  that  Govern¬ 
ment  agencies  and  various  research 
institutions  declare  that  an  average 
family  pays  out  over  $200  a  year 
trying  to  overcome  the  annoying 
effects  of  hard  water.  He  also 
brought  out  the  fact  that  there  are 
more  than  38,000,000  homes  in  the 
U.  S.  that  have  to  contend  with 
this  problem. 


'V 

1 

9 

L 

Scientifically  engineered  to  elim¬ 
inate  this  waste  is  Permutit’s 
model  EMD  Electro-Matic  which 
softens  the  incoming  raw  water 
supply  by  removing  calcium  and 
magnesium  salts,  clears  the  water 
!  of  turbidity  or  silt  and  removes 
normal  amounts  of  iron  and  man- 
I  ganese. 


*  *  * 

Handy  Display  Shows 
Dexter  Lock 

A  handy,  space-saving  counter 
display  showing  the  advantages  of 
the  new  Dexter  No.  1100  “Single 
Bore”  screen  and  combination  door 
lockset  has  been  prepared  by 
Dexter  Lock  Company,  subsidiary 
of  National  Brass  Co.,  Grand 
Rapids,  Mich.  All  exterior  trim  is 
solid  brass  —  interior  parts  cold 
rolled  steel. 

The  dealer  display  features  a 
miniature  door  that  opens  and 
closes  just  like  a  full  size  model. 


ffil^INGlTRII 

zmeJCHANNEG 

DfiNDEOpUND  ^EXTRUDEOlg 
IpRlIcUUU^QUIREME^ 


K.D.  OPERATORS  — 
DEALERS  FOR  THE 
NEW  ENGLAND  AREA 


NO  GIMMICKS  HERE 
Quality  and  Price  too 


Just  the  finest  opportunity  avail¬ 
able  to  manufacture  Aluminum 
Storm  Windows  today.  You  work 
from  lineal  feet  and  save  $$  with 
no  large  inventories  required. 
$300  investment  puts  you  in 
business. 


We  offer  you:  Immediate  deliv- 
epi,  Quality  material  and  Effi¬ 
cient  service.  Fine  K.D.-Distribu- 
tor  and  Dealer  territories  avail¬ 
able  for  Me.,  Vt,  N.  H.,  R.  I., 
Conn,  and  western  Mass. 


OBe  from  Missouri.  Jump  on  the 
Bandwagon  and  see  for  yourself. 
Act  now  before  it’s  toe  late,  for 
time  is  important. 

Write  —  Wire  today 

F  &  F  SALES 

118  Magazine  Street 
Cambridge,  Mass. 
University  4-6451 


Jarene  "B"  Vinyl  Plostic  —  the  ideal  insulator 
—  make  your  windows  REALLY  weather-tite. 
Seals  out  drafts,  dirt  and  rain. 

For  oil  windows — wood, 
steel  or  aluminum. 


Specialists  in  custom  extrusions  for  over  25 
years.  Send  prints  for  quotation.  Samples  sent 
on  request. 


Costs  so  littio  -  -  Adds  so  MUCHI 


Iarrow  PRODUCTT' 

OW-|  ^  — - - - = - 

^^420  NO  lA  SAllI  ST.,  CHICAGO  1( 
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:giving  customers  an  actual  demon¬ 
stration  of  the  lock. 

Only  one  15/16"  hole  in  the  door 
is  required  to  install  the  "Single 
Bore"  lock.  There  is  no  extending 
latch  bolt  in  the  edge  of  the  door 
to  interfere,  if  planing  is  needed 
after  lock  is  installed. 


APPROVED— both  for 


modemizotioii  ond  new 


Made  by 


Notional  Metal  Prodocts  Co. 


Monwfactur«rs  of  Qvolity  ^oducH 


for  ovor  50  yoortl 


In  the  Tripl-Tite  design,  gravity  is  utilized  to  assure  proper  positioning 
and  correct  interlocking  of  each  panel.  After  the  bottom  course  has  been 
installed,  additional  panels  can  be  applied  quickly,  efficiently  and  in 
perfect  alignment. 

No  time-consuming,  repeated  leveling  operations  are  necessary.  That 
means  substantial  savings  in  man-hours  and  labor  costs.  More  jobs  can 
be  done  in  less  time.  Furthermore,  Tripl-Tite  has  a  unique  nailing  lip 
which  permits  the  siding  to  be  fastened  securely  and  tightly,  without 
buckling  or  distortion.  And  when  each  panel  is  installed,  a  3-point  interlock 
is  formed  to  provide  a  watertight,  airtight  seal  that  will  not  rattle. 

Think  what  Tripl-Tite’s  superior  design  features  mean  in  installation 
savings,  in  long  trouble-free  service,  in  customer  satisfaction — and  in 
profits  for  you.  Then  get  the  complete  Tripl-Tite  story  without  delay. 
Chances  are  you'll  be  glad  you  did. 

Write,  wire  or  phone  for  details. 

TRIPL-TITE  IS  F.H.A. 


•  Easier  to  Sell!  •  More  Efficient! 
•  Easier  to  install!  •  More  Profitable 


Complete  information  is  avail-  j 
able  from  Dexter  Lock  Company, 
Dept.  BS,  1601  Madison  Ave.,  S.E., 
Grand  Rapids  2,  Mich. 


New  Wood 
Combination  Door 

The  Wabash  Screen  Door  Com¬ 
pany  is  currently  introducing  the 
"Stylist",  an  exciting  new  com¬ 
bination  weather  door  that  offers 
a  new  range  of  opportunity  for 
imaginative  exterior  color  treat¬ 
ment  and  design. 


The  "Stylist"  consists  of  sturdy 
Ponderosa  Pine  frame  and  three 
"picture  frame"  panels  (screen  or 
storm)  which  are  easily  and  quick¬ 
ly  installed  and  changed  and  which 
require  minimum  storage  space. 

(Continued  on  Page  114) 
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Dexter’s  "Single  Bore”  features 
a  new  yielding  strike  that  requires 
no  mortising.  The  strike  mounts 
on  the  surface  of  the  door  jamb 
with  a  metal  lever  yielding  when 
the  door  is  closed.  A  "finger  tip” 
slide  lock  provides  locking  security 
from  the  inside.  The  easy  latching 
action  makes  this  lockset  ideal  for 
use  with  door  closers. 


Distributed  Nationally  By 

PRODUX,  INC. 

PITTSBURGH,  PA. 


2  Gateway  Center 
Phone:  COurt  1-2725 


SAMPLE  CASES 

FOR  ALL 

STORM  WINDOWS,  CASEMENT,  JALOUSIES,  DOORS,  ETC. 
AN  EXCELLENT  DISPLAY  DEMONSTRATOR 
FOR  SALESMEN 

•  RUGGED  CONSTRUCTION 

•  USED  BY  LEADING  STORM  WINDOW  MANUFACTURERS 

•  STOCK  SIZES  2»*/4"  x  16"  and  29^,"  x  I71/4" 

Suggestioti:  Send  sample  of  unit  and  we  will 
fit  a  case  to  your  product  and 
H  <  tupply  a  price  quotation. 


for  Information  wrHo  to 


FIHE  LUGGAGE  CO. 


1087  BROADWAY 
BKLYN.  21,  N.  Y. 


GLenmore  2-4779 


&  Home  Improvement  Dealer 


STORM-SCREEN  DOORS 

KOTA  PRODUCTS,  INC 

Route  2i5A  ■  Rorlcy  Point.  N  Y 


10>5  West  Diamond  Street 
Philadelphia  22,  Pennsylvania 
Telephone  'FRemont  7  2500 


New  Products 

(Continued  from  Page  113) 

Not  only  does  the  unique  three- 
panel  design  help  achieve  the  popu¬ 
lar  low  “horizontal  line”  effect,  it 
gives  the  “Stylist”  new  versatility. 
For  example,  in  mild  winter 
weather  the  top  storm  panel  can 
be  replaced  by  a  screen  panel  for 
desired  ventilation. 

Further  adding  to  the  decorative 
features  of  the  “Stylist”  are  three 
types  of  grids  in  “Circle”,  “Square” 
and  “Diamond”  styles.  They  are 
easily  mounted  on  the  panels  and 
offer  the  home  owner  or  architect 
a  wide  variety  of  tasteful  adapta¬ 
tions. 

The  Wabash  Screen  Door  Co., 
Dept.  BS,  310  S.  Michigan  Ave., 
Chicago,  Illinois. 


26  different  style  windows  for 
every  room 


for  every  home 


New  Type  Paneling 
Introduced 

Marlite  Plank  and  Block,  a  revo¬ 
lutionary  new  type  of  prefinished 
hard-board  paneling  that  does  not 
require  adhesive  and  division 
mouldings  has  just  been  intro¬ 
duced  by  Marsh  Wall  Products, 
Inc.,  Dover,  Ohio.  Marlite  Planks 
and  Blocks  are  quickly  and  easily 
installed  by  carpenters  or  home 
craftsmen.  The  new  products  fea¬ 
ture  the  first  successful  tongue  and 
groove  joint  for  materials  of  3  16" 
or  less  in  thickness. 


NOW  IT  CAN  BE  SEEN! 


THE  ALL  NEW  ^ 

''CERTIFIED" 

ALIININIJM 

Combination  Screen  &  Storm  Windows 


•  100%  Extruded  Throuthout— Includins  Expanders 

•  A  Terrific  Demonstrator  for  your  Salesmen 

•  Quick  and  Easy  Handling  for  Your  Installers. 


AND  BEST  OF  ALL 

PMCtD  RIGHT  —  FOR  HIGH  PROFITS  AND 
COMPETITIVE  SELLING. 


Write  or  phone  today  for  complete  information.  Better  still  — 
let  us  know  when  our  representative  can  call  on  you  personally 
so  that  you  can  actually  see  this  1954  triumph.  Don’t  delay  — 
do  it  today. 

Our  years  of  experience  in  the  held  assures  you  of  the  kind 
of  association  you  want. 


The  new  Marlite  panels  are  man¬ 
ufactured  in  two  16"  modular  sizes., 
for  easy  handling  and  speedy  in¬ 
stallation.  Planks  are  16"  wide  and 
8"  long.  Blocks  are  16"  square.  Both 
packaged  6  pieces  (64  square  feet) 
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per  carton,  and  the  Blocks  are 
packaged  18  pieces  (32  square 
feet)  per  carton.  The  compact 
packages  are  convenient  to  stock 
and  deliver,  fit  easily  in  a  cus¬ 
tomer’s  automobile.  The  new  prod¬ 
ucts  are  also  available  in  four  au¬ 
thentic  wood  patterns. 

Installation  is  simple,  using  spe¬ 
cial  easily-applied  clips  or  nails. 
The  exclusive  tongue  and  groove 
joint  conceals  all  nails  or  clips  in 
the  finished  installation.  Applica¬ 
tion  may  be  made  directly  to  exist¬ 
ing  walls,  or  over  furring  strips. 
The  only  tools  required  are  a  level, 
saw  and  hammer.  Mouldings  for 
corners,  cove,  casing  and  base  are 
available  in  colors  and  patterns  to 
match  the  panels,  if  desired. 

For  complete  information,  write 
Marsh  Wall  Products,  Inc.,  Dept. 

BS,  Dover,  Ohio. 

*  *  * 

8-Page  Book  On 
Fiberglas  Insulation 

A  new  eight-page  booklet  about 
Fiberglas  Perimeter  insulations 
has  been  published  by  Owens-Corn- 


ALUMINUM 
LUBRICANT 

•  Helps  Prevent 
Corrosion 

•  Mokes  Windows 
Operate  Freely 

•  Not  Affected  by 
Temperature 

TRY  IT! 

See  for  yourself  what  an  amazing 
product  TRACK-E2E  is! 

Sticking  and  binding  aluminum 
windows  slide  like  magic  with  one 
application. 

Send  $1.00  today  for 
introductory  tube  of 
TRACK-EZE. 

SILVER'S 

Standard  Equipment  Co. 
Notional  Distributors 

*  1 308  Western  Are. 

South  Bend  19,  Ind. 


CLIHCH  liiat  SALE 

will!  a  Peerless  Extra! 

Peerless  handsome  door  accessories  help  move  merchandise 
right  out  of  your  door  into  the  homes  of  satisfied  customers! 
Because  it's  the  Peerless  Extra,  the  graceful  grille,  the  smart 
initial,  the  attractive  mail  slot  that  really  makes  it  a  door  of 
distinction  ...  all  dressed  up  to  go  places  and  bring  home 
. . 


Peerless  Grille  Co. 

8811  Foster  Avenue  Brooklyn  36.  N.Y. 
Nightingale  9-3845 


FOR  COMPLETF  INFORMATION 
AND  PRICe  LISTS 
call  NIghtingdale  9-3845 
OR  MAIL  COUPON 


PEERLESS  GRILLE  CO. 

8811  Foster  Ave..  Brooklyn  36.  N.  Y. 

Please  send  information  and  price 
lists  on  items  checked: 

□  Door  Sweep  □  Moil  Slot  □  Grilles 

Firm . 


Address 
City .  .  . 


Zone.  .  .  .  State. 


ing  Fiberglas  Corporation,  Toledo, 

0. 

The  booklet  describes  methods  of 
insulating  perimeters  of  basement¬ 
less  homes  whether  of  concrete  slab 
or  crawl  space  construction. 

It  also  contains  specific  recom¬ 
mendations  for  architects  and 
builders  who,  according  to  Walter 
C.  Skuce,  sales  manager  of  Fiber¬ 
glas  Residendal  Building  Materials 
Division,  are  becoming  more  aware 
that  perimeter  insulation  of  inor¬ 
ganic  material  is  essential  in  good 


con.struction.  More  than  50  per  cent 
of  the  homes  being  built  in  this 
country  are  without  basements,  he 
.said. 

Fiberglas  perimeter  insulations 
are  used  in  increasing  numbers  of 
better  homes,  including  custom- 
built  ranch  types  and  prefabricated 
houses.  Such  insulations  not  only 
increase  the  comfort  in  a  home  but 
also  cut  heat  losses  in  the  winter 
and  cooling  loads  on  air  condition¬ 
ing  units  in  the  summer. 

(Continued  on  Page  116) 
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flowing 

cauii^'NG  y 

...in  any  temperature 


THE  MIDWEST  M  A  N  U  F  ACT  W  I  N  Q  f  O 


CLEVELAND  S 


748  EAST  9Ui  STR 


New  Products 

(Continued  from  Page  115) 


Owens  -  Corning  produces  three 
types  of  perimeter  insulation,  each 
of  which  is  described  in  detail  in 
the  booklet.  These  types  are  PF- 
615,  a  low  cost  fibrous  glass  board 
available  with  or  without  paper 
facing;  AE-6,  a  preformed  insula¬ 
tion  completely  enclosed  in  a  pro¬ 
tective  asphalt  sheath ;  and  PF-619, 
a  high  density  paper-faced  insulat¬ 
ing  board  for  use  where  compres¬ 
sive  strength  is  essential. 


You  con  buy  all  the  components  for  storm  windows,  storm 
doors,  and  jalousies  for  less  than  you're  paying  now  —  for 
less  than  it  costs  you  to  manufacture  in  your  own  plant! 


Use  our  plant  facilities,  our  design  staff,  and  our  money¬ 
saving  production  techniques  for  all  metal  parts.  Mini¬ 
mum  cast  an  dies  for  standardized  units;  all  dies  made  in 
our  tool  room  for  complete  quality  control. 


We  know  we  can  save  you  money!  Make  us  prove  it  — 
get  our  quotation  on  any  stamping,  die  castings,  and  die 
work. 


Door  Manufacturers:  corner  keys  our  specialty  —  write 
for  quotation  and  free  samples. 


New  Semi-automatic 
Water  Softeners 

A  new  line  of  Rapidayion  semi¬ 
automatic  water  softeners,  incor¬ 
porating  an  electrically-operated 
valve  that  requires  no  flow  adjust¬ 
ment,  is  now  in  production  at  the 
Dayton  Pump  and  Manufacturing 
Company. 

The  new  softener  is  available  in 
four  sizes.  It  features  an  electri¬ 
cally-operated  Solenoid  valve,  of 
Dayton  Pump’s  own  design  and 
manufacture. 


3420  Market  St 
Philadelphia  4,  Pa 


Among  other  features  of  the  new 
S-5300  series  are  the  mechanically- 
operated  clock  and  switch  that  ac¬ 
tuates  the  valve,  the  hot-dip  gal¬ 
vanized  steel  tank  with  adjustable 
feet  for  leveling  on  the  floor,  and 
the  white  enamel  finish  to  harmon¬ 
ize  with  other  basement  equipment. 
No  brine  tank  is  needed  and  there 
is  no  complicated  pipe  or  valve  ar¬ 
rangement. 

The  principle  of  the  new  Rapi- 
dayton  softener  is :  hard  water  en¬ 
ters  at  the  top,  flows  through  a 


TEMPERATURE  CONTROLLED 


The  Greatest  idea  in  Caulking  since  the  intro¬ 
duction  of  Storm  Windows. 

STA-SEAL  con  be  applied  in  every  season  of  the 
year  because  it  is  TEMPERATURE  CONTROLLED. 

May  we  send  you  a  liberal  sample  without  charge? 
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I  THE  HARRISONS  I 


resin  bead  bed  which  (1)  removes 
calcium,  magnesium  and  iron  com¬ 
pounds,  and  (2)  makes  the  water 
soft. 

Regeneration  requires  an  aver¬ 
age  of  only  five  minutes  in  the 
8  gallon-25,000  grain  size.  For  that, 
salt  is  poured  into  the  softener;  it 
reacts  chemically  with  the  calcium 
and  other  compounds,  removing 
them  and  making  the  resin  bed 
free  again  to  resume  the  softening 
process. 

List  prices  begin  at  $159.50  f.o.b. 
Dayton. 


To  meet  Customer  requiremmrts 
.on  All  Well  Facing  Jobs!  £ 


25  DIFFERENT 
SHAPES  AND  SIZES 

22  DECORATOR  COLORS 


New  Steel  Tub  Enclosure 

A  new  bathtub  enclosure,  the 
Corru-Closure,  fabricated  of  stain¬ 
less  steel  and  featuring  a  sliding 
panel  of  Libby,  Owen,  Ford  Corro- 
lux,  is  being  marketed  by  Corru- 
Closures,  Inc.,  a  Chicago  firm. 

The  new  unit  offers  complete 
safety  since  the  corrugated  panels 
will  not  scratch,  break,  shatter  or 
split.  Panels  are  available  in  six 
decorator  colors:  cornflower  blue, 
light  ivory,  sunlight  yellow,  coral, 
forest  green  and  skylight  green. 
The  translucent  panels  are  fade- 
proof,  crack-proof,  rot  and  mildew 
resistant. 

Drain  holes  in  enclosure  corners 
prevent  water  accumulation  in  the 
bottom  channel. 

Cleaning  of  tub  and  panels  is 
simplified  by  top  channel  construc¬ 
tion  which  permits  raising  the 
channel  slightly  and  lifting  the 
panels  out.  A  damp  rag  will  remove 
any  soap  spatter  from  panels. 

Corru-Closure  units  are  packaged 
in  kits  containing  all  necessary 
parts  which  are  easily  assembled 
on  the  job  for  quick  installation. 

For  additional  information  write 
Dept.  BS,  Corru-Closures,  Inc., 
1209  West  74th  St.,  Chicago  36, 
Illinois. 


Available  in  caps,  stripes,  triangles,  inside 
and  outside  corners,  bullnose  caps  .  .  . 
switch  plates  in  matching  colors. 

FIELD  TILE  DIMENSIONS: 

5"*  5",  5"x  10"  AND  10"*  10" 


Guaranteed b)r^ 
Good  Housekeeping 


Others  for  Real  Profit  I 

Opportunities  Offered  You  PaCT  I 

—  NOTE  THESE  FEATURES  — 

•  Waterproof,  fireproof,  sanitary  .  .  .  will  •  Light  in  weight,  but  strong  .  .  .  can  be 

not  crack,  chip,  j>eel  or  corrode.  installed  over  almost  any  old  surface  quick- 

•  Lustrous  enamel  finish  firmly  bonded  to  ly,  easily,  economically. 

sturdy  aircraft  aluminum  before  metal  is  O  Scientifically  tested  in  Hastings  labora- 
formed  by  a  special  time-proven  process,  tories  to  meet  the  highest  quality  standards, 
controls  density  and  uniformity  of  color.  Fully  guaranteed. 

Beautiful  •  Durable  •  Economical 


METAL  TILE  PRODUCTS,  INC.,  Dopt.  107,  Hatlings,  Mich. 

Send  full  information  on  HASTINGS  aluminum  wall  tile. 
I  am  Q  dealer  □  distributor  Q  contractor  Q  architect. 


Name 


Address 


Hotpoint  Disposal  Has 
Reversible  Impeller 

The  new  Hotpoint  disposal  which 
carries  for  the  first  time  an  auto¬ 
matic  reversible  impeller  to  help 
prevent  possible  food  clogging  in 
(Confimied  on  Page  118) 


Protection  and  beauty  that  is  distinctly  in¬ 
dividual.  You  lock  the  name  of  sliding  let¬ 
ters  and  numerals  permanently  into  place  in 
(I  matter  of  minutes.  Only  one  size  to  stock. 
Fits  all  36”  doors.  Simply  cut  off  ends  for 
narrower  sizes.  Available  a'so  with  .crolls  on 
top  bar  only  or  plain,  without  scrolls.  Write: 


fila4nefilate 
.2^004  QfuUed, 


HEmlock  4-2709 

DUNCAN-MORRIS  CO. 

40  N.  Vollay  St. 
AKRON  %,  OHIO 
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r 


Says •  . 


It  SELLS 


because  { 


It  SEALS/ 


I  New  Products 

(Continued  from  Page  117) 

i 

the  disposal,  has  been  announced  j 
I  by  Hotpoint  Co.  I 

In  making  the  announcement, 
John  F.  McDaniel,  vice-president, 
marketing,  said  that  the  disposal 
has  a  new  one  piece  impeller  which 
is  not  only  stronger  but  will  give 
I  added  years  of  household  service. 
The  new  impeller  has  been  in  the 
experimental  stages  in  Hotpoint’s 
research  laboratories  for  the  past 
years. 

The  standard  and  pump  drain  ; 
models  (MW-8  and  MWP-8)  will  | 
have  a  new  sink  stopper  which 
being  reversed  can  be  used  for 
stopping  water  flow  into  the  dis- 
po.sal  allowing  the  housewife  to 
wash. 

The  impeller  on  the  1954  dis-  ' 
posal  reverses  itself  automatically  j 
each  time  it  is  used.  Since  the  I 
shredders  are  double-edged,  they 
grind  refuse  equally  regardless  of 
the  direction  in  which  they  rotate.  ; 
As  a  result,  the  sherdders  receive 
about  half  the  wear  they  would 
receive  if  cutting  occurred  on  only 
one  edge. 

Several  engineering  improve¬ 
ments  have  been  made  on  the  1954 
disposal  which  allows  easier  instal¬ 
lation,  for  Hotpoint  users. 

*  *  * 


^  Shawnee  Casement  Storm  Sash 
^  Seals  out  Drafts,  Dirt,  and  Dust! 

^  Keeps  worm,  constant,  room  temperature! 
^  Neat,  trim,  appearance! 

^  Engineered  for  easy  installation! 

^  Priced  to  meet  awry  competition! 

^  Call,  wire,  or  mail  coupon  today! 

Ship  anywhere  in  U.  S.  A. 


METAL  PRODUCTS  CO. 


940  D  STREET,  S.W. 
WASHINGTON  4,  D.  C. 
NAHonol  8-4796-7 

PLEASE  RUSH  —  without  oMigotion  —  btwa- 
tore,  details  and  prices  on  SHAWNEE  Cote- 
ment  Storm  Sash.  Q 

NAME . 

COMPANY  . 

ADDRESS  . 


I  DEALER  □  DISTRIBUTOR  □  £ 

L......— ............I 


GE  Air-Cooled  Units 
For  Entire  Home 

Air-cooled  units  that  cool  an  en¬ 
tire  house  without  using  water, 
and  space-saving  downflow  and 
:  horizontal  models  designed  for  use  ; 
!  in  basementless  houses  highlight  i 
General  Electric’s  1954  line  of 
:  home  cooling  equipment. 

I  ; 

I  The  addition  of  a  IVg-ton  unit  i 
I  for  installation  in  smaller  houses  I 
and  new  and  improved  upflow  j 
I  models  for  houses  with  basements  j 
completes  the  line.  Every  water- 
j  cooled  G-E  home  cooling  unit  will  ! 
have  an  air-cooled  counterpart. 

S.  J.  Levine,  general  manager  | 
i  of  the  G-E  home  heating  and  cool-  j 
ing  department,  described  the  line 
as  the  most  versatile  in  the  indus- 


Whatever  You  Need  in 

SCREWS 

•  Aluminum  Sheet  Metal  Screws 

•  Aluminum  Wood  Screws 

•  Aluminum  Machine  Screws  and  Nuts 

•  Stainless  Steel  Sheet  Metal  Screws 

•  Stainless  Steel  Wood  Screws 

•  Stainless  Steel  Machine  Screws  and  Nuts 

•  Brass  and  Steel  Fasteners,  Too 

•  Phillips  and  Slotted  Heads  • 


For  AWNINGS 
and  JALOUSIES 

All  types  of  anchorinn  and  drillinf 
devices  for  making  fastenings  to 
masonry. 


DOOR 

HARDWARE 

DOOR  CHECKS,  LATCHES, 

CHAINS,  HINGES. 

Check  Our  LOW  Prices 
WRITE  •  WIRE  •  PHONE 

MANUFACTURERS 
HARDWARE  SUPPLY  CO. 

98  PARK  PLACE  NEW  YORK  7,  N.  Y. 
Phone:  BArclay  7-6?81 

"/f  YOU  CANT  FIND  IT^ALL  US’ 
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try.  It  is  expected  to  widen  the 
market  considerably  for  G-E  dis¬ 
tributors  and  dealers.  Reduced  in¬ 
stallation  costs  and  flexibility  of 
application  are  outstandinj?  fea¬ 
tures  of  the  new  G-E  line. 

It  is  estimated  that  a  G-E  down¬ 
flow  year-round  air  conditioning 
installation  will  save  builders  $100 
worth  of  floor  space  compared  to 
a  side  by  side  installation  of  heat¬ 
ing  and  cooling  equipment. 

*  *  * 

New  Oil  Base 
Masonry  Paint 

A  new  and  improved  formula¬ 
tion  of  an  oil  base  masonry  paint 
is  now  offered  for  the  protection 
of  interior  as  well  as  exterior  sur¬ 
faces  against  moisture  penetration. 
This  product,  Cind  R  Seal,  is  said 
to  actually  seal  and  beautify  all 
types  of  masonry  surfaces  and  in 
most  cases  with  a  one-coat  applica¬ 
tion. 

Cind  R  Seal  can  be  painted  over 
surfaces  previously  coated  with 
{Continued  on  Page  120) 


ATTENTION: 

aluminum  awning 
manufacturers  and  dealers 


INITIALS  &  SPEARHEADS 

OF 

CAST  ALUMINUM 

Personalize  your  awning 
installation  for  greater  Sales 

NILES  ALUMINUM 
CASTING  CO. 

3202  HUBBARD  ROAD 
YOUNGSTOWN  6,  OHIO 
Riverside  6-1231 


Contact 

I  CALEX 


for  prompt  delivery 
of  QUALITY 
ALUMINUM 
EXTRUSIONS 
at  fair  prices 

Your  inquiries  will 
receive  prompt  attention 


CALEX 

2415  WILSON  AVENUE 
CAMPBELL,  OHIO 
PLaza  5*9679 


KEEP  YOUR  Si 
with 

LOUVRE-SEAL 

Louvre-Seal  is  the  only  jalousie 
window  designed  for  PRIME 
WINDOW  use  .  .  .  and  de- 
signed  specifically  for  the 
Northern  States!  Patented 
weatherseal  interlock  seals  out 
coldest  weather  .  .  . '  lets  you 
sell  jalousies  all  year  ’round! 


Perfect  for 
Perches  •  Doors 
And  All  Windows 
Send  today  for  complete,  fully 
illustratod  litoroturo 
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CUSTOM  ROLL  FORMING 


Exclusive 


Territories 


Available 


AMERICA’S  FASTEST 
SELLING  EXTERIOR 
MASTIC 

Get  The  Facts  About  ^ 


Immediate  delivery  on  standard 
Atlas  Rolled  Aluminum  Screen 
Frame  shown  above.  Price  in¬ 
formation  upon  request.  Please 
state  quantities  and  lengths 
desired.  Send  today  for  free 
samples. 


In  any  material,  in  any  gauge, 
from  .()05  to  .093  —  in  width, 
up  to  13  inches.  Complete  tool 
room  and  slitting  facilities. 


linmediate 

^deliwry... 


CARBOZITE  PROTECTIVE 
COATINGS,  INC. 

34-13  Bridge  Ploia  North 
long  Island  City  1,  N.  Y 
tTiUweil  4-0303 
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10-YEAR 

Factory  Raplacoment 


Republic  Kitchens 
Issues  Color  Film 

Completion  of  a  full-color,  half- 
hour  educational  film  on  kitchen 
planning  was  announced  today  i 
by  Republic  Steel  Corporation’s  i 
Berger  Manufacturing  Division  in 
Canton,  Ohio. 

Titled  “Young  Mother  Hubbard”, 
the  movie  is  available  to  women’s 
clubs,  church  and  school  organiza¬ 
tions,  home  economics  classes  and 
similar  groups  through  Republic 
Steel  Kitchens  distributors  and 
dealers. 

Entertaining  as  well  as  educa¬ 
tional,  “Young  Mother  Hubbard” 
blends  its  message  on  Republic 
Steel  Kitchens  with  the  excellent 


ENGINEERING  COMPANY  INC. 

5100  NORTHWEST  37th  AVENUE 
MIAMI,  FLORIDA 


Catalog  No.  183 
Va  '  X  15  16 


Catalog  No.  1005 
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water-based  cement  paints.  A  color 
card  showing  the  basic  colors,  in¬ 
formation  and  descriptive  litera¬ 
ture  can  be  had  by  writing  to  Ohio 
Paint  &  Color  Company,  Dept.  BS, 
I  11705  Detroit  Ave.,  Cleveland  7,  0. 


STAINLESS 

STEEL 

letter  drop  plates 


Your  troubles  are  over  when  you 
use  Stainless  Steel  Plates.  No  more 
metal  reaction.  Makes  door  sales 
easier.  Over  all  size  3"xl0%".  Open¬ 
ing  Nickel  stainless  steel 

sets  come  individually  wrapped,  6 
to  the  carton,  include  front  plate 
w/gravity  flap,  inside  plate,  stain¬ 
less  steel  screws. 

Sample  $3.00 
Per  Dozen  $29.50 

ORDER  TODAY 

Geo.  Sylvan  Elec.  Corp. 

7558  So.  Chicogo  Ave.,  Chicago,  III. 


MORE  SALES  AND 
BIGGER  PROFITS 


MORE  SALES  AND 
BIGGER  PROFITS 


LHBBRflnil 

PRESSURE 
SPRAYED 
TO  All 
EXTERIOR 
WALLS 


y*«r  YOLIR,  sales  and  profits 

from  Americans  foremost  manufacturer 


spice  of  a  well-told  story  of  family 
life. 

It  depicts  step-by-step  transfor¬ 
mation  of  the  fictional  Hubbard 
family’s  drab  and  dreary  kitchen 
into  an  easy-to-clean  modern  and 
efficient  work  area  —  and  the  re¬ 
sultant  transformation  in  life  of 
the  Hubbard  family. 

“Young  Mother  Hubbard”  was 
filmed  in  Cleveland  by  Cinecraft, 
Inc.,  and  directed  by  Ray  Culley. 
Actors  were  professionals,  most  of 
them  from  Cleveland’s  Playhouse. 
Frank  Siedel,  author  of  “The  Ohio 
Story”,  wrote  the  script. 

Persons  desiring  more  informa¬ 
tion  about  the  film  or  wishing  to 
book  it  may  contact  their  nearest 
Republic  Steel  Kitchens  sales  out¬ 
let  or  write  to  E.  E.  Bang,  adver¬ 
tising  manager.  Republic  Steel 
Kitchens,  Dept.  BS,  1038  Belden 
Avenue,  N.E.,  Canton  5,  Ohio. 


No  franchises!  No  contracts!  You  buy  what  and  when  you  li^e! 

Our  "PDQ”*  beeps  you  sold! 

FIBERGLASS  BATHTUB  ENCLOSURES 


Fully  assembled  —  ready  to  install 

•  Transiusccnt  /tanris 

•  5  altrm  tier  rtdors 

•  Shatterproof,  crackprtmf 

•  hMch  panel  completely 
ent  a^eil  in  metal 

•  2  sliilinfi  panels  suspended 
in  header  nith  >  iJliS  hearings 

•  h'inger  lip  action  q 

•  !\o  sagging  panels 

•  h’or  5*  and  recessed 

tuhs,  standard  height  b] 


5  //.  size 

( Lttis  of  50  or  more)  ^ 

6-12,  eoch  $52.95  13-* 

(for  54*  site  add  /O^o) 


GENUINE  GLASS  ENCLOSURES 


Revolutionary  Jig  Saw 
With  Built-hi  Motor 

A  new  Jig  Saw  with  a  built  in 
Rotary  Motor  has  just  been  intro¬ 
duced  by  the  Dremel  Mfg.  Co., 
Racine,  Wisconsin,  manufacturers 
of  the  famous  Moto-Tool  line  of 
Power  Tools.  Called  the  Model  8 
Moto-Jig  Saw,  the  new  tool  is  pow¬ 
ered  by  a  heavy  duty  Rotary  Motor. 


Precision  built  —  all  uniform  parts  —  superior  ^ 

chrome-like  finish.  Glazed  with  7/32"  selected  ^ 

obscure  glass.  Complete  with  all  parts  necessary 
for  installation.  For  recessed  tubs.  * 

6-ll,«oc«>$6y00  13-23,  eocti  SS8.S0 

{For  5'j'  size  aJd  KPu) 

Complete  facilities  for  KD  glass  enclosures,  mul¬ 
tiple  panel  units  and  shower  doors.  Get  our 
prices  —  the  industry's  lowest  for  such  quality. 

K  D  SHOWER  DOORS  K  D  5'  TUB  ENCLOSURES 

50 


5  //.  size 


K  D  UMTS 


Slondard  height  65 1,". 
Maximum  width  30". 

(I’  l  or  mnrr,  rarh) 
6-1 1,  each  $17.50 


{24  or  morr,  rarh) 


Let  qualified 
engineers  do 
the  job.  We 
know  the  en¬ 
closure  busi¬ 
ness—  this  is 
our  only  bus¬ 
iness 


BROADWAY 

SHOWER  DOOR  COe 

N.  Sheridafk  Rood  —  CMeofe  2^ 


llelurry  (>uttlzp 


INDUSTRIAL  SCREW  COMPANY 

1.  We  specialize  in  STANDARD  AND  SPECIAL  FASTENERS,  SPECIAL 
HARDWARE,  and  KREIDEL  SPLINES  for  the  COMBINATION  STORM 
DOOR  and  WINDOW  INDUSTRY  in  steel,  brass,  aluminum  and  stainless 
steel  ...  with  slotted  and  Phillips  heads. 

2.  We  know  your  problems,  and  therefore  can  serve  you  better. 

3.  We  stress  quality,  and  therefore  can  offer  you  better  products. 

Serving  Your  Industry  for  Eight  Years  *  ^ 

711  W.  Lake  St.  5476  State  Road 

Chicago  6,  III.  —  DEorbom  2-7380  Cleveland  29,  Ohio  —  SHodyside  1-3636 

West  of  Ohio  Ohio  and  East 

t^d6  ^04  ouA  Qatalor^  eutd  tUn  odd/tMA  ouA  &>uutcU  neaftedi  ffou. 


Its  outstanding  attraction  is  a 
revolutionary  new  “Rocker  Ac¬ 
tion.”  Major  significance  of  this 
new  principle  is  that  it  ends  ex¬ 
cessive  blade  breakage  by  eliminat¬ 
ing  blade  “bucklt”  and  “whip” 
caused  by  the  tension  spring  on 
conventional  Jig  Saws.  This  makes 
it  cut  faster  too,  for  positive  power 
is  applied  to  both  the  up  and  down 
stroke.  The  makers  say  it  will  saw 
through  11/^"  wood  and  ply- 
{Continued  on  Page  122) 
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Two  Things  You  Can  Expect  From 
Ardmore  Aluminum  Products  .  .  . 


M  Speed 
2nd  Accumcy 


Small  Punch  and  Die  Work  A  Specialty 

Patents  Developed  Experimental  Specialists 

"Prompt  and  courteous  service  assured  on  all  orders" 

ARDMORE  ALUMINUM  PRODUCTS 

10500  Wheatley  Street  Kensington,  Md.  Lockwood  4-8525 


at  last... 


Top  Quality  at  a  Price! 


GEM -ALUM 


triple  track  window 

Offers  Exclusive 


K.  D.  PROGRAM 

AT  A 

LOW  INVESTMENT 

GENERAL  ALUMINUM  PRODUCTS  (ORP. 

3949  S.  FEDERAL  ST.  CHICAGO  9.  ILLINOIS 


—  Phone  —  Name 

KENWOOD  street 
8-5523 


A  standard  length  of  this  shock- 
proof,  waterproof  tape  can  provide 
anti-ice  protection  to  overhanging 
eaves,  gutters  and  downspouts,  and 
thus  prevent  damage  to  roofs, 
walls,  etc. 

It  can  be  wrapped  around  any 
exposed  piping  to  prevent  freeze- 
ups  and  damage  to  piping.  This 
application  obviates  the  necessity 
of  draining  water  lines  during  cold 
weather. 


I  wood  as  fast  as  you  can  follow  a 
I  line. 

Features  include  a  combination 
Blade  Guard  and  Hold  Down  which 
:  protects  the  operator’s  fingers  from 
'  injury  and  holds  the  work  on  the 
table.  It  is  also  equipped  with  a 
four-way  blade  holder  which  per¬ 
mits  cutting  in  any  direction.  The 
machined  table  tilts  to  45° — also 
raises  and  lowers.  This  feature  is 
said  to  save  blade  costs,  for  when 
j  the  blade  becomes  worn  in  one  spot, 
the  table  can  be  raised  or  lowered 
to  a  new  cutting  area.  This  way, 
i  every  tooth  on  the  blade  can  be 
I  used  before  throwing  it  away. 

Price  of  the  Dremel  Moto-Jig 
Saw,  complete  with  motor  is  $19.95. 
For  additional  information  contact 
Dremel  Mfg.  Co.,  Dept.  BS,  2420 
18th  St.,  Racine,  Wisconsin. 


New  Electrical 
Heating  Tope 

Ribbon  Heat  can  be  designed 
I  into  new  construction  to  provide 
j  the  home  owner  with  ice-free,  sleet- 
!  free  and  snow-free  driveways  and 
,  walks.  This  flexible,  electrically- 
!  operated  heating  tape  can  be  im¬ 
bedded  in  black  top  or  concrete. 


New  Products 

{Continued  from  Page  121) 
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A  garage  can  be  readily  con¬ 
verted  into  a  guest  house  by  cover¬ 
ing  water  piping  with  Ribbon  Heat 
and  installing  electric  space  heat¬ 
ers  for  room  heating  purposes. 

Ribbon  Heat  “NHL  type”  is  U  L 
approved.  Its  fusible  wire  con¬ 
struction  is  unique,  and  patented. 
Should  overheating  occur,  because 
some  insulating  material  falls  on 
a  portion  of  the  tape,  the  wire  will 
merely  fuse.  It  is  completely  flex¬ 
ible,  inexpensive  to  use,  and  can 
be  imbedded  in  concrete  without 
the  necessity  for  protection  against 
corrosion.  Cement,  grease,  mild 
acids  or  fertilizer  have  no  harmful 
effect  on  the  operation  of  Ribbon 
Heat.  Its  high  efficiency  is  due  to 
the  broad  area  which  comes  in  con¬ 
tact  with  the  object  to  be  heated. 

This  unit,  developed  and  manu¬ 
factured  by  Cox  &  Company  of 
New  York  City. 

*  He 

New  Ranch  Type 
Garage  Door 

A  new  garage  door,  designed 
especially  to  bring  contemporary, 
ranch-  type  styling  to  the  low- 


EXTRUDED  PLASTIC 

SCREEN  SPLINE 

HOLLOW  and  SOLID 

ALL  SIZES  .110  TO  .235 
IMMEDIATE  DELIVERY 


GUARANTEED  VIRGIN  VINYL 


SPECIALISTS  IN 

GLAZING  STRIPS,  CHANNELS 
WEATHERSTRIPPING 
CROSS  SECTIONS 


INDUSTRIAL 

RUSTICS  CORPORATION 

ELKHART,  INDIANA 
Phone:  2-9778 


_ I  9  deal  I - — 

The  Best  Storm  and  Screen  Hardware 


BOOTH  77  NERSICA 


Idealox  and 
Idealatches 

with  or  without  key  locking.  Sim¬ 
ple,  fast  installation  .  .  .  Just  drill 
three  holes. 


PUSH-PULL  LATCH 


Guaranteed  quality  .  .  .  Beauty. 
Simple,  fast  installation  .  .  .  drill 
one  1"  hole.  Easy  latching  spring 
strike. 


New!  Bronze  Oilite  Bearing  Hinges 


.4vailable  on  plated  steel  or  stain¬ 
less  steel  hinges.  Two  Bronze  Oilite 
Bearings  fastened  to  two  knuckle 
leaf  proven  superior  in  “100  year” 
wear  test.  Full  surface,  half  sur¬ 
face,  full  mortise. 

All  items  are  available  individually 
or  in  complete  kits  including  latch,  closer,  chain  and  hinges. 

I  tUa-  — 

NO.  90  DOOR  CLOSER 

SELF-LUBRICATED  WITH  ENCLOSED  SHOCK 
ABSORBER  SPRING. 


®  r 

j! 

1 

-  i 

^  r 

j)  i 

HINGES 

Plated  or  stainless. 
Engineered  to  your 
requirements. 


NO.  80  DOOR  CLOSER 

WITH  CHAIN  HOLD-UP  SPRING.  SELF- 
LUBRICATED  10  YEAR  GUARANTEE. 


IDEAL  BRASS  WORKS,  Inc.  •  250E.5thST.,sT.rAULi,MiNN. 


'  priced  door  field,  has  been  intro¬ 
duced  by  Crawford  Door  Company, 
Dept.  BS,  20263-28  Hoover  Road, 
I  Detroit  5,  Michigan,  according  to 
I  an  announcement  by  R.  A.  Hacka- 
I  thorn.  President. 

!  Mr.  Hackathorn  points  out  that 
,  the  great  growth  in  popularity  of 
'  the  ranch-  type  home  has  brought 
i  a  corresponding  need  for  a  garage 
i  door  featuring  the  same  sweeping, 

I  horizontal  lines  that  are  character- 
j  istic  of  the  design  of  the  home 
itself.  For  homes  in  the  custom- 


built  class,  such  doors  have  been 
readily  available  but  the  price  fac¬ 
tor  has  made  them  impractical  for 
installation  in  low-cost  housing. 

Now,  with  the  introduction  of 
the  Crawford  Fleetwood  Model  FR 
52  Ranch  Type  Garage  Door,  it  is 
entirely  practical  for  project  hous¬ 
ing  builders  to  include  a  handsome, 
well-designed,  genuine,  ranch-type 
garage  door  because  the  Fleetwood 
FR  52  has  been  developed  specifi¬ 
cally  to  supply  this  price  market. 

{Continued  on  Page  124) 
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New  Products 

(Continued  from  Page  123) 

This  is  important  to  builders 
because  more  and  more  home  buy¬ 
ers  are  looking  for  a  house-and- 
garage  combination  because  of 
their  urgent  need  for  the  storage 
facilities  which  the  garage  pro¬ 
vides. 


Offers  the 


Aluminum  Extrusion  Dies 


3-TRACK  EXTRUDED 
ALL-ALUMINUM 


Scrtisfaction  Guaranteed 


All  moving  parts  and  track  are 
Zin-Cote  plates;  other  parts  gal- 
vanite  treated  or  oil  treated, 
according  to  their  needs.  Door 
handles  are  plates.  Lock  is  a 
5-tumbler,  nationally  known  make, 
cylinder  type,  with  two  keys  sup¬ 
plied.  Sizes  range  from  8'0"  x  6'6" 
to  9'0"  X  7'0".  The  Fleetwood  FR 
52  is  stocked  by  Crawford  Door 
Sales  Companies  in  83  major  dis¬ 
tributing  centers. 


For  New  England  and 
East  Coast  States 


LOUISBURG 


New  Multi-Vent  Fan  Cuts 
Home  Ventilating  Costs 

A  revolutionary,  money-saving 
solution  to  the  ever-increasing 
ventilation  problem  —  in  modern 
homes  and  small  business  struc¬ 
tures  —  is  announced  with  the  un¬ 
veiling  of  Stewart  Kitchen-Aire’s 
new  high-capacity,  three-speed 
Model  KA-17  ventilating  fan. 


Available 

Knocked  Down,  Lengths, 
or  Fully  Assembled 

Check  These  PLUS  Features: 

V  Built-in  Weather  Stripping 

V  Easy  to  assemble.  Use  screw  driver  and 
screen  roller.  That’s  all! 

V  Made  of  heavy  extruded  metal 

V  All-Aluminum  screening 

V  Engineered  perfectly 

V  Takes  less  storage  space 

V  Reduces  shipping  costs 

V  Prompt  delivery 


Sunmaster 


aluminum  awning 


INVESTIGATE  THIS 
PASTER-SELLING 
PROFIT  MAKER! 


with  approved 


House  &  Garden 


Mots  ond  Literature  available  for 
saies  promotion. 

Manufactured  exclusively  in  our  own  plant. 
Write  or  phone. 


Now,  for  the  first  time,  one  fan 
does  three  jobs  —  banishes  mois¬ 
ture,  odors,  heat,  grease,  smoke 
from  kitchen,  bathroom  and  laun¬ 
dry  —  instead  of  having  to  buy 
three  fans  to  achieve  the  same 
results. 


colors! 
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•  WRITE 

•  WIRE 

•  PHONE 


BUILDING  PRODUCTS  CORR 


72-82  Lockwood  St.,  Newark  5,  N.  J. 

Newark  Phone:  MArket  3-6470  •  New  York  Phone:  BArclay  7-6770 


is  now  available  for  distribution 
throughout  the  nation.  Constructed 


entirely  of  extruded  63  ST  5  alu¬ 
minum,  all  parts  not  made  alumi¬ 
num  are  of  stainless  steel.  There 
are  no  nuts,  screws  or  bolts  show¬ 
ing  on  the  face  of  the  door. 

The  screen  is  permanently  fast¬ 
ened  to  the  door  and  there  are  thus 
no  screens  to  store.  It  can  be  sold 
with  or  without  glass  panels,  de¬ 
pending  on  the  region  of  the  coun¬ 
try.  The  glass  panels  may  be  pur¬ 
chased  separately  at  any  time  since 

(Continued  on  Page  126) 


Or  efficient,  lower-cost,  multi- 
vent  home  ventilation  may  be  se¬ 
cured  in  any  other  desired  com¬ 
bination  of  rooms.  For  example, 
one  interior  grille  may  be  placed 
in  wall,  ceiling  or  hood  above  cook¬ 
ing  range  —  with  a  second  vent 
over  the  wall  oven  in  the  kitchen 
—  and  a  third  in  the  bathroom. 
Wherever  the  ventilating  prob¬ 
lem  may  be,  multi-vent  Stew¬ 
art  Kitchen-Aire  Model  KA-17 
solves  it  —  with  three-for-one  effi¬ 
ciency  and  convenience  —  at  little 
more  than  one-for-three  installa¬ 
tion  and  operating  cost.  Either 
tvall  or  roof  mounting  may  be 
made  of  Model  KA-17  fan  unit  in 
modern,  weatherproof,  aluminum 
housing. 


Yancey  Combination  Door 
Has  Permanent  Screen 

Made  by  the  Yancey  Company  in 
Sacramento,  California,  this  door 


EASTERN  offers  a  complete  line  of  O-Gee 
and  half-round  aluminum  gutters  and  leaders 

for  all  types  of  architecture . industrial, 

homeland  farms.  Write  for  details  todayl 


\  CHECK  THESE  IMPORTANT  FEATURES: 
,  n  e  Never  rust  or  stain  exterior  walls. 

\  •  No  painting  or  maintenance  required. 

\  •  Lightweight  —  will  not  sag. 

\  •  Easy  handling  —  easy  installation. 

\  •No  soldering  —  joins  by  slip-joint 
•  Fire-,  termite-,  and  rodent-proof. 

Alcoa  Alclad  Aluminum— patented  trademark 
ol  Aluminum  Compatty  oi  America. 

PRICED  LOWER 
THAN  OTHER 
RUST-PROOF 
MATERIALS! 


PROSPECT  FINDER 

For  metal  casement 

STORM  WINDOWS... 

Dust/te  GASKET! 


6  Canterbury  Drive 

fn  venfed 


Dayton  9,  Ohio 
I  948 


DISTRIBUTOR  &  DEALER  INQUIRIES  INVITED! 

^  GUTTERS  &  LEADERS 


AVAILABLE  FOR 
IMMEDIATE  DELIVERY 


Sail  year  'round  comfort  with 
DUSTITE,  tho  original  sealing  lip  gas¬ 
ket.  DUSTITE  installed  on  prime  win¬ 
dow  around  hinged  openings,  stops 
Dust  and  Draft,  which  increases  the 
efficiency  of  storm  window.  Controls 
condensation  where  storm  windows 
are  used.  Ideal  for  air-conditioned 
homes  and  office  buildings. 

SALES 

Sove  manpower  canvassing,  with  a 
small  DUSTITE  ad  in  your  local  paper 
and  bring  definite  storm  window  pros¬ 
pects  into  your  soles  rooms.  DUSTITE 
is  a  real  traffic  builder  and  prospect 
finder  for  storm  win¬ 
dows,  and  oil  home 
improvement  items. 
Free  od  mot  on  re¬ 
quest. 


&  Home  Improvement  Dealer 


125 


INTRODUaNG 
THE  BENDIX-CHAHPION 

$12.75  9 $12.75 

■ 

TRIPLE-CHANNEL  WINDOW 

UP  TO  2S/2t  GLASS  SIZE 

COMPLETELY  ASSEMBLED 

NOT  KP 

•  ONE-PIECE  WELDED  FRAME 

•  3-CHANNEL  WINDOW 

•  BALL-BEARING  ACTION 

•  AVAILABLE  WITH  FULL  SCREEN 

•  ALL  EXTRUDED  ALUMINUM 
63ST5 

•  GADGET-FREE 

•  INSERTS  ADJUSTABLE  TO  ANY 
HEIGHT  FROM  TOP  OR  BOTTOM 
FOR  EASY  VENTILATION 

•  ALL  INSERTS  INTERCHANGE¬ 
ABLE 

DISTRIBUTORS 

AND 

VOLUME  USERS 

WRITE  WIRE  PHONE 

Bendix  Aluminum  Products  *Co. 

212  WEST  3RD  STREET 
MT.  VERNON,  N.  Y. 

TEL.:  MT.  VERNON  4-5708 
*  MFRS.  OF  THE  BENDIX-MASTER 


New  Products 

{Continued  from  Page  125) 

all  the  hardware  necessary  to  hold 
them  is  already  in  place  on  the 
panel  itself,  and  no  alteration  of 
the  door  is  necessary. 

Other  features  include  inter¬ 
changeable  glass  panels,  solid  alu¬ 
minum  push  bar,  low  ribbed  kick 
panel. 

Yancey  Company,  Dept.  BS,  211 
6  K  St.,  Sacramento  16,  California. 

*  *  * 

New  Air  Control  Catalog 

A  new  4-color  catalog.  No.  54- 
AC,  has  been  announced  by  Air 
Control  Products,  Inc.,  Coopers- 
ville,  Michigan. 

The  new  catalog  has  been  en¬ 
larged  to  include  complete  engi¬ 
neering  data,  in  easy-to-use  form, 
on  the  company’s  complete  line  of 
regi.sters,  grilles,  and  diffu.sers  for 
heating,  ventilating  and  air  condi¬ 
tioning  applications. 

It  contains  the  first  information 
on  many  new  products,  including 
the  No.  180  Series  Baseboard  Per¬ 
imeter  Diffusers,  the  New  No.  42 
Series  Per-Floor  Diffusers  and 
the  Dual-Valve  Ceiling  Diffuser 
Damper. 

One  section  of  the  catalog  shows 
the  complete  Perimeter  Diffuser 
line,  with  installation  information, 
selection  charts  and  engineering 
data. 

«  *  * 

Portable  Electric  Tools,  Inc., 
Introduces  Lightweight  Sow 

A  new  lightweight  saw  and  a 
unique  carrying  case  for  it  which 
converts  into  a  bench  table  for 
precision  work,  grinding,  sanding, 
buffing,  and  horizontal  drilling 
were  announced  recently  by  Port¬ 
able  Electric  Tools,  Inc.,  Chicago. 

The  portable  saw  weighs  only  6 
pounds  and  is  a  new  answer  to 
many  sawing  problems,  said  John 
Baker,  executive  vice  president  of 
the  company.  Its  light  weight 
makes  it  ideal  for  overhead  work 
and  for  cutting  panels,  interior 
trim  and  lumber  up  to  1-3  16 


inches  thick,  he  explained.  The  saw 
retails  for  $29.95  and  is  available 
nationally. 

The  carrying  case  holds  the  saw 
and  several  attachments.  It  opens 
into  a  bench  table,  22  inches  long, 
14  inches  wide,  and  11  inches  high, 
which  can  be  bolted  to  any  con¬ 
venient  surface.  A  plate  on  the 
top  is  removed  to  form  an  opening, 
and  the  saw  then  is  bolted  from 
underneath,  with  the  blade  pro¬ 
truding  through  this  slot. 

In  this  position  the  tool  is  fixed 
as  a  bench  saw.  An  adju.stable  rip 
fence  and  a  mitre  gauge  are  pro¬ 
vided  as  accessories.  The  carrying 
case-table  retails  for  $10.95,  and 
also  is  nationally  di.stributed. 

The  saw  al.so  can  be  bolted  to  the 
top  of  the  table  for  use  as  a  sander, 
buffer,  polisher,  or  horizontal  drill. 
A  separate  accessory  package  con¬ 
tains  attachments  to  convert  the 
saw  for  these  uses. 

*  *  * 

New  Sliding  Towel  Racks 
By  Leigh  Bldg.  Products 

Two  new  sliding  towel  racks 
were  announced  recently  by  Leigh 
Building  Products  Division,  Air 
Control  Products,  Inc.,  Dept.  BS, 
Coopersville,  Michigan. 


Designed  to  keep  towels  conven¬ 
iently  at  hand  in  kitchen  or  bath 
cabinets,  the  new  racks  glide  in 
and  out  on  ball-bearing  rollers. 

The  racks  are  built  of  heavy- 
gauge  steel,  with  rubber  bumpers 
for  quiet  operation. 

One  model  it3  top  mounted,  and 
has  4  chrome-plated  bars.  The 
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other  model  is  side  mounted  and 
has  3  chrome-plated  bars.  Both 
types  measure  201/i."  deep,  with 
19l^"  bars. 

The  racks  are  individually  packed 
in  attractive  display  cartons,  com¬ 
plete  with  screws. 

*  *  * 

Chemical  Preservative 
For  Redwood 

Protection  Products  Manufactur¬ 
ing  Company  of  Kalamazoo,  Mich., 
has  announced  the  introduction  of 
an  improved  product  in  their  line 
of  chemical  preservatives — P.A.R., 
a  water  repellent,  pigmented  finish 
for  Redwood,  Red  Cedar,  Philip¬ 
pine  Mahogany  and  other  woods  of 
similar  color  character. 

P. A.R.  is  more  than  a  stain ;  in 
addition  to  renewing  and  restoring 
the  fine,  rich  appearance  of  red¬ 
woods,  it  protects  wood  against 
discoloration  through  weathering, 
grain  raising,  swelling  and  shrink¬ 
ing,  checking  and  warping. 

P.A.R.  is  more  than  an  ordinary 
pigmented  finish.  It  is  a  highly 
effective  water  repellent  finish 
which  is  ideal  for  siding,  trim, 
shingles,  outdoor  furniture,  fences 
and  other  Redwood  products. 
P.A.R.  restores  the  warm,  natural 
color  of  Redwood,  Red  Cedar  and 
other  woods.  It  also  neutralizes 
the  color  contrast  in  wood  but  does 
not  hide  the  beauty  of  the  grain. 

P.A.R.  is  a  complete  finish  in 
itself  and  is  not  intended  as  a 
primer  for  subsequent  painting  or 
varnishing.  Experimenting  with 
P.A.R.  on  various  woods  will  show 
the  countless  possibilities  of  this 
deluxe  finish. 

*  *  * 

Aluminum  Horizontal 
Sliding  Windows 

Peterson  Aluminum  Horizontal 
Sliding  Windows,  made  in  Detroit 
and  distributed  nationally,  will  be 
featured  in  a  display  at  the  10th 
annual  convention  and  exposition 
of  the  National  Association  of 
Home  Builders  in  the  Sherman 
Hotel,  Chicago,  January  17-21, 
1954. 

{Continued  on  Page  128) 


"25  YEARS  OF  QUALITY  PRODUCTS" 

B&G  MANUFACTURING  CO.,  6905  SUSQUEHANNA  ST.,  PITTSBURGH  B,  PA. 


YOUR  PROFIT  MARGIN  AND  MARKET 

IS  W  -  I  -  D  -  E 

WHEN  YOU  SELL 

CURVALUM 

ALUMINUM  COMBINATION 

CIRCLE  HEAD  DOORS 

Millions  of  homes  throughout  the  country  have  curved  top, 
gothic  or  cathedral  type  door  entrances.  The  owners  of 
these  homes  want  and  need  aluminum  combination  Circle 
Head  Doors— BUT  DONT  KNOW  WHERE  TO  BUY 
THEM!  You  can  capture  a  generous  share  of  this  huge, 
neglected  market  with  CURVALUM  Circle  Head  Doors — 
and  turn  a  handsome  profit  for  yourself. 

EASY  TO  MEASURE 


NO  MEASUREMENT  RISK! 


A  second  door  supplied 
(WITHOUT  CHARGE) 
if  your  first  meosuromonts 
prove  inaccurate. 


-Only  .3  basic  mea¬ 
surements  needed. 

EASY  TO  INSTALL— /n5/a//ers  prefer 
them. 

LIFETIME  BUILT — Custom  made,  one  piece  construction  of  the  finest 
extruded  aluminum. 

NO  INVENTORY  REQUIRED — Prompt  shipment  within  10  days. 
CUSTOMER  SATISFACTION — Each  door  guaranteed. 

Dealer  Aids  available  upon  request 

GET  ALL  THE  FACTS  ABOUT  THIS  PROFIT  MAKING  DOOR  TODAY! 


urvalum  Door 


MFG.  CO. 


1  5  Prospect  St.,  Hewlett,  L.  I.,  N.  Y. 


&  Home  Improvement  Dealer 
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Mcons  Year  Round 

PROFITS 

For  You 


STRENGTH  — 

100%  extruded  63  STS  aluminum  can't  warp, 
chip,  or  crack.  Mitered  corners,  reinforced 
for  longer,  dependable  service. 


BEAUTY  — 

Tri-Slide  channels,  recessed  for  glamorous, 
picture-frame  beauty. 


CONVENIENCE  ^ 

Controlled  ventilation  summer  and  winter. 
Window  or  screen  inserts  remove  easily  for 
cleaning  from  inside  the  house  by  pivot  action. 


WRITE,  WIRE,  OR  PHONE 
FOR  COMPLETE  INFORMATION! 


ermaseal  Hanufacturing  Corp. 


B»undl  Brook 


Now  Jersey 


ELIiot  6-2652 


New  Products 

{Continued  from  Page  127) 

Special  cut-away  models  will  be 
exhibited  to  show  the  nearly  20,000 
builders,  realtors,  architects,  sub¬ 
contractors,  building  material  deal¬ 
ers  and  others  in  the  building 
industry  how  the  window  glides 
horizontally  on  stainless  steel  roll¬ 
ers  and  how  its  functional  unob¬ 
structed  appearance  harmonizes 
with  the  decore  of  the  room  and 
the  modern  streamline  exteriors 
now  in  vogue. 

The  display  also  will  highlight 
how  modern  advanced  engineering 
has  produced  this  window  requir¬ 
ing  no  putty,  no  sash  balances,  no 
operating  cranks  or  projecting 
hinges,  Mr.  R.  F.  Anthony,  Direc¬ 
tor  —  Sales  and  Advertising  of  the 
corporation,  located  at  1377  E.  8 
Mile  Rd.,  Ferndale,  Detroit  20, 
Michigan,  announced. 

He  added  that  extruded  alumi¬ 
num  tubular  construction  gives 
extra  strength  and  together  with 
a  special  weatherstripping  pro¬ 
vides  insulated  draft  free  comfort. 
Peterson  windows  are  furnished 
complete  with  aluminum  screens 
and  double  glazing  panels  (storm 
sash)  as  integral  parts  of  the  win¬ 
dow,  enhancing  its  streamline 
beauty. 

On  the  House  i 

! 

{Continued  from  Page  14)  j 

tion  to  substantiate  their  pessimis¬ 
tic  outlook. 

That  is  the  point  brought  out 
conclusively  by  Paul  G.  Hoffman, 
chairman  of  the  board  of  The 
Studebaker  Corporation,  in  an  ar¬ 
ticle  —  “How  to  Avoid  a  Psycho- 
Recession**  —  published  in  a  recent 
issue  of  The  New  York  Times  Mag¬ 
azine. 

**There  is  absolutely  nothing 
wrong  with  our  economy,**  states 
Mr.  Hoffman,  “that  a  higher  vol¬ 
ume  of  hard-hitting  advertising  \ 
and  sales  promotion  by'  business, 
and  100,000  good  creative  sales- 


Something 

for  you  to  sell 
every  day 
in  the  year 


there's  a  big, 

mevtAeC 

for 

u-tett-m 

self-service 
television  receiving 
tube  tester 


Filling  stations,  grecory 
stores,  hardware  stores,  boor  depots,  drug 
stores  ...  in  fcKt,  any  retail  outlet  thert 
wants  added  traffic,  mere  sales,  extra 
profit  is  a  prospect  for  u-test-m  —  the 
sensational  seif-servicing  television  receiv¬ 
ing  tube  tester  that  tests  doubtful  tubes 
in  only  two  square  feet  of  fleer  space. 

Your  men  are  naturals  to  sell  this  clean 
package  deal  as  they  make  their  rounds  — 
and  pick  up  fat  commission  checks  that  will 
make  them  —  and  you  —  happy.  You  have 
nothing  to  stock,  nothing  to  carry,  nothing 
to  bill.  Your  job  is  {ust  to  sell.  Call,  wire 
or  write  for  the  happy  facts. 


545  Sturgeon  Eddy  Rood.  Wausau,  Wis. 
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WHY  NOT  SELL  MODERII  Rm? 

That's  what  people  want! 


Above,  one  style  of  Kleeson's  New  Railing  & 
Columns  for  Moderns.  Seven  new  designs  soon 
ovailoble,  in  "knock-down,"  pre-drilled  units, 
easily  assembled,  perfect  for  do-it-yourself 
market.  Big  demand  for  Modern,  beautifully 
styled  —  with  a  pretty  profit  for  dealers. 


We  also  make 
a  complete  line 
of  popular  best 
selling  Standard 
Styles  in  Stock 
Sizes.  We  sell 
nationally  thru 
dealers,  no  di¬ 
rect  -  by  -  mail 
buyers.  Your  in¬ 
quiry  is  invited. 


ROBERTSVILLE  1,  OHIO 


profit  On 

Screen  Replacement 
3ene3tra  Pre-War— Post-War 

GROMMET  WICKET 
SCREENS  SCREENS 


WE  STOCK  ALL  STANDARD  SIZES 


SCREENS  FOR  COMMERCIAL  WINDOWS 
16  TO  60  MESH 


SPECIAL  SCREENS  MADE 
ANY  SIZE  OR  SHAPE 
IN  BRONZE  i  •  STEEL  •  ALUMINUM 


30  YEARS  of  KNOW  HOW 

MANUFACTURED  BY 

AIR-TEC  NETAL  PRODUOS  CO. 

640  E.  7  MILE  RD.,  DHROIT  3,  MICH. 


men,  could  not  cure.” 

♦  ♦  * 

In  outlining  the  strong  credit 
side  of  the  American  economy  to¬ 
day,  the  internationally-known  in¬ 
dustrialist  cited  the  following  14 
positive  facts : 

1.  The  average  income  of  the 
American  wage  earner  is  at  its 
highest  peak. 

2.  Employment  is  at  an  all-time 
high  of  63  millions. 

3.  Individuals  have  been  saving 
8  per  cent  of  their  after-tax  in¬ 
comes  since  1950,  compared  with 
5  per  cent  in  1940. 

4.  Banks  are  averaging  50  per 
cent  of  their  deposits  in  loans  as 
compared  with  25  per  cent  in  1940. 

5.  Scheduled  tax  reductions  are 
expected  to  provide  individuals  and 
corporations  with  $3.3  billion  in 
additional  “spending  money.” 

6.  Unemployment  compensation 
and  similar  economic  “props  and 
supports”  have  been  enormously 
increased. 

7.  U.  S.  productivity  is  roughly 
equal  to  the  combined  output  of  all 
the  rest  of  the  peoples  of  the  world. 

8.  Industrial  horizons  are  still 
expanding  at  a  remarkable  rate. 

9.  So-called  basic  industries  are 
continuing  to  maintain  strong 
foundations  under  the  economy. 

10.  Governmental  spending  will 
likely  reach  70  billion  dollars  in  the 
coming  year. 

11.  Local,  state  and  federal  gov¬ 
ernments  will  have  to  apply  them¬ 
selves  to  a  great  backlog  of  neces¬ 
sary  public  works  in  the  years 
immediately  ahead. 

12.  The  speculative  excesses  that 
have  preceded,  and  to  many  minds 
have  largely  precipitated,  the  de¬ 
pressions  of  the  past,  are  absent. 

13.  American  population  increas¬ 
es,  discounting  war,  are  anticipated 
averaging  2.7  million  new  consum¬ 
ers  annually. 

14.  “Guarantee”  factors,  such  as 
mortgage  stabilization  and  secured 
bank  deposits,  make  recurrence  of 
some  past  evils  unlikely  if  not  im¬ 
possible. 


CLASSIFIED  ADVERTISING 

Undar  this  haading  clouifisd  adT«rtiMiB*Bis 
or*  accepted  at  the  unlionn  rote  oi  25  cents  a 
word  but  no  adwertisenient  taken  for  leu  than 
20  words  with  a  minimum  charge  oi  $5.00; 
3  months  at  20c  per  word  per  insertion.  Check 
or  Money  Order  must  occompony  copy  of  Clas¬ 
sified  Ad.  Adwertlsements  soliciting  dealers  or 
distributors,  or  new  products  for  sale,  not  ac¬ 
cepted  in  classified  section.  Address  all  com¬ 
munications  to  Clouified  Deportntent.  BUILO- 
ING  SpecialtiM.  425  Fourth  Avenue,  New 
York  16.  N.  Y. 


HELP  WANTED 


SELL  YOURSELF  FIRST  and  then  sell  your 
neighbor.  Groff  Aluminum  Awnings  are  easy  to 
sell  and  install.  Write  qualifications  to  All  Weather 
Comfort,  Inc.,  P.  O.  Box  10254,  Tampa,  Fla. 


SITUATIONS  WANTED 


EXTRUSION  ENGINEER;  GRADl'ATE  me¬ 
chanical  engineer  with  complete  diversified  aluminum 
extrusion  mill  background,  including  production, 
design,  construction,  purchasing  and  management 
experience.  Write  Box  440,  BUILDING  SPECIAL¬ 
TIES  &  Home  Improvement  Dealer,  425  Fourth 
Avenue,  New  York  16,  N.  Y. 


FOR  SALE 
OUTRIGHT 

Extruded  THREE  track  window. 

Manufacturer  will  sell  outright  all 
dies  necessary,  including  extrusion 
dies,  for  manufacturing  storm  win¬ 
dows. 

Completely  designed  overlap  type 
with  automatic  locking  devices  for 
top  and  bottom  sash  and  sliding 
screen. 

• 

You  don’t  have  to  lose  time  or  money 
experimenting  and  designing.  We 
have  all  the  dies  made  and  everything 
else  necessary  for  you  to  start  manu¬ 
facturing  your  own  window  immedi¬ 
ately.  Beautiful  window  —  trouble 
free  —  thoroughly  engineered  and 
tested. 

Write  or  wire  immediately 
For  Prompt  Action 
Box  No.  439 
BUILDING  SPECIALTIES 
I  425  Fourtk  Ave.,  N.  Y.  16 
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...  ROLUFORAAED  aluminum? 

Oniy  rotted  oluminom  offers  the 
strengfhi  re$tiien€e«  flexibility^  ond 
lightness  thot  1$  so  necessary  for  the 
protecting  outer  skin  of  all  airplanes. 
This  rolled  outer  skin  must  resist  hoil, 
sleety  snow,  ice,  moisture,  sudden 
temperature  changes,  ond  the  stresses 
of  excessive  wind  resistance! 

A  storm  window  must  for  the  most 
port  resist  these  Same  elements!  What 
better  proof  Is  needed  to  show  thot 
ROiLFD'FORMED  olummum  is  best  for 
oiuminvm  windows.  . 


^6iUd^ farmed  pna€UtcU 


STOSM  SASH 


SUMS  WINDOWS 

V.Seol  VensHpfl 
V'Secil  iltottek 

scmstts 

Sfamiord,  Oromme) 
Wiefc*t 


V-Sftol  Oetwxe 
V“Seol  Steeimastsr 

V>$Mit  S»d«  Slide  ^ 

Combination  Basemen)  Sa$h 


All  V-Seol  product*  are  ovotiable  £acti 

window  mdividvaiiy  packed  for  eaty  eforase 
and  ojMrmbly— another  "V-SEAt  FIRST"! 


Ws  ROU'FORM  eedion*  to  your  specificc^^on*. 


'America*s  tnest  progressive  aluminum  window 
manufacturer'^ 


txciusivc 


PATENTED  SPRING-CLIP 


ALL  BALANCED  CONTROL 


run  NATIONAL 

ADVERTISING  SUPPORT 

and  COMPUTE  SALES  HELPS! 


advertise 

sales  aids  and  instattilten  manuiifelni^j 
your  job  efluiyt  < 

...mtui  remembw,  AdMns  Etminsdli^ 
Company  manufmctur»9  JuBt  otim  ^lirmdB, 
ofJaJouaieal 


WRITi  NOW  FOR  PULL  INFORMATION 
•b*«t  Hm  ialMitlc  wIimIvw  that  glvtt 
FACTS  and  FEATURES  to  sail  wMil 


(Ultra  will  bt  tome  wonderful  news 
and  surprises  toon  for  dealers  on 
our  mailini  lists  —  be  sure 
we  have  your  name  and 
address.) 


ADAMS  ENGINEERING  CO.,  Inc. 

P.O.  Box  936,  Little  River  Branch,  Miami  38,  Florida 
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